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UNIVERSAL 
Y BREAD MAKER 


‘ADE BY 


UNIVERSAT, 
Makers, 


UNIVERSAL 
Food Choppers, 
Fo uur Sizes, 
$125 to $2.25 








UNIVERSAL 
| Coffee Perc eee, 
£2.75 to 50 


KITCHEN 
CIENCY 


CO) TEST 


. ril 
ne 14% 


j 
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to attract attention to their store and 

increase the sale of Universal Bread 
Makers, Food Choppers and Percol&tors 
without expense to them. 


A UNIQUE selling plan for retail dealers 


Prizes will be furnished each dealer to offer his 
customers for the best loaf of bread, the best origi- 
nal recipe making use of a Food Chopper and the 
best reason for using a Coffee Percolator. 


Advertising in leading national magazines will 
call attention to this effective campaign to reduce 
the present high cost of living. 


If you have not taken on this proposition 


ASK YOUR JOBRER 


or write to 


Landers. Frary 


& Clavel Clark 


BRITAIN , CONN. 
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™1847 ROGERS BROS. S| 





| Dil Moetie lbecrtnectialacinaniaden 














The HERALDIC Pattern 


HE hand-hammered 

effect, decorative crest 

and gray finish make the 
Heraldic a distinctive design. 
It can be matched in hollow _ | 
ware, permitting your custom- 
ers to obtain a complete silver 
service. | 
The Heraldic Pattern is being 
advertised in all leading publi- | 
cations. | 
Like all 1847 ROGERS | 
BROS. patterns, the Heraldic | 
is backed by an unqualified 
guarantee made possible by 
the test of 70 years actual 
service. 
WRITE FOR CIRCULAR 1293-V DESCRIBING 
OUR ADVERTISING AND SALES HELPS 
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INTERNATIONAL SILVER CO. 


Successor to Meriden Britannia Co. 


MERIDEN, CONN. 


New York San Francisco Chicago Hamilton, Canada 
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“We want your O. K. on our 
= brakes before we go” 


Educating Motorists to ask dealers’ 
advice on brake lining 


We aim to increase your brake lining busi- Proving Thermoid Brake 


ness by educating car-owners to say this every 
Py av + y ~ °4 7 . . 

time they leave a garage. W € are showing Lining’s Quality 

them why -they should reline their brakes with 

efficient brake lining if there is any “slip” 

r “grab.” We are proving the quality of Thermoid 

3rake Lining by listing in our advertisements 

We are teaching them to insist on 100% several of the leading car and axle makers who 

efficient brakes. In our advertisements now 

running in the Saturday Evening Post, Collier's 

Weekly, Literary Digest, Christian Herald. 

Country Gentleman, Life, and motor publica- 


use Thermoid Brake Lining. Motorists are 
sure to specify the brake lining that experts 
specify. Many motorists are going to come to 
you and specify Thermoid. Be ready for the 


tions, with over 4,000,000 circulation—we are demand , 

teaching motorists to be sure of their brake 

lining and to specify Thermoid Brake Lining We will send you free illustrated price lists 
This means an increased demand for Ther- and a window sign that will tell your customers 
moid Brake Lining which you will feel you handle Thermoid Brake Lining. 


THERMOID RUBBER CO., Factory and Main Offices, TRENTON, N. J. 


Branches: New York, Chicago, San Francisco, Indianapolis, Detroit, Los Angeles, Philadelphia 
Pittsburgh, Boston, London, Berlin, Paris 


Our Guarantee—Thermoid will make good or WE WILL 


» . 
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The Genuine Walworth Stillson Wrench 


The Walworth Parmelee Wrench 
The Walco Adjustable Hex Wrench 


HAVE MADE AND ARE MAKING HISTORY 


NEW YORK BOSTON CHICAGO 


Copyright, 
Walworth Mfg. Oe. 


Greeting 


© Those customers who have given us their loyal 
support through these seventy-five years of service, 
we express our deep appreciation. To those who 
have joined the ranks from year to year and have 
stood stanchly by us, we extend our grateful thanks. 


To them all we make our pledge of continued 
effort to give fair play and sound product. We 
assure them of our sincere desire to stand for all 
that is best in industrial life. 


As an evidence of our purpose we are dedicating 
to them in this our seventy-fifth year The Wal- 
worth Craftsman. His cleanness, strength and 
earnestness embody the ideals for which we are 
striving. 


WALWORTH MFG. CO. 
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Taking or Making 
Wrench Business 


As in selling every other product there are 
two ways of selling wrenches. 


One is to hand out the wrench that a cus- 
tomer asks for, ring up the sale and wait for 
the next buyer. That's just accepting busi- 
ness. 


But the other—and more profitable way 
—is to stir up wrench business by keep- 
ing after every machinist, every millwright, 
every plumber, every steamfitter and every 
chauffeur who comes into your store to see if 
they don’t need a new wrench or a better 
wrench. It’s a matter of knowing that 
Coes wrenches are made better, are guaran- 
teed to be stronger and are a better value than 
any other wrenches. It’s a matter of explain- 
ing how few and how simple are the parts of a 
Coes and how well made each part is. 


So we ask—are you taking or making your 
wrench trade? 


10 Solid 
Whole Parts Only 


9° 
Send for Catalog 
and see the possibilities 
ll in this line—the leaders 


for three- quarters of a 


> century. 


I 
Cis.” 


Coes Wrench Company 
WORCESTER, MASS. 


J.C. McCARTY & CO., J. H. GRAHAM & CO., 
29 Murray Street, New York 113 Chambers Street, New York 
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A Very Practical Outfit 


for the car owner and garage 


Stewart Handy Worker 





It includes: 


A powerful steel-faced vise opening to 44 inches. 
A steel pipe vise up to 14-inch pipe. 
A good sturdy anvil. 
A cutting hardie. 
A corundum grinding wheel. 
A twospeed drill press. 
Weighs, boxed, 90 pounds. List, $12.50. 
A good seller with a substantial profit to you on every 


sale. From your jobber or direct. Liberal supply of 
show cards with your shipment. 


CHICAGO FLEXIBLE SHAFT CoO. 
606 N. La Salle St. - - - CHICAGO 


NEW YORK BRANCH: 16 and 18 Reade Street 
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He Wants to be 
SURE 
So He Uses a 
Brown & Sharpe Tool 


a A =«- MME ero 
SINAN 


If you want to be sure that your trade in machinists’ 
tools is being built on the strong foundation of quality, 
service and satisfaction— 


Sell Brown & Sharpe Tools 


The trade of the machinists in your vicinity is worth 
fostering. They're good prospects for your other lines 
of merchandise as well. They command good wages, 
live well, buy well. The best of them can be reached 
through Brown & Sharpe Tools. 


Brown & Sharpe Mfg. Co. 
PROVIDENCE, R. I, U.S. A. 


A stock of our tools is carried at our Chicago Office and Store, 626-630 Washington Blvd., Chicago, Ill. 


GULP UUM 


—_— 
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er vation 
MEMBER OF 


QUALITY 


S to be found in its highest 
degree in NICHOLSON 
FILES. This is a fact that is well 
known and fully appreciated by 
most file users. 


It is our reputation for Quality 
that has secured for us the busi- 
ness of many of the largest users 
of files throughout the world. 


Order your files by name and 
specify NICHOLSON FILES if. 
you wish the best that money can 
buy. 


A copy of our catalog and booklet 
“File Filosophy”’ will interest you. 


NICHOLSON FILE CO. 


PROVIDENCE, R. 1, U.S. A. 
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q 2% Greaies Tel Catalog 


1s out this week 


Goodell Pratt Company 


Greenfield, Mass. 








10 HARDWARE AGE March 8, 1917 





WHEN ORDERING 


STILLSON WRENCHES 


Demand TRIMO With the 


Steel Frames and Nut Guards 


Of all Stillson Wrenches 
TRIMO is 
the Best 





Send for Catalog No. 133 


MADE BY 


TRIMONT MFG. CO. 


55-71 Amory Street Roxbury (Boston), Mass. 
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Keep Your Eye on 
This Trade Mark 


You know what the famous old 
marks—'‘Little Giant,’ “Lightning,” 
“Green River’ and “Smart’’ mean to 


users of screw cutting tools. 

The GTD mark means all of this 
and more—it means that the organi- 
zation back of these trade names 
(Wells Brothers Company, Wiley & 
Russell Mfg. Co. and A. J: Smart 
Mfg. Co.), now work as one unit to 

perpetuate and if possible 

to improve the high stand- 
ard of quality of their 
taps, dies, screw plates, 
reamers, gages and 
threading machines. 


A 
Daring 
Publicity 
Program 


Not only are we using increased adver- 
tising space in the important trade pub- 
lications, but we are making a big, broad, 
general appeal in several national publi- 
cations, such as 

Saturday Evening Post 
Popular Mechanics 
Scientific American 
Literary Digest 


What This Means to the Dealer 


This means a tremendous publicity for 
our GTD trademark and a prestige for 
our tools that must result in increased 
sales over the hardware counter. 


Watch for the page advertise- 
ment in Saturday Evening 


Post March 3. 


We still have a few copies of a pamphlet 
issued to our salesmen and representatives 


REG. U. S. PAT. OFF. 


announcing our advertising and selling 
plans. They are not secret. If you would 
like a copy, say “Send me GTD Plans.” 





No. 37 Catalog shows the complete G. T. D. line of Taps, Dies, Screw Plates, 
Reamers, Gauges, and Threading Machines. Send for your copy—now. 


Greenfield VapsrDieGorporation "se 
Chicago, 

13 So. Clinton St. 

Gages Taps Dies a 


Canadian Factory, 


Wells Brothers Co., 


Greenfield,Massachusetts USA. “ems. 
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Drrrwiial 
MElT26 BLACK 


Wickwire Cortland 
Brothers New York 


Inc. 


There's more than one reason for the popularity and selling strength of Wickwire product, but 
all of them can be traced back to the idea of giving the best value and highest quality possible. 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
etc. In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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XCELSIOR Poultry and Rabbit Fence will 


effectively confine your pets and domestic 


ene 
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and our patent lock which holds every intersection 
absolutely slip-proof. 





animals and protect them from human or animal 
trespassers. 


This fence is made of hard drawn ssteel wires 
which give it strength and rigidity. The meshes are 
graduated from one and one-quarter inches apart 
at the bottom to four inches apart at the top, and the 
vertical wires, which are one continuous piece 
from top to bottom, are spaced four inches apart, 


The detail below shows the method of construction 


The wires in this fence are thoroughly galvanized 
by the hot process to insure the best finish and 
great durability. 


Build up your trade by selling your customers the 
fence which will give them satisfactory service. 
Furnished in heights of 3, 4, 5, and 6 feet, and rolls 
of 10 rods each. The light weight pattern is made 
of No. 19 wire, and the heavy weight of No. 17 wire. 


If your jobber cannot supply you, write us direct. 
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WRIGHT WIRE COMPANY 
WORCESTER, MASS. 

BRANCHES AT BOSTON, NEW YORK, PHILADELPHIA, CHICAGO, SAN FRANCISCO 
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GRASS HOOK 
ASSORTMENT 


HAVE A LOOK Lawn King - - 


AT A HOOK Little Giant - - - 
: : Little Giant (Adjustable) 
TO CLIP YOUR LAWN Komet (Adjustable) - 


SLICK AS A BOOK Junior - - - - - 


LAWN KING—Razor Steel Hollow Ground, Full 
Mirror Polish, Grass Hook DeLuxe. 


H. S. Earle’s LITTLE GIANT—The 
original Ogee Shank Grass Hook. 


H. S. Earle’s LITTLE 
GIANT ADJUSTABLE 
—Made by request. 


KOMET— 
Cuts the 
grass as 
easily 
as the 
Comet 
cuts the 


Quick Clerk 
Grass Hook 


ASSORTMENT 


JUNIO R—A ¥ ‘omposed of: 


. 1 Quick Clerk Ad Card 19” x 9" 

Humdinger ; 2 Lawn King Grass Hooks. 

3 Little Giant Regular Grass Hooks. 
f of the 3 Little Giant Adjustable Grass Hooks. 
money 2 KOMET Adjustable Grass Hooks 

me 2 Junior Grass Hooks. 
Making it possible for a retail dealer to have a 
complete line without an overstock. 


Scythes, Grass’ Hooks, Corn Hooks, Corn 
Knives, Hay Knives, Bread Knives, etc: 


NORTH WAYNE TOOL COMPANY 


Hallowell, Maine 
Sales Office: 1409 Ford Building DETROIT, MICH. 
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Better Barn Building Urged— 
Hardware Dealers to Benefit 


Farmers and dairymen are coming to see - 
that a wisely planned, well equipped barn The 
pays bigger dividends than the cheap hit-or- 
miss shed of yesterday. Contractors and ney 
builders realize the importance of modern PIT 1 SBURGH 
equipment if the barn is to be a success. 


The leading farm and building papers, : , 
through their columns, are urging better Prolley Hanger 


barn building. and Track 


As a result of the better barn building 
movement the hardware dealer is going to 
find it much easier to sell good barn equip- 
ment. Better barns demand better hard- 
ware—better door hangers. Not necessarty 
more expensive hangers, but more efficient 
hangers—hangers that can be depended 
upon to stay up when put up and to operate 
easily in all kinds of weather. 


The PITTSBURGH Trolley No. 50 is that 
hanger. In its construction every possible con- 
tingency is anticipated. Lateral and vertical ad- 
justments overcome the warping of doors and 
the settling of the building—hinged construction 
prevents doors being torn down when struck a 
severe blow—covered trolley track keeps out 
snow, rain, ice and birds’ nests, in addition to 
which protection the wheels and carriages are 
galvanized. The double drop straps are heavily 
enameled. These and other features are explained 
fully in illustrated circular H1, a copy of which 
will be sent upon request. 


If you are not already selling PITTSBURGH 
trolley hangers and adh, write now for particu- 
lars relative to circulars with your imprint, litho- 
graphed display cards, and other selling helps. 


McKinney Manufacturing Co. 


Pittsburgh, Penna. 
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To the ’ 
ONEIDA COMMUNITY, Lin). 


Please send me 


| price lists. 





NEW CONSUMERS PRICES 


EFFECTIVE MARCH IST., 1917 


ONEDANY >» 


vest pocket, Community 


TT 








(OFFICIAL PRICES 
COMMUNITY PLATE 


IN EFFecT MARCH IsT, 1917 





SPOONS 
pee pre 6 in plain boz.... $2.75 set 
CE oc ccna rntedos icveen 6 in lined box... yO jo Boag 
5 O'Clock Teas......... 6 in plain box... +h. Se & 
oe Pre eae Oe er ie 5.00 * 
WEE conoduhcesesssonal dita 5.50 °° 
| naga Boi ceased eae | ade pen rt oe 
Roeocccccncercecees Ls] 2 ° 
SE ccssosseuesbas gaan 3.75 
SE Res: 6 in lined box » Nie 
ee ' eoka! 3-39 cag 
BOE: hic eecis: ose ‘65 ** 
SE peat. cnacas okekts eae ee 1.00 
FORKS—FLAT HANDLE 
SS ee Gin plainbox.... 5.50 set 
Ba tacadhsebacn 9a 5.00 ** 
Ree | in lined box.... 1.50 each 
Pie, Individual........... 6 in plainbox.... 5.00 set 
Pubdeytesecesextaa 6 in lined box... 3.50 “ 
neiggh Po vs QQ each 
SE etsviceiae on ance 
Ce Uses saeanheudud oc -85 each 
KNIVES—FLAT HANDLE 
ey ear 1 in lined box. 1.00 each 
Butter Spreaders ......... ee ee td 4.00 set 
er ree 7.00 set 
yeccenate 6.90 “* 
Giewten. . “wdbeaeee 6.75 “ 
ideuasbesd sd bosensea 6.50 “* 
nah ne bveveunaees ts 6.50 “* 
6.75 “* 
Lesabdemaseocs 2.75 each 
6.50 set 














pbiaied ae 4.25 set 
or Dessert...... 4.15 ** 
shabadusvabereosed 3.50 “* 
CARVERS 
Lares ee In lined box 10,00 set 
EEE bepusatesecs ae ings 4.50 * 
eythane tno) 








d for these 


VEST POCKET, CELLULOID 


COMMUNITY 
PRICE LISTS 


They tell you and your clerks how 
much to charge for each community 
‘item. Let us Know how many ofthese 
\. handy cards you want. 


Shey are zee 


‘ 
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Our advertising is appearing regularly in this 
list of magazines, reaching a combined circula- 
tion of 4,000,000 readers. 








This cut-out, 181% in. x 
25% in., illustrated in 
full colors, can be used 
for either windowshow 


or wall hanger. 





Colored window cards, 21% in. x 11 in., can 
also be supplied in quantities for street car 
signs, bearing your name and address. 


Counter Slips of each ‘‘Pennsylvania” Quality 
Brand, in full colors, will be supplied. 


= 


This 16-page practical 
booklet will be useful for 
giving out to customers 
interested in lawn cul- 
ture. We will supply 
them without charge. 


We have prepared a 
series of good news- 
paper advertisements, 
and will be glad to fur- 
nish free electrotypes. 


OUcansell 

more higii- 
grade Lawn 
Mowers if you 
feature 


Lawn Mowers 


Weshould | @sa@ 
be glad to |r raicgun, za,» 
forward a 
booklet 
civing the 
complete 
details of 
the adver- 
tising helps we are 
ready and anxious to 
furnish to every dealer 
who has stocked any 
of our brands. 


- 
a +. 





“Pennsylvania” 

“Great American” 

“Continental” 

“Pennsylvania, Jr.” 

“Keystone” 

“Shock Absorber” 

“Braun Grass Catcher” 

“Lawn Cleaner” 

“Golf” 

“Putting Greens” 

“Horse” 

“Pony” 

“Undercut Trimmer” 
and others ‘ 











PENNSYLVANPSISaWN MOWER WORKS 


JOHN BRAUN & SONS 


FOUNOEO 1677 PHILADELPHIA 
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The Cost of F ailure 


Littl iit 


In stores like these, in this country alone, the cost of failure—bankruptcy and 
receivership—was $150,333,647 in 1915. The average loss was $9,372. 


1916 figures are not yet ready, but the loss will ran high. And think what it 
would be if the losses in stores that managed to avoid disaster by a hair were 
added! For many a merchant lost money and still kept out of the courts. 


The causes of failure 


@ The merchant fails to get a proper @ He fails to keep close track of 
record of the cash taken in. _ his C.O. D. sales until he gets 


@) He fails to get a proper record of his money. 
his credit sales. 


@® He fails to record money received © He overbuys, undersells—is a poor 
on account. manager, etc. 


The remedy for 50 per cent of them 


The first four of these troubles are responsible for 50 per cent of the causes of all 
this regrettable loss. And our complete National Cash Register stops them. 


The fifth cause is usually due to overwork and too close attention to detail. The 
modern register helps here too. For the more detail it takes off the merchant’s 
shoulders the more time he has to plan. 


We shall be glad to discuss this subject more fully. Write 


The National Cash Register Company Dayton, Ohio 
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“OULDS SPRAYER 


HAND AND POWER 


—are real trade-builders, since they more than satisfy, every time. Henry Marquand 
of Mount Kisco, N. Y., an enthusiastic user of one of our power sprayers, says: 
“We use two lines of hose with four nozzles each and empty a 200 gallon tank 
in about half an hour. Its work is very satisfactory.” That speaks well for the 
real efficiency of Goulds Sprayers. 


Again, Mr. J. A. Bingaman, of Pillow, Pa., who uses one of our Pomona Barrel Sprayers, 
says “Sprayed 16,000 trecs—no repairs.” That demonstrates the rugged durability that’s 
always present with Goulds Sprayers. 


Goulds Pumps are every bit as durable and efficient as the Sprayers. All kinds of ote 
combinations—that will meet every individual requirement. We are willing to S ore” 
advise your customers regarding the right pumps for any particular purpose, yd 
on receipt of an outline of the conditions that have to be met. There should J bt oi, 
be a big market for Goulds Pumps among your customers. 


Don’t neglect this opportunity to tie up with a line of such known 
reliability. Remember you take no chances in handling a line that 
is backed by 69 years of satisfaction-giving reputation. Write today 


for catalogs and attractive dealer offer. 
Write today 


for this book We'l send 


The Goulds Mig. Co. this one, too 


Main Office and Works: 
Seneca Falls, N. Y. 


Branch Houses: 
Chicago New York Philadelphia 
District Offices: 
Pittsburg Atlanta 
Houston 





























Fig. 1100 “Pomona” Fig. 1467 “Bordeaux” ‘ig. 1558 “Handy” Fig. 1508 “Admiral” 
Barrel Sprayer Sprayer Knapsack Sprayer Double Acting Hand 
Sprayer 


This outfit consists The spray pump 
of our “ Sturdy” is fitted with our 


Power Sprayer and special flexible coupling 
150-gallon tank of so that it can be direct- 
1% clear cypress, =< . connected with any 
mounted on 4 inch of the small farm 
steel channels. ae iS: . engines. 


GOULDS COMPLETE SPRAYING OUTFITS 
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PLAIN FACTS— 
for Men Who Want to Succeed 


Someone is manager of every big business in America. In every store, 
every wholesale house, every manufacturing establishment, there is a 
man at the head of the organization. 


A few years ago these men were not managers, presidents or directors. 
They were men in the ranks—clerks, salesmen, workmen. And they all 
rose by the same method—they prepared themselves for bigger positions 
and were ready when opportunities came. 

Ten—twenty—thirty years from now, other men will be at the head of 
these big firms. The leaders then will be the men who are filling minor 
positions today but are preparing for something better. 

In each generation a few men prepare, while many thousands are con- 
tent to drift along in the same positions year after year until Old Age 
overtakes them—no nearer success than when they started. 

Preparation for success means study, hard work, self denial, persistence, 
patience. That is why so few men prepare. How about yourself? 
Have you got the ambition, the nerve, the will to succeed? 

Are you going to be ready when your opportunity comes? 

The following books and cards were especially prepared for the Hard- 
ware Trade by men who have made successful merchandising their life 
work. 





Hardware Age Book Dept. Hardware Store ee: ong Cg a0 Chet 
pp. a= ns. oth, $1.00 
OD W. SOeh Shovet Hardware Merchants’ Card Index Record 


New York Complete in Mahogany or Oak Box, $6.00 
Show Card Writing 

197 pp. 7 x 10 Ins. 121 Figs. Cloth, $2.00 
Enclosed find $ One Hundred Hardware Windows 
208 pp. 6x9 Ins. 100 Plates. Cloth, $1.50 


Send the b d The Knight of the Grip 
end the books checked to 179 pe, 514 x 7% Ine. Cloth, $0.60 


American Hardware Store 


8 pp. 300 Figs. Cloth, $3.00 
Manson’s Delivery Record 
0 pp. 7 x 12 Ins. Canvas, $1.00 
Paris’ Hardware Advertising for the Retailer 
256 pp. 7x 10 Ins. 300 Figs. Cloth, $2.50 


Soule’s Hardware Window Advertising 
2 pp. 7x 10Ins. 273 Figs. Cloth, $2.50 


Hardware Price Books, Permanent and Loose 
Leaf Editions. 
Vest Pocket to Office Size. $1.25 to $15.00 


Please write or print plainly. Brass Bound Price Card. Each, $0.15 to $0.35 
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At this end of the shell 
is the name of the 
powder. Ask for and 
look for 


INFALLIBLE 
“a. t.” 


HARDWARE AGE 


A Story of 


Importance to You 


OU can’t know too much about 

the shells you carry in stock. The 

information you should have is 
easy to obtain for it is told on the shell 
itself. ‘The two ends give the story— 
a story that is important to you because 
it 1s important to your customers. 

On the base you will of course find 
the name of the maker and loader from 
whom you order the shell. At the other 
end, on the top wad, are printed the 
size and quantity of shot, the quantity 
of powder and, last but not least—she 
name of the powder. 

Hercules Smokeless Shotgun Powders, Infal- 
lible and “‘E.C.’’, may be obtained in any stand- 
ard make of shell. Undoubtedly the names of 
the shells you carry in stock are given in the 
column to the right. 

The next time you order shotgun shells it will 
pay you to specify that they be loaded with In- 
fallible or ““E.C.’’ Powder. The cost of the 
shells will be the same and you will make sure 
that you are selling your customers as good powders 
as can be made, in their favorite brand of shells. 

It you are not familiar with the advertising serv- 
ice which we give to retail hardware and sport- 
ing. goods houses it will pay you to drop us a 
postal asking about it. 


HERCULES POWDER co. 
3 West 10th Street 


Wilmington Delaware 


On this end is the name 
of the maker. Hercules 
Smokeless Shotgun 
Powders may be ob- 
tained in shells made 
by the following: 


PETERS 
,REMINGTON 
SELBY 
U. S. 
WESTERN 
WINCHESTER 
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Figure Skates 


Scandinavian and Continental 
Popular Models for 1917-1918 


or 


No. 92—Scandinavian Pattern; saw- 
tooth toe. Runners made of Chrome Nickel 
Steel, tempered. Foot plates Swedoh Steel, 
drop forged. Toe plates detached from 
front of runner. Special welded construc- 
tion. All parts full polished and nickel 
plated. 


No. 94—Continental Pattern; saw-tooth 

toe. Runners made of Union Steel, tem- 

AS pered. Toe plates of Swedoh Steel; fas- 
= tened to front and post of runner with cor- 


Model of Nos. 94 wer 95 rugated braces. Nickel plated. 
No. 95—Continental Pattern; same as No. 


94 except runners made of Chrome Nickel 
Steel, tempered. All parts polished and 


nickel plated. Highest quality. 
C= ___E. No. 96—Continental Pattern; same as No. 
95 except toe plate detached from front of 


. 96 runner. 


The Union Hardware Co. will manufacture large quantities of 
the above line of Ice Skates to satisfy a heavy demand for skates 
of these patterns due to a country-wide interest in fancy skating. 


= 
= 
= 
- 
= 
Z 
e 


Late delivery of special steel for the manufacture of this line 
prevented our furnishing them to the trade for the season of 
1916-1917. We are prepared for a big 1917-1918 business. 


Place your order now. 


WA 


UMALVNIH 


Manufactured by 


UNION HARDWARE CO. 


Torrington Conn. 
New York: 99 Chambers Street 
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The Hardwaremans Library 


10% DISCOUNT ON ALL CASH ORDERS RECEIVED THIS MONTH 


The books described have been prepared by experts 

on merchandizing. Any merchant who does not be- 

lieve they will help him make or save money may 

return them within one (1) week and his remittance 
will be returned 


Soule’s 
Hardware Window Advertising 


N entirely new work, in 

which this vitally impor- 
tant subject is treated in a thor- 
ouglily scientific and analytical 
manner. 

It is to the average merchant 
what the text book is to the 
student, and gives in a clear 
and logical manner the funda- 
mental rules underlying the art 
and then thoroughly illustrates 
and analyzes them. In other 
words, it is a complete course on the subject of 
Window Dressing. 

The subject is so simply presented that a novice 
can grasp the thought and originate new and busi- 
ness getting window displays. 

Plans and Specifications are given for the con- 
struction of a window front which will reduce by 
half the time and labor necessary to make attract- 
ive displays. This window has been planned by 
an expert in both window displays and store fix- 
tures and will be of the greatest value to all 
classes of stores. 

One entire chapter is devoted to illustrating and 
describing the new and valuable devices, designed 
by practical hardware merchants, for the handling 
and display of different kinds of merchandise. 
This chapter alone is worth many times the price 
asked for the book, 


Contents.— Introduction; The Ideal Window; 
Elements of a Successful Advertisement; Win- 
dow Display; Classifications; Automobile Acces- 
sories; Builders’ Hardware; Cutlery; Electrical 
Goods; Garden Tools and Seeds; House Furnish- 
ing Goods; Holiday and Memorial; Poultry Sup- 
plies; Paints; Refrigerators; Sporting Goods; 
Stoves; Tools; Sundry Displays; Store Fronts; 
A Model Display Window and: Setting; Handy 
Helps. 

352 Pages. 7x 10ins. 273 Figures. 
Cloth. $2.50 


[HARDWARE | 
WINDOW | 
[ADVERTISING | 


Standard Lists and Directory 
of Manufacturers 


. T is believed that every list 

STANDARD LISt which has been adopted as 

wee DIRECTORY oF ° . 

MANUFACTURERS standard and is now in use, has 
been included in this new edi- 
tion. These are given in the 
most compact form, so that 
they may be cut out and pasted 
in price books or catalogs if the 
user so desires. 

One of the special features 
of this 24th Edition is the change from _per- 
manent leaf to removable leaf form, and the 
inauguration of a subscription service to keep the 
book up to date. This service will be monthly and 
will insure the mailing of all new lists within a 


very short time after their adoption by the Manu- 
facturers’ Associations. This will give the users 
of the book and service an accurate check on the 
prevailing prices. Everyone knows how easy it is 
to let a bill go through for payment at the old list 
less regular discount if the checker does not know 
a new list is in force. If the new list is higher, of 
soueee that would be all right for the purchaser 
but how about che loss when the new list is lower? 
If the manufacturer’s or jobbers’ clerks bill at the 
old list prices in error you are sure to catch the 
mistake if you use the Standard Lists. A heavy 
leather tabbed index enables the busy purchasing 
agent or buyer to turn to any list in a jiffy. 

Another feature of this new edition which de- 
serves special attention is the addition of a di- 
rectory of the manufacturers who sell at the 
standard list prices. This information will be of 
exceptional value to merchants, buyers, manufac- 
turers and purchasing agents, for it will save them 
considerable time in looking up the producers of 
certain articles, as well as furnishing a list against 
which they may enter the discounts quoted at 
various times. 

The binder has been specially designed to facili- 
tate the quick removal or insertion of sheets and 
opens by merely pressing the spring lever in the 
upper cover. It is closed by pressing the covers 
together. 

The price for the complete outfit and including 
the mailing of corrections for one year from the 
placing of the original order is $5.00. Subsequent 
subscriptions which include only the mailing of 
new lists will be $2.00 per year. 

469 Pages. 7x10 ins. Leather Tabbed Index. 

Heavy Canvas Loose Leaf Binder. $5.00 


Hardware Advertising 
for the Retailer 


Paris’ 


ERE, at last is a book on 
; —_ _ retail advertising written 
| eeoraen| specifically for the hardware 
Muldaweaee dealer—written from his view- 
ae point—for his individual adver- 
tising requirements—by an ad- 
vertising man thoroughly 
versed in retail hardware pub- 

licity. 

It’s a practical, working book 
from cover to cover. Theories 
have been discarded and the 

working principles of successful retail hardware 
advertising are set down clearly, plainly and 
accurately. 

The hardware dealer may refer to an exhaustive 
index and find detailed information on any retail 
advertising subject from price tabs to making 
newspaper contracts. 

The book is absolutely unique in one respect, 
inasmuch as the writer has used for the illustra- 
tions of methods the actual work of hardware 
dealers throughout this country and Canada cov- 
ering a period of over three years. Thus the book 
has a far broader ag ye and greater value 
than could possibly be the case if it represented 
but one man’s experience. 
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The Hardwareman s Library 


(Continued from preceding page) 


The advertising layouts reproduced cover prac- 
tically every article sold in the hardware store and 
the individual comments enable you to analyze 
each piece of advertising, thereby bringing to 
light in a clear logical manner, the underlying 
principles made use of in its preparation. All the 
ads shown have been reduced one-half size. 


Contents.— Preparation of Ad. Copy; Illustra- 
tions and Engravings; Syndicate Cuts; Advertis 
ing Types and Borders; Newspaper Display Prin 
ciples; Making the Layout; Proof Reading; 
Newspaper Advertising; Buying Newspaper 
Space; Newspaper Advertising Terms; Styles of 
Copy; Booklets; Mail Folders; Circulars; Pack- 
age Circulars; Mailing Lists; The Store Paper; 
The Store Catalog; Street-car Advertising; Bill 
Boards and Painted Signs; Talks to Salesmen; 
Window Displays; Stock Arrangement; Store 
Demonstrations; Show Cards; Personal Calls; 
Store Openings; Group Advertising; Holiday 
Advertising; Mail-order Principles and Methods; 
How to Meet Mail-order Competition; Special 
Sales and Cut Prices; Price Quotation; Furniture 
and Stove Advertising; Hardware Specialty Ad- 
vertising; Summer Goods Advertising; Builders’ 
Hardware Advertising; Sporting Goods Advertis- 
ing: Tool, Cutlery, and Agricultural Implement 
Advertising; Paint, Oil, and Varnish Advertising. 


184 Pages. 7x 10 ins. 169 Figures. 
Cloth. $2.50 


Hardware Age 
New Inventory Record 


PT?HE HARDWARE AGE 

Inventory Record has been 

prepared to meet the demand 

for a form that will make it 

easier to take inventory in a 

hardware store. It is designed 

to insure accuracy in the count 

and a true valuation of the 

stock. Plenty of space is pro- 

vided between lines and in the 

columns. This will enable the 

clerks to make all their entries 

in the quantity, number or size, article, cost, total, 

and depreciation columns without cramping their 

writing. That is a feature which will insure 

greater accuracy in checking and footing the 
sheets. 

Three columns for percent of depreciation, 
amount of loss taken and memorandum, provide 
space for recording the full value of goods of old 
pattern or damaged articles with details of the 
depreciation and explanation. An_ inventory 
record worked out on that basis recently settled a 
fire insurance claim in just 48 hours. 

The sheets are extra long (16 inches) for list- 
ing all the items and 100 sheets or 200 recording 
pages are included in each record. Any number 
of sheets may be inserted between the two covers 
of the binder and the extra sheets are sold at $2.00 
per hundred postpaid. 

The binder is of heavy green canvas selected 
for its durability. It consists of two covers which 
fit top and bottom of the inventory sheets and the 
entire record is simply laced together as shown 
above. The price of the complete record is $2.50 
postpaid. 

200 Pages. 


16 x 1044 ins. Canvas, $2.50 


Hurst and Nowak’s 
Hardware Show Card Writing 


E Benen ability to make show 

cards is nota gift. Neither 
can it be acquired without care- 
ful study and persistent prac- 
tice, but the proprietor, or clerk 
or window dresser who wants 
to give himself or his store an 
individuality and who will ap- 
ply himself conscientiously to 
the study of the lessons given 
in this book will have made a 
most excellent investment and 
one that will pay him big divi- 
dends. “Hardware Show Card Writing” was 
written by experts. It is not a treatise on the 
origin and history of letters. It is a fund of 
practical information that will enable the be- 
ginner to make the most rapid progress, and is 
written in clear, understandable English and illus- 
trated by examples of hardware show cards that 
can be put to actual use as the work progresses. 
There is not an unnecessary word in it. 

The first lesson is devoted to the buying of the 
outfit and to the instructions that will give the 
student the proper start. The second lesson takes 
up a simple alphabet and a few plain cards that 
can be made when that lesson has been mastered. 
Each succeeding lesson builds on the one before 
it in such a progressive way that it leads the stu- 
dent safely and carefully from the simpler forms 
to work as elaborate as any hardware show card 
writer may need. 

Thirty-one different styles of lettering are fully 
explained and special full-page plates showing the 
strokes for each letter of each alphabet are given 
at the end of the book. Special attention is given 
to air brush work and the operation and care of 
the apparatus. 


Contents.—Outfit and Materials; Single Stroke 
Gothic; Slanting Gothic Letters; Spurred Egyp- 
tian Alphabet; Double Stroke Egyptian; Single 
Stroke Roman; Single Stroke Script; Outline 
Roman; Air Brush Work; Soennecken Pen 
Work; Artists’ Single Stroke; Payzant Pen 
Alphabets; More about the Air Brush; Modern- 
ized Dutch Alphabets; Thick and Thin Outline 
Alphabets; Spur and Combination Alphabets; 
Condensed Air-Brush Alphabet; Modified Old 
English; Round and Semi-Round Writing Alpha- 
bets; Vertical Single Stroke Alphabet; Block 
Letter; Skeleton Alphabet; Modified Old Enelish 
Single Stroke; Single Stroke Block Letter; Brush 
Outline Script. 


179 Pages. 7 x 10 ins. 
32 Full Page Plates. 


WRITING 


121 Figs. in Text, 
Cloth. $2.00 


Hardware Merchants’ Card 
Index Record 


HIS is a complete system for keeping prices, 

noting quotations and following up things to 
be done suck as writing customers, ordering stock, 
making window displays, advertising, taking in- 
ventory, etc. It is equipped with guide cards or 
indexes so it may be used as a daily tickler. 
There are 1500 record cards 3 x 5 inches in size 
and made of good quality card stock. These are 
divided equally among the three different types of 
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The Hardwaremans Library 


(Continued from preceding page) 


card used. One for prices, the second for quota- 
tions and the third for memoranda. Five sets of 
index are used, the most valuable one being the 
patented Multiple card index of 125 sub-divisions, 
which facilitates instant reference to the price 
cards. The other four sets are: A to Z for cus- 
tomers’ names and daily, none and monthly 
guides for classifying the quotations and other 
memoranda. 

The Index Record may be obtained in a heavy 
golden oak or a birch mahogany case 14 inches 
long and 6 inches wide. The case is well made 
and highly polished. It has a strong cover and 
may be fitted with hinges and a lock if desired. 
1500 Cards. 3x 5 ins. 5 Sets Index. Oak or 

Mahogany Case. $6.00 


Hardware Store Business 
Methods 


HIS is one of the most 
valuable collections of 
practical helps for the hard- 
ware merchant, the buyer and 
the clerks that has ever been 
compiled. It gives actual ex- 
periences from retail stores in 
all sections of the country and 
tells how the writers have 
handled _ their ig arse to 
build a profitable business. 
The ideas and methods pre- 
sented in this book have aided the practical, think- 
ing hardware men who originated them—and they 
have been of material service to others who were 
alert and progressive enough to appreciate their 
value. 

Special attention is given to charge and cash 
systems, sales sheets, cost records, etc., and these 
forms are all clearly reproduced with the data 
filled in. Then there are chapters on markin~ 
goods, training the selling force, taking care of 
stock, buying stock, figuring profits, etc. Every- 
one who sells hardware should read the 51 rules 
and the comments on salesmanship given in the 
first chapter. 

The chapters on cost marks contain many valu- 
able suggestions on indicating cost and selling 
prices on goods in cipher and with letters. Four 
cipher and two letter systems are carefully ex- 
plained. Illustrations of each complete code are 
given with examples of its use. 


Contents.—Rules and Regulations for the 
Hardware Store; The Hardware Buyer; Good 
Buying; Hints for Buyers; Securing the Correct 
Charging of Goods Sold on Credit; Conducting 
Sales to Avoid Oversights in Making Charges, 
Credits, etc.: A Broad View of Stock Taking; 
Good Methods in Stock Taking—I. How to Take 
a Quick Inventory; II. From a House in Wyom- 
ing; III. A Vermont Merchant’s Method; IV. 
From a Pennsylvania Merchant; V. An Ohio 
Metnod: VI. From a House in South Dakota; 
Suggestions in Regard to Inventory; Price Book 
and Stock Directory; Prices and Catalogs; Ar- 
rangement of Catalogs and Price Lists; The Ac- 
cumulation of Dead Stock; The Treatment of 
Clerks; Waste in the Store and How to Avoid It; 
Keeping the Stock in Shape; ¢ eta | Accounts : 
The Retail Hardware Merchant's Collections ; 
Changing a Credit into a Cash Business; Sales 
Record of Cook Stoves; The Merchant and His 


Employees; How to Keep the Store Neat and 
Clean; Cost Marks; Averaging Retail Profits; 
Changing Business Conditions and How to Meet 
Them; Starting in Business—I. Getting Located; 
Il. Buying Stock; III. Fitting Storeroom; IV. 
The Financial Department; V. First Year in Busi- 
ness; Profit Figuring System; Keeping Track of 
Shop Work 
227 Pages. 534 x 8 ins. Illustrated. 
Cloth. $1.00 


Hardware Age 
Brass Bound Price Cards 


HE Hardware Age Price Cards are the re- 

sults of a careful study of the requirements 
of the trade, and in view of their convenience, 
wide range of adaptation and their quality, they 
are widely and successfully used by those who 
employ this method of marking prices. 

These cards are made in nine styles, and are of 
various sizes, suitable for more or less extended 
lines of goods, and for hanging in different parts 
of the store. The sizes range from 3 x 7 inches 
to 10 x 12 inches, as follows, the width being first 
given: 

No. 100 x 6 Col. with Headings........Each “ = 
7 a x 16 6 Col. with Headings Each 

102 4” x 1 6 Col. with Headings........Each 

103 3” x 6 Col. with Headings........Each 

104 - 4 6 Col. with Headings Each 

105 x 24 Col. without Any Printing..Ea. 

106 x 12 12 Col. with Headings Each 

107 5” x 6 Col. with Headings Each 

108 - 22 Col. without Any Printing..Ea. 
The RP ln ym Price Card Pasters ; 

They are designed to resist long and hard usage 
and are constructed of stiff card-board covered on 
both sides with heavy ledger paper, printed and 
ruled for recording prices, and neatly bound on 
the edges with brass to hold them in shape and 
keep the sheets from peeling off. The cards are 
ruled and printed on both sides so there is no 
waste space and the paper will stand any number 
of erasures. Flat brass eyelets have been put 
through the cards near the top so they may be 
hung near the goods, or run on a wire for quick 
reference. 

Methods of Use— The printed headings at the 
top of the Cards permit putting necessary de- 
scriptive matter underneath the word “Article.’ 
This is to be followed by the number or size, re- 
tail price, special or quantity price, cost, and list 
price of the goods. It will be noticed that the 
retail price comes directly after the number or 
size, and that the cost and list prices, being the 
least important information when retailing goods, 
are placed fast. 


Manson’s Delivery Record 


REVENTS goods going from your store with- 

out iiaiee properly booked. It proves that all 
delivery transactions appear in your Charges and 
Cash Sales. 

The book is ruled to record 3200 deliveries and 
columns are provided for entering inform: ition re 
garding date of order, the customer’s name, the 
kind of goods ordered, the point of delivery, the 
time goods are wanted, how and when delivery 
was made and initials or name of clerk who 
checked the order. 


200 Pages. 7 x 12 ins. Canvas, $1.00 
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The Hardwaremanss Library 


(Continued from preceding page) 


One Hundred New Hardware 
Windows 


N preparing this new book 

the areag had three ideas 

in mind, , First, to select one 

hundred of ‘the most attractive 

of the sales-producing windows 

used by enterprising merchants 

in various sections of the coun- 

try. Secondly, to so arrange 

these displays that the book 

will serve as a guide to the 

window trimmer in advertising 

seasonable goods. This is ac- 

complished by classifying the 100 windows shown 

according to the months in which they should be 

used. Thirdly, to publish this up-to-the-minute 

collection of ideas at a popular price. For that 

reason it is offered at $1.50 postpaid, or one cent 
and a half per window. 

The displays have been carefully chosen so as 
to cover a wide range of goods and all are cross- 
indexed to show the articles used in the trim. The 
layouts illustrated may be used in either large or 
small windows and wherever it seemed necessary 
detailed descriptions of the mechanical operation 
and construction are given. 


Contents.— Among the 100 Photographs are 
Included Displays of Auto Accessories, Mechanics’ 
Tools, Carpenters’ Tools, Builders’ Hardware, 
Padlocks, Mill Supplies, Stoves, China Ware, 
Horse Shoes, Pocket Cutlery, Motor Oils, Sharp- 
ening Stones, Oil Stoves, Baseball Supplies, Horse 
Clippers, Garden and Lawn Supplies, Aluminum 
Ware, Housewares, Paints, Auto Lunch Kits, 
Lawn Mowers and Hose, Memorial Day Displays, 
Refrigerators, Bov Scout Axes, House Furnish- 
ings, Varnishes and Enamels, Ice Cream Freezers, 
Fishing Supplies, Summer Goods, Silverware, 
Rope, Wire Goods, Fourth of July Tool Display, 
Locomotive Built of Hardware, Enamel Ware, a 
Hardware Battleship, Football and Hunting Sup- 
plies, Scales, Game Traps, Saws, Thanksgiving 
Cutlery, Safety Razors, A Window Display Guess- 
ing Contest on Tools, Christmas Novelties, Tire 
Chains, etc., etc 


208 Pages. 6x 9 ins. 100 Full Page Plates. 


Cloth. $1.50 


Ladd’s Discount Book No. 3 


S a new and enlarged edition of this standard 

work, comprising the most comprehensive col- 
lection of discounts ever printed, as well as many 
other valuable computations for commercial pur- 
poses. 

300k No. 3 contains more than 300,000 compu- 
tations which were proved by Mr. Ladd and guar- 
anteed by him to be absolutely correct; it, there- 
fore, relieves the user of much labor, as the work 
is all done with results that can be depended on 
without proving. There are nearly six hundred 
pages filled with tables of calculations that are 
useful to manufacturers, jobbers and retailers 
with lucid explanations of their use, and a few 
days’ use by anyone who has to figure percentages 
etc., will verify the claim that the book is accuri ite, 
rapid, convenient and practical 


It covers a wide range of commercial discounts, 
both simple and complex, many of which were not 
in the previous editions, and in addition contains 

valuable calculating information which is useful 
in buying and selling by discount, pricing’ and 
checking invoices, figuring inventory, making sell- 
ing prices, splitting r up discounts, finding discounts 
when both list price and the net are known, figur- 
ing salesmen’s costs, estimating profit on the sell- 
ing price, adding per cent profit, reckoning time, 
computing interest, obtaining multipliers for cal- 
culating machines, figuring foreign exchange, 
making domestic prices upon imported goods and 
for other purposes. 

Book No. 3 is printed on bond paper and, for 
ready reference, is double indexed all through, so 
that one can turn to any discount in an instant. 
The index is printed in red on fine quality vellum 
paper and the main discounts are printed on heavy 
linen tabs. The book is substantially bound in two 
styles: in library buckram and in flexible leather. 


600 Pages. 8 x 11 ins. Double Indexed. 
Cloth. $5.00. Flexible Leather, $6.00 


Baillet’s Overhead Expense 
and Percentage Methods 


HE information on the cost 

of doing business given in 
this pocket manual is worth a 
fortune to the man who is run- 
ning his business without an 
accurate cost system. Many 
men who think they are making 
10 to 25 per cent. on every job 
find they have lost money at 
the end of the year because 
they failed to figure the proper 
overhead expense and includé 
it as a part of the cost of every 
job. 

This book is the result of many years’ study of 
the conditions which affect the profits of any busi- 
ness. It is based on data taken from the actual 
experiences of many different tradesmen. Mr. 
Baillet has delivered lectures before fifty boards 
of trade and conventions of business men, and at 
each has invited discussion. This exchange of 
experience has enabled him to cover practically 
every point that might result in loss through 
faulty methods in figuring the cost of doing busi- 
ness and the correct percentage of profit on any 
job. The principles are so clearly explained, by 
using actual examples from different shops, that 
any Builder, Contractor, P lumber, Sheet Metal 
Worker or Merchant may use it in his business. 


Contents.—Overhead Expense; Percentage 
Methods; Ques. and Ans. on Overhead Expense 
and Related Subjects; Proportioning Overhead 
Expense: Comparative Overhead Expense State- 
ments of Ten Different Firms; Comparison of 
Overhead Expense Statements of One Firm for 
Several Years; Value of Annual Synopsis of 
Business. 


128 Pages. 41, x 7 ins. 24 Tables. 
Cloth, $1.00 
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The Alaska Freezer Co. 


Winchendon, Mass. 












The Freezer with the 
Open Spoon Dasher 

















_ Mr. Dealer: 


If not, write us today and 
we will send our forty-page 
if catalog with complete in- 
ti formation on HAND, 
he POWER and ELECTRIC 
MACHINES of the better 
grade. 











Voss Bros. 
Mfg. Co. 


Davenport, Iowa 








Is your volume of Wash- 
ing Machine sales and 
margin of profit satis- 
factory ? 
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WHO BUYS YOUR GREASE 
MUST HAVE A GUN! 


You Sell the Grease—Here Is the Gun— 
—That Will Shoot 


Profit in Your Business 





Whether you are from Missouri 
or not, we want to SHOW YOU 


Satisfaction or Your Money Back 


We will send you a sample post paid, 
at the regular dealers’ price, for your 


am personal inspection with the above 
guarantee. Write for a sample of this 

From the Barrel into the Machine WITH ONE STROKE Big Seller today! Price $2.00 each. 
J. H. HANEY & CO., Hastings, Neb. 


MANUFACTURERS 


Rose Tire Pumps—-Rose Grease Guns—Rose Fan Belts and Leather Specialties 
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“A DOLLAR WELL SPENT” 


—said a large hardware manufacturing firm in central Ohio regard- 
ing a “Help Want” advertisement they inserted a short time ago in 


THE EMPLOYMENT EXCHANGE 
of HARDWARE AGE 


Their ad called for a man of experience and 
ability. Applications were received from high 
grade men from all parts of the country most 
of whom had positions. This, mind you, from 
an initial expenditure of $1.00 the cost of the ad. 





The Employment Exchange is producing 
results like this because it receives the attention 
of thousands of wide-awake hardware merchants, manufacturers, salesmen, etc. 


who read HARDWARE AGE every week. 


If you have an opportunity to offer or a want to satisfy, make use of this depart- 
ment. Write for further information. 


HARDWARE AGE 239 West 39th Street, NEW YORK CITY 
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BUTCHER TRAYS 


Enameled in White and White 


No. 15—154g x 105% x %%” 
“ 17—17% x11%x %"” 
“ 19-19 x12%x %” 
“ 25—25% x 19% x 1%” 
“ 250—Same size as +25, with Cor- 
rugated Bottom. 
Note the new +25 and +250 sizes, which have heretofore been largely 


THE VOLLRATH CO. 


Sheboygan, Wis. 


NEW YORK CHICAGO 















THE WHITE NASHUA 


MOUNTAIN FREEZER Co. NEW HAMPSHIRE. 
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~ CHICA Rep, hs NEW YORK SAN FRANCISCO:. 
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Flexible Flyer 


“The sled that steers” 
customers to your store 


The new, different, better construction of 
the Flexible Flyer makes its choice inevitable. 
It is the national snow-mobile demanded 
everywhere every time. If you are going to 
keep pace with the demand, get your orders in 
now. It is doubly wise to order now in face 
of the continued rise in cost of materials and 
labor. Write today for prices! 





Unless it bears this trademark it is 
not a genuine Flexible Flyer 


S. L. ALLEN & CO. Box 1104A ‘Philadelphia 


Patentees and Sole Manufacturers 


If you want a good low-priced steering sled ask for prices on our Fire Fly Coasters 
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We Defy You to 
Find It! 


A better wire cloth than our 
‘“‘Perfect’’ Golden Bronze? There 


is none. 


2 

= 

= 

= 

= 

= 

=> 

= : 

= Witness the success your jobber 
, has with it. It pays him to sell 
: 

= 

= 

= 

. 

= 

: 


‘*Perfect’’ because he knows he 
sells honest quality. 


Stock it. Sell it. We stand be- 


hind you with our full guarantee. 


Ludlow-Saylor Wire Co. 


St. Louis, Mo. 
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How Can I make a 
better showing in the 
Paint Department? 


Perhaps that big question is confronting you, as it is many other 
dealers. Then why not consider a high-grade paint specialty to 
bolster up the sales and profits; to make the occasional buyers per- 
manent customers; to help turn over your stock more frequently ? 
You can do that with ; 


the highest-grade paint for decks, floors, porches, interior walls, 
etc. Hundreds of paint dealers attribute much of their success 
to U.S.N. Deck Paint—it will pay you to at least 
investigate. 


Mail Coupon for the Proposition 

The 
Billings 
Chapin Co., 
Cleveland 


Please mail full 
details of the U.S.N 
Deck Paint Dealers’ 


\ " Cleveland Proposition to 
\ ! New York os 
q wame . 
p ' Bost on Address 
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DON’T LET YOUR COMPETITOR SCOOP YOU 
on this trade winning combination. Get acquainted with the best and most 
popular of lawn tools and the pulling power of a GEM campaign. 
Order GEM RAKES and selling helps from your jobber today, or send your 
order to us direct, giving jobber’s name, and we will see that you are promptly 
supplied. 


CASEMENT HARDWARE COMPANY, 


Specialty Division 


Makers of the “Bull Dog’’ Casement Adjusters 
5 S. Clinton St., CHICAGO 


ACTIVE LEADER FOR SPRING 
=| | -WELL DISPLAYED 
IS HALF SOLD 








HESE BIG yellow dandelion 
hangers will tell the biggest 
news of the spring season to 
lawn owners in every town. 

The glad news that the GEM 
RAKE is in town to clean up the 
dandelions will give someone’s best 
customers the buying itch In a 
hurry. 

The GEM RAKE posters, too, are 
colorful and attractive. 

The whole GEM RAKE display 
ties up to the biggest topic of the 
season, and carries with it not only 
the GEM RAKE, but every other 
worth while spring line you sell 

It’s easy to put up and will catch 
the man with glasses across the 
street. 

Here's the complete list of selling 
helps for 1917 GEM RAKE dealers: 
Art display cards, in four colors 

11x21. 

Complete sets of 10” dandelion 
hangers—4 styles. 

Four-page folders for counter use 

Counter display tray for same. 

Single page leaflets for inclosing 
with mail. 

Electros for single or double col- 
umn—newspaper size. 
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Card Index Record 


A thousand live mer- 
chants throughout the 
country are saving energy, 
time and money using 
this complete system. Let 
us send you our little book- 
let telling how to use the 
Card Index Record in in- 


The Hardware Merchants’ 






_ 





creasing your profits. 


HardwareAge Book Dept. 








231-241 West 39th Street, New York City —— 


Please send information regarding the 
Card Index Record 
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In selling Sturges 
Milk Cans you have one big point 
of superiority which good dairymen do 
not overlook. Each Sturges Can is buz/? to the 
measure—made to hold just so much and no more. 
A big point for the dairyman. Saves time and work 
-forestalls disputes with city sealers — insures 
pleasing his customers more. That’s why Sturges 
Cans sell quickly—and hold the better class 
trade—and bring dctter profits to the 
dealer who sells them. Write 
for Catalog No. 18. 


: oa. ne 
Sturges & Burn Mfg. Co., Established 1865, Chicago, Il 


New York Office, 1650 Hudson Terminal Bidg., 50 Church Street 


Prompt Shipments from Jersey City Warehouse 








MYERS SPRAY PUMPS 


The past season will undoubtedly go down as one of the most successful for a 
large number of fruit growers. The yield in most sections was below normal and 
the prices were extra high for first quality sprayed fruit of every variety 

Indications are that more attention will be given to the proper cultivation of trees 
and the raising of fruit during the coming spring and summer than ever before. 
This means there will be a big demand for MYERS SPRAY PUMPS and ACCES 
ee | SORIES. The opportunity presents itself for you, Mr. Dealer, t6 increase your sales 


Somaren ma at a good profit by having the foresight to anticipate the demands and requirements of 





or re 
~5PRay PUMP your trade. A full line of Myers Spray Pumps, Nozzles, ete., on hand and ready 
when the spraying time opens up will bring you the business. 





Meet the situation to-day—You will make no mistake with Myers with forty-five 
years’ experience back of the line. Every pump and outfit is guaranteed as to service, 
practicability and durability. This is equally true whether it be a Bucket, Barrel or 
Power Pump. The growing demand from year to year is an index of Myers Popularity 
















If you are interested vou will want to know at once what Myers Spray Pumps have 
to offer. We solicit early inquiries as our Sales Proposition for immediate specifications 
is very attractive. Drop us a line to-day. You need that big Myers Spray Catalog 
SP17 in your files for reference purposes. 


F.E. MYERS & BRO. 


ASHLAND, OHIO 


ASHLAND PUMP AND 
HAY TOOL WORKS 


of Every 
Description 


HAY 
TOOLS 
DOOR 
HANGERS 
STORE LADDERS, ETC., ETC. 
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Essential for safe disposal of Rubbish 


“CORCO” RUBBISH BURNERS 


the perfection of all Rubbish Burner Construction— 


Place one Corco Rubbish Needed 
Burner out front where it can in Every 
be seen, and very quickly you Hardware 
will be making deliveries of Staak 
others like it at a good profit. 


Corco Rubbish Burners impress you at first 
glance by their stocky substantial construction. 
That means long and useful wear. Burns rubbish 
to a fine ash—has an excellent draught that con- 
Needed sumes contents from bottom to top. 
. Get in line with this good Spring 
in Every “Clean Up” specialty. Write a line 
Home today to nearest office. 


WHEELING CORRUGATING COMPANY, WireuiNe W.VA. 


BRANCH OFFICES AND STORES: 
NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 
RICHMOND 
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Have not yet been Surpassed 
in their uniformly Good (Qualities 


INLAND STEEL COMPANY 


First National Bank Bldg. Chicago. 


Works Iivdiana Harbor, Ind. & Chicago Heights, Ill. 
Branch Offices. ST.LOULS-ST.PAUL- — JKEE- DENVER DALLAS. 
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AMERICAN 
ScREW 
CompPaNy 





Largest Greatest 
Stock Assortment 
WOOD SCREWS 
MACHINE SCREWS 
TIRE BOLTS 


STOVE BOLTS 
PROVIDENCE, RHODE ISLAND 


WESTERN DEPOT: 
69 East Lake Street, Chicago, Illinois 
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= Forstner Bits are the only bits that are 


= guide them. They cut from the outer rim. 
= The entire surface is at work all the time; 
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SelThem@ A _| 
by the Set 


It isn’t hard. Every mechanic needs the 
entire set in his work, and it resolves itself 
to a question of selling him once or seven 
teen times. Bring out the value of the case, 
its use in keeping the bits in order and 
near at hand, preventing loss, etc. Try it. 
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not dependent on a center or a level to 








no jagged ends; every part of the work is 
smooth and polished. They bore their way 
through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished 
surface. 

Let us send you catalogues. Order 
through your jobber or direct. 


THE PROGRESSIVE MANUFACTURING CO. 


| TORRINGTON, CONN., U.S. A. l 


Sets of 9, 11, 17 bits are fur- 
nished In compact cases for 
the convenience of the user 


> 
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A NEW FEATURE 


TheSlip Joint Plate 


An added feature in our metal ceilings is 
shown in the accompanying illustration—the 
slip joint plate. 

Easily and quickly applied—sheets interlock 
and seams are not noticeable—no cross fur- 
ring strips required—nail holes are not ex- 
posed—more all around satisfaction for your 
customer. 








You can sell slip joint 
metal ceiling plates 
where it would be im- 


: Perspective Showing Application of possible to sell any 
: Slip Joint Panels other. 





Repressed Beads and Die Cut Nail Holes are other features of our 
metal ceilings that make them big sellers. 

You should know all about our strong talking points. You will then 
realize how easy it is to sell our metal ceilings. 

Write today for our complete metal ceiling catalog and for the 
special assistance we give you in building up a profitable metal ceil- 
ing business. 





Now is the time to go after this 
business—so write today. Slip Joint Plate Ne. 2400 





————— Milwaukee Artistic Metal Ceiling Company 


® ITEI&EK Milwaukee, Wisconsin " TTEISSKS 
Metal Shingles See Ae Remees Seip See. Metal Spanish Tile 
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: i N° 386 
Stanley Jointer Gauge for Iron Planes 


The Stanley Jointer Gauge is designed for use in connection with all sizes 
of Iron Jack or Jointer Planes. 

It is a tool that will enable the workman to plane bevels of any angle 
between 30 and 90 degrees, or to square up the edges of boards with extreme 
accuracy. 

Show this new gauge to your wood working customers. You will find 
them to be greatly interested. 


‘eee 


Manufactured by 


STANLEY Ru_Le & Levet Ca. 
New Britain, Conn. U.S.A. 
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Geo. H. Bishop & Co. 


Bishop’s “Greyhound” ! 
Lopes Easily to the Front j 


When you look over 
the different makes of 
saws in order to choose 
a winner, one brand runs i 
easily ahead of all the i 
rest— Bishop’s “Grey- 
hound.” 


= ~ 


ee Ss 


Strong, swift and easy 
cutting, the perfect steel, 
the hang and the balance 
carry it ahead of the field 
and into the stores of the 
most progressive hard- 
ware dealers 


SS 








Lawrenceburg, Ind. 


“TRADE MARE 
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Cleveland Grindstones 


ACKNOWLEDGED TO BE 
THE BEST SELLERS 


When you sell a “Cleveland Grindstone” you sell a 
stone from the only Berea Quarries. The stone does 
not glaze and will not burn and consists of a uniform ° 
grit. 


Pate tn od 


“Cleveland Grindstones”’ include a variety of models 
mounted in either hardwood or iron frames con- 
structed of the best materials and are guaranteed. 


It is a recognized fact that genuine Berea stone for 
farm and general use best meets the demand of the 
grindstone trade in every hardware store. 


There is good profit on these sales. 


We publish a catalogue. 


The Cleveland Stone Company 


Leader-News Bldg. Cleveland, Ohio 
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80% More Surface 


This more than the ordi- 
nary amount of covering will 
interest buyer who 
wants a Varnish for interior 
woodwork and furniture. 

There’s no stronger argu- 


every 


ment than—“It will save you’ 
money,” in these “high cost” 
days, especially when the 
article is a first quality prod- 
uct. 





Flat Finish 


is a specialty. Its use is increas- 
ing because dull finishes are be- 
coming more and more popular in 
the new type of home. 

A smooth 
always uniform; 80% 


velvet dullness; 
greater 
surface covering. 
The coupon below is an easy 
and convenient way to prove up 


these statements. 


Moller & Schumann Co. 


53 Years Making Hilo Varnishes, Japans, Enamels 


Brooklyn, N. Y. 


San Francisco 
Tr ttt rtrtTtTTTTIThefhirhetehetehetlehetehethettfhéetheittetfeelfettfetfeeeefe 


Moller & Schumann Co., 
Brooklyn, N. Y 


Gentlemen 
Please prove to me that Hilo Flat Finish 
will save money. 


Name..... 


Address o 
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Fine Varnish 


For fifty years we have sup- 
plied the large consuming 
trades with our fine varnishes 
—for pianos, furniture, car- 
riages, automobiles, railroads. 
The business pays—as most 
quality business does. 


And now, in the leading 
magazines and weeklies, we 
are telling the public the im- 
portant facts about good 
Household Varnishes and 
Knamel—that beautify and 
protect wood, and make it easy 
to keep clean and beautiful. 


Murphy Varnish 


“the varnish that lasts longest” 


has the most important quality that 
house varnish can have—it lasts and 
lasts and lasts. It will soon be as 
well known to the general public as 
it is to the large consumers and 
painters. 
Will you join us in this splendid 
business? 
Our principal house-finishing 
products are: 
Murphy Transparent Interior Varnish 
Vurphy Transparent Floor Varnish 
Murphy Transparent Spar Varnish 
Vurphy Nogloss Interior Varnish 
Murphy Semi-Gloss Interior Varnish 
Murphy Univarnish 
Murphy White Enamel 
Murphy Enamel Undercoating 
Full information and prices on 
request. 


Murphy Varnish Company 
Franklin Murphy, ir., President 


Newark New Jersey Chicago Illinois 
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360 
Pages 
of 
Pump 
Facts 





















“The 
Finest 
and Most 
Complete 

Pump 
Catalogue 
Ever 


Published.” 


If You Deal in Pumps 
You Need This Catalogue! 


Wouldn't you like to havea rea/ pump book— 
one which tells which pump to recommend for 
certain conditions; how it should be installed; 
how and why it works, and why it won't, when 
it don't? 
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Be Known To 

Your Trade As 

Strong In Some 
Specialty 











Your strong line sets you off from com 
petitors; gives a definite reason for going 





to you 

Trade drawn by a specialty isn’t lim 
ited to the specialty. Men will buy build 
ing supplies of you when they come in 





primarily for 
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The new No. 25 Deming Catalogue isa cyclo- N goed sew tea wateeel bare deakes 
. e It’s a tool whose performance means 
pedia of pump knowledge. If you are at all muc h to the mechanic; much to you It 
: . . . either shows the goods—or doesn’t. 
interested in pumps, you will prize a copy of atten eg Aste iathae ego HE 
this splendid book which tells all about down the line. For surely the dealer 
who sells good saws knows and sells 
Quality in lesser tools I t 
Hiave your atore known aa_ the 






place to buy saws It will he ao 
known if you aell Si-monda Sawa 
and feature the fact aa it deserves 







Certainly we'll help you to launch 4 
the line, and hooat By all meana jos 
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Simonds Manufacturing 
Company 


FITCHBURG, MASS. 


Established 1832 11 Branches 
“The Saw Makers.”’ Eive Factories 





Hand and Power Pumps 


Following is a partial list of the contents of the 
new Deming Catalogue, which is separated 
into fifteen different sections: 
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Cistern and Pitcher Spout Pumps 

Set Length Pumps 

Well Pump Standards 

Cylinders or Working Barrels 

Pipe and Pump Supplies 
Miscellaneous Hand and Power Pumps 
Hydro-pneumatic Water Systems 
Triplex and Deep Well Power Pumps 
Spray Pumps and Nozzles 
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Send to-day for your copy. 


The Deming Co., Salem, Ohio 


General Distributing Agencies 
Chicago, Henion & Hubbell 
Pittsburgh, Harris Pump & Supply Company 
New York, Ralph B. Carter Company 
Buffalo, Root, Neal & Company 


Agencies in Principal Cities 
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HELLER’S 


PIVOT DOOR 


CABINETS 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., in 
the United States. 


Send for Catalog No. 24. 








DISPLAY ALWAYS IN SIGHT 


W. C. HELLER & CO., Montpelier, Ohio 














Hardware Dealers 
This Interests You 


















Use one in your stock room—for mov- 
ing heavy barrels, cases, tubs, coils of SK the thousands of really 
rope, anything that kas to be moved. : 

Use another in the store proper in place 
of a hand truck. Takes less room. 
Easier to handle. Better on the floor they started to make real money 
and absolutely noiseless. being = = out of the hardware business, and 
equipped with Clark's Anti-Friction —— they will tell you it was when 


Casters. Ask for catalog B-12. they installed Warren’s Standard 


The Geo. P. Clark Company Hardware Systems and Fixtures. 
Windsor Locks Conn. 


successful hardware mer- 
chants of the country when 











They would also tell you why 
their choice was Warren’s. 


Write today for our new Standard 
B Catalogue and “How to Make 
More Money in the Hardware 
Business.” Both are interesting 
and to you they are free. Address: 


a) \— 
tts 
ZA qc = Masonic Temple 


J. D. Warren Mfg. Company~ 








Chicago, Illinois 
































Electric Row Boat wor || 44-Caliber Men 


Launch Buy a Jewel Detachable 







Row Boat Motor run by electricity 


not 22’s—are the sort who give and 
get positions through your Want Sec- 
tion. Do you wish to establish con- 
nections with these top notch firms 
and individuals? They are worth 
knowing—and having. Of mutual 


No odor or dangerous gasoline Sim 
ple, noiseless and powerful 
Attaches to any Row Boat and 
runs on two six volt Batteries 


This is our Sth successful sea 





son 


Open Window Battery 


Look inside your storage battery through the patented 
open window. See condition of plates and height of 


benefit is 
° 
electrolyte. If you need a new automobile starting Bat The Want Section 
tery buy a Jewel and save money. 6-60 Special $8.50. 


MOTORCYCLE ELECTRIC LIGHTING SYSTEM HARDW ARE AGE 

The ewe yene otorcycle Storage atte nd complete 

lighting ae — in vant Phan gM, ‘ae 239 Ww. 39th St. New York 
‘rite for prices and Catalog MB. 

Jewel Electric Company, . -¢ 112 N. Fifth Ave., Chicago 


Ayoupayy 44 any 
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VARIOUS 
METALS 


LARGE 
STOCK 


EXTENSIVE 
VARIETIES 


SPECIAL 
TO ORDER 








| ons 


117 FRANKLIN AVENUE 


‘STIMPSON-EYELETS | 











Highest Quality 


REASONABLE PRICES 


MAKES 


SATISFIED CUSTOMERS 


AND 


PROFITABLE SALES 





THE WOOD HANDLE 


is turned from hard close- 
grained wood with an excellent 
jet-black high polish finish. 
Our handles do not split and 
fall off after use, as they are so 
protected that it is impossible 
to break them with ordinary 
service. 


The Steel Handle Wrenches 
are so shaped as to fit the hand 
perfectly. 





eT, 
‘ ORANGE. MaASS.ULSA: ~ 
Every Tool Dependable 


Guaranteed Deliveries 
Successors to 





Union Caliper Co. 
Bates Mfg. Co. 
Tool Business of Hill Standard Mfg. Co. 


MANUFACTURERS OF 
CALIP —. DIVIDERS, rAP W as NCHES, 
NA SETS CENTER 'PUNC HE 
TEMPERED STEEL RULE 
COMBINATION SQUARES, 
HACK SAW FRAMES KEY SEAT RULE rad KS, 
THREAD GAUG ES, THICKNESS GAUGES 


Ce pees rslete Line of Tocl ws riders - or 


F. E. WELLS & SON CO. 


Greenfield, * Mass., U. S. A. 


UA 











TT — lt 


MAU 





rurning, eee Boring, Sha ne Ss ting Cut cme 
Cutti ing, Th din —— Seating, Li sthe Dogs Dr ait tie ide 
Machi Vises. anc ‘a " ew Machi Products 
Selling Serene See Di & Co 74-76 Murray St., 
Y. City; 34 N. C iin <- St., Chicago, Ill 


ESTABLISHED 1863 WAR, 
Twelve Medals of 
Award at 
INTERNATIONAL 


Expositions 


«nto 





INCORPORATED 1&5 
Special Grand Prize 
GOLD MEDAL 
\tlanta, 1895 


Copy of Catal will be sent free to any inte ed File User upon ap; 


G. & H. BARNETT COMPANY __ Philadelphia, Pa. 


Owned and Operated by Nicholson File Co 














ee ae re ana 
oo ey ge 


=~ 





osama: 


a ia a inl es ae tie 





42 


HARDWARE AGE 











Parker's 


NATIONAL 
IRON TOP 


BOX MILL 







A Mill that is just right for home use. Very 
handy—sets squarely on table or any flat sur- 
Easily adjusted to grind coffee to any 
degree of fineness. Also very popular for 

A good Mill at a moderate price. Made 
strong and serviceable. 
are made in many styles. Send for Catalog 
and Discounts. 


The Chas. Parker Company 


New York Salesrooms 


Parker Coffee Mills 


Meriden, Conn. 


Factories 























Its First Year a 
Big Success 


The Sanitary Flexible 
Rubber Fly Swatter was 
bought and sold by 1000 


jobbers last season. It 
gets the fly, the trade and = 


A big favorite in the 
household. Made of Rub- 
Sanitary and easily 


Send us your orders for 
Samples and 
jobbers’ prices sent on re- 
You need this big 
Better write today. 


A. W. Drake 
Manufacturing Co. 


Formerly 
Standard Vending Machine Co. 


Hazleton, Pa. 
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Priest’s 
Clippers 





We have the biggest 
clipper proposition of- 


fered to the trade. 


It’s 


a proposition that pays 
and pays big—because it 


satisfies. 


Our proposition is 


that you stock Priest’s 


Clippers! Write. 


, 


American Shearer Mfg. 


Company 


350 Main St., Nashua, N. H. 


Wiebusch & H ilger, 





AVA 


N. Y. 














Three Blades 
for a Dime 


The Boston Razor, itself re- 
tailing at ten cents, with three 
blades for a dime, meets the 
demands of a certain class of 
customer whose wants you 
cannot ignore. 


It gives the man who cannot 
afford a higher priced outfit, 
satisfactory shaving service at 
a very small cost. 


3oston Razor Blades are 
carefully made from a special 
steel; every one tempered and 
hair tested. 


Three blades for a dime is 
the popular price. Be you 
wholesaler or retailer, ask for 
our proposition. 


Factory Sales Co. 
120 Broadway, New York City 
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ATLAS 
10-Cent Fly Swatter 


Swat the Fly” crusades are spreading. The 
ming season will see the greatest demand for Fly 
vatters ever known. Be prepared. Stock Atlas 
Fly Swatters. We make two 
styles—one to retail for 5 cts.. 
the other for 10 cts. Both are 
made of the best wire cloth 
with a copper finished handle 


The 10-ct. Swatter shown 
has an extra long handle— 
10 ins. It is very neatly and 
securely bound, with soft green 
felt—cannot mar the finest fur- 
niture. Especially adapted for 
parlor or drawing-room use 
We have made it extra strong 
and flexible—will outlast any 
now on the market. 


The 5-ct. Swatter, the best 
ever made to sell at a Nickel, 
has a triangular fold permit- 
ting insertion of your ad if 
desired—a clever idea. 





Now is the time to place 
stock orders. We'll gladly 
quote Prices and Terms. 


Atlas Mfg. Co. 


% New Haven, Conn. 
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Chair 
Tips 


No. 12. 1 inch 


For The Sharp Ends 
of Rocking Chairs 


have quickly found favor with the 
trade. A positive protection against the 
sharp ends of rocking chairs. Durable 
and easily fitted to 
the rocker. Catalog, 
prices and terms on 
request. 





Elastic Tip Co. 


370 Atlantic Ave. 
Boston Mass. 





No. 13. % Inch 

















32 Years Not Beaten 


“Steel Gem” Casters for thirty- 
two years have held the lead. 
Old hardware men will tell you 
that. 


They are built of all steel. They 
are roller bearing and revolve 
at a touch. 


They sell well and give good 
satisfaction—always. 


Get our prices. 


M. B. SCHENCK CO. 





MERIDEN CONN. 








You Can Sell More 
Waffle Irons 





IF YOU SELL THE STOVER 


Notice from the cross section of the plates above 
how uniform in thickness the waffles are made. 
It results in quick and even baking. 

Housekeepers like to use the Stover waffle iron 
and every owner is a booster for Stover waffle irons 





in her neighborhood. 
Send for circular 1653. It tell all about Stover Pe 
waffle irons and new style meat broilers o 


Other Goods We Make —.””_' 


Builders’ hardware, kitchen hard- 
ware, stove trimmings, wind mills. o 
feed mills, ensilage cutters and 
gasoline engines. y? 


Stover Mfg. & EngineCo. <* .. 
a* cP" 6 

710 East Street ef Ft 

FREEPORT, ILL. Pome ar 
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different articles~ 
made to meet. the 


growing deneet Ar 


—Q Quarry 
WIRE HARDWARE 


id Over 30Years experiencein the | 
Manufacturing of wire hardware 


Send for Catalogue 


THE WIRE GOODS COMPANY 
WORCESTER MASSACHUSETTS 






























The Best Is 
Always Cheapest 
































The wise buyer nowa- 
days judges hardware 
cloth by the service it 
gives. By the in-built 
strength of the wires 
By the uniformity and 
evenness of the spelter, 
the regularity of the 
mesh. Finally, by the 
way it wears! 


This should also be 
your standard of judg- 
ment. We welcome com- 
parative tests of “The 
Perfect” with all other 
hardware cloths. 


Experience always 
proves ours to be the 
most indestructible! 











Ludlow-Saylor 
Wire Co. 


St. Louis, - Mo. 


BRANCH OFFICES: 
20 East Jackson Bivd., Chicago 
Mills Bldg., El Paso, Texas 
Felt Bidg.. Salt Lake City, Utab 




















Grinding Out Profits 


Yes, you can literally grind out profits by 
sharpening scissors, razors, safety razor blades, 
knives and other small implements on the 


HATFIELD 


Sharpening Machine 


A low-priced boy or girl operator can earn $8 
to $12 per day on this le and bring people 
into your store who are customers for many other 
things. 

Write for our plan—it will surely prove that 


there is money in a sharpening depot 


Hyfield Mfg. Company 


21 Walker St. New York City 














Cary 
Box Strapping 


Always Carried in Stock for Prompt Shipment 


cpRY S PATEN> 


We also manufacture Flat and Twisted Wire 


Box 


Seals, Corrugated Joint Fasteners, Hinges and 
Hasps, and Cary’s EVERLASTING FLEX- 
IBLE STEEL MATS. 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza 





s Universal 


In Many Widths and Gauges 


The only strapping on 
the market guaran- 
teed to run true to 
width and gauge. It 
is made from an extra 
soft annealed steel of 
great tensile strength, 
and nails can be 
driven thro’ it with 
greatest ease. Each 
reel contains 300 feet 
equipped with patent 
metal reel frame; 20 
reels packed in a case. 


<r” 


ny w& 
VRS a) BOX sTRN™ 


Straps, Box Corner Fasteners, Clasps, 


SEND FOR PRICES AND LITERATURE 


BROOKLYN. N. Y. 
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HE Kangaroo Hand-Car is the only car on the 

market that gives the child the new and inter- 

esting sensation of a horseback ride. The mov- 
able seat uses every muscle in the child’s body, and 
also produces additional speed. This car is equipped 
with ball bearings in the rear axle and roller bear- 
ings in the crank throw. This car is also put up 
with a stationary seat. 


When writing for prices on this line, be sure and 
ask for our Coaster. It is the season’s success 


KANGAROO MFG. CO. 


25 E. Washington St., Chicago, I11.,U.S. A. 











Grand Rapids All 
Steel Sash Pulleys 


Have a reputa 
tion for quality 
and time-saving 


features. 


Made in fifty 
different styles 


any finish 


Your jobber 


can supply you 


Samples sent 
free on request 
Get our thirty- 


one-page cata- 





og 
No. 5—Ball Bearing ‘es 
No. 105—Cone Bearing 


Grand Rapids Hardware Co. 


520 Eleventh St., Grand Rapids, Michigan 

















War conditions have brought about a great shortage of 
paper-making materials. Paper makers, deprived of their 
usual source of raw material, are paying high prices for 
every pound of waste paper they can get. Prospects are 
that even higher prices will be offered Everybody— 
business men and householders—should take advantage of 
this opportunity to convert all waste paper into profit. 

To save and handle waste paper safely and advantageously 


PAPER 
BALER 


Helps convert waste into cash—protects against fire risk. 
Does away with the most potent source of fre—trash plied 
in the corner. 

The Schick is strong, simple, easy to operate and most 

compact baler on the market. Boy can operate. Takes 

ap less room than a pile of waste on floor. Helps keep 
your establishment clean, too. Really costs you noth 
ing because it 
Pays for itself and earns money for you. 
Many of our customers say that the Schick 
Baler pays for itself the first year; some say 
it will do it in a few months. Depends upon 
the amount of waste you have. Made in 
five sizes. 
Write Toda for 
Free Book 

‘‘How to Make Money in Waste 
Paper’’ will reveal startling facts 
to you. Shows enormous loss in 
waste paper destroyed. ‘Tells how 


this waste can be 
7 
\ 


FIREPROOF 





This 








turned into cash. 
Send for your 
copy now. 









Jobbers and 

Saleemen Wanted 

Baremgert 
Mfg. Co. 


Dept. H, Dav- 
enport, Iowa 
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This Trade 
Mark 


on loose leaf 





devices and 
forms means 
more than the 
Sterling mark 





on silver. 


The Sterling mark is used by many 


and responsibility for 
the merchandise on which it appears is divided among men 
who differ in their conception of its meaning. 


work of one organization 
asset to be guarded with 


This trade-mark identifies the 
and in that organization it is an 
brain and hand. 


To you it is a guarantee of dependable loose leaf devices 
and forms—of good material, skilled workmanship and the 
durability that invariably follows these qualities 


To you it means accuracy—you bought that binder in Dallas 
five years ago and the sheets you purchased in Montreal last 
month are a perfect fit 


So now, when he offers you that “something” which is “just 
as good,” you remark that you very much prefer the proved 
original to a doubtful substitute 


AT ALL FIRST CLASS STATIONERS 
NOTE cz }-Pcxs Books and Forms Are Acknowledged the 


Best by both Dealers and Users. 
WHY SUBMIT TO SUBSTITUTION 2? 


SEND FOR CATALOG G9 


Irving-Pitt Manufacturing Company 


Largest Loose Leaf Manufacturers in the World 
Kansas City, Missouri 9 
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“Watch My 
1917 Sales,” 


says this La Crosse dealer 


In 1915 Fred Dittman Hardware 

Company made a profit of $200.00 

with the Evinrude—the first season 

they handled it. Last year they boosted 

their profits to $280.00. ‘Lhis year with 

prospects better than ever, they’re aim- 

ing at the $400.00 mark. And we know 

they’re going to hit the mark. Dealers who 
handle the 


EVINRUDE 


DETACHABLE ROWBOAT & CANOE MOTORS 





generally do. Some two thousand of them 

are setting a new mark this year. They’re 

getting ready now for a big season and we’re 
going to help them with real 
shoulder-to-the-wheel co-opera- 
tion that produces actual sales. 


Let us help you, too. Get our attractive 
proposition to dealers. Figure your profits 
and, at your most conservative 
estimate, you'll find it a proposi- 
tion well worth tying to. 


Write For It Today 
EVINRUDE MOTOR COMPANY 


634 Evinrude Block MILWAUKEE, WISCONSIN 


DISTRIBUTING RRANCHES: 69 Cortlandt St., New York, N. Y. 214 State St., Boston, Mass. 436 Market St., San Francisco, Cal. 211 


Morrison St., Portland, Ore. E. Drolet, Montreal. A. R. Williams Machinery Co., Toronto. A. A. Sears, Victoria, B. C. 


Over 80,000 Sold—Used by Twenty-five Governments 
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Don’t Miss Your Profit On Coolers! 





Scores of hardware men are 
making good profit with this line. 
And there are big possibilities for 
you, too, right in your town, 
equipping offices, factories, hotels, 
restaurants, public buildings, etc., 
with 


“*XX™ Century” Water Coolers 


Wood or metal coolers cannot stand up 
against the greater durability, sanitary 
qualities and economy of “XXth Cen- 
tury’ Coolers. Show your customers why 
the United States Government buys them. 


















Style No. 160 
Holds 1, 2 or 3 gal. bottle 












Every year sees some important improvement 


that keeps them foremost among coolers. This year 






a Glass Drip Tray replaces the old metal one, thus 






adding another feature that makes for better looks 






and better sanitary qualities. Nine other convinc- 






ing sales points! 










Warm weather is not far off now and these 


Coolers will soon be in big demand. Write for our 






catalog and prices today and get in line for.your 






profit. 


s Indurated Fibre Ware 


Ask for our catalog on Fibrotta pails, wash tubs, keelers, 









Style No. 560 
Holds 3 or 5 gal. bottle 





spittoons, umbrella stands, waste baskets, etc. These 






goods are far superior to those made of metal or wood. Fibrotta will 
not rust, warp, swell or fall apart, and is absolutely waterproof. They 







last at least four times as long as any others. Write today! 


Cae! & Psann 


17 Leonard Street New York City 
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Boy nature is the same everywhere A 
live boy wants a real gun 


The Hamilton is undoubtedly the most pop- 
ular 22-calibre hunting rifle in America. It 
is a “combination of high quality and low 
price that makes a hit with the average boy, 
and the Hamilton fills the bill perfectly. 


You will be surprised to see how easily 
Hamilton Rifles sell, 


Many new dealers are adding the Hamilton 
to their stock every season. Old dealers tell 
us that there is more interest in guns for 
bovs during the last few years than ever he 
fore. A well-arranged window or store dis- 
play of Hamiltons brings the boys in a hurry 


Hamilton Quality Is Recognized 


Hamilton Rifle advertising appears regularly in 
the leading boys’ magazines and farm papers. 
Hamilton reputation is the result of nearly 20 
years’ careful and conscientious working to a stand 
ard The name Hamilton means much to the gun 
lover, boy or man, for while it is the lowest-priced 
dependable rifle in the market, its straight-shooting 
hard-hitting qualities are recognized wherever guns 
are known. 


These Three Hamilton Models 
Will Boost Your Sales 


No. 27, with flat fore-arm and stock, bronze 


barrel, jacketed with steel; retail price, 


No. 027, same as No. 27, except 
genuine turned and polished walnut 
stock; retail price 


$2.50 





Our 


yy) now, Retails at 
$2.60 


year-—-even bigger than 1916 


request. 























No. 
35, the mil- 

itary Hamil- 
ton, equipped 
with sarrying 
strap and bayonet, 
is a big favorite just 


Order now from your Jobber 
rhis is going to be a big gun 


so get ready for your share of 
the profits. Full information on 


C.J. Hamilton & Son 


Sole Manufacturers of Hamilton Rifles 
329 Depot Street, Plymouth, Mich. 
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Ask the above question of every 
separator prospect that comes 
into your store. Every fair- 
minded farmer and dairyman 
will frankly admit that it is not 
humanly possible to turn the 
crank at 45 turns per minute ail 
the time. He may start 
in turning at top speed, 
determined to keep it up. 
Yet, unconsciously, little 
by little, he slackens— 
and he pays the penalty 
Right there you have the 


im cream lost. 
strongest argument that ever sold a cream 
separator—for the Sharples will skim abso- 


lutely clean, whether turned fast or slow, 
true of no other separator. 


SHARPLES 


SUCTION-FEED 
Cream SEPARATOR 


the only separator that skims clean at 
widely-varying speed 
—the only separator that delivers cream of un- 
varying thickness—all speeds 
—the only separator that skims quicker when 
you turn faster 
the only separator with just one piece in 
the bowl—no discs, easiest to clean 
—the only separator with knee-low supply 
tank and a once-a-month oiling system 


Sharples is positive insurance against care- 
lessness and its consequent cream waste. We 
realized that it is far from sufficient that a 
separator could skim clean when properly 
It was necessary that it would skim 
clean—even when improperly handled. If any 
of the old-style fixed-feed separators would 
adopt a device for the purpose of notifying 
the operator when he is turning too slow, it 
would be an acknowledgment of the vast su- 
periority of Sharples, which automatically pre- 
vents losses from irregular turning instead of 
simply announcing them. 


Sharples bonus offer to 
dealers: Last year we 
paid out $50,000 in bonuses 
to Sharples Dealers, out- 
side of regular commis- 
sions. Full information 
about our Bonus System 
will be promptly sent 
you — without obligation. 
Drop us a _ postcard—to- 
day! 


Sharples 


Separator Co. 
West Chester, Pa. 


ALSO 


Sharples Milkers and Gasoline Engines 


CHICAGO 


ranches : 
SAN FRANCISCO 
PORTLAND TORONTO 


Can you doit? 





1917 
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More RoyAL Paint 


This dealer-made advertising is just the kind you would 
figure out for yourself. A complete program of real selling he]ps, 
planned to reach the prospective buyers in the vicinity of your 
store. 

Free newspaper advert:sing 

Cartoon movie film reels 

Mechanical moving window displays 

Folders, letters, booklets 

Window trims—cut outs 

Picture slides 

Field signs, fence signs, store signs, etc. 


—but the book tells the whole story. To get your copy just write 
your name and address on a postal and say: ‘Send me the ‘Selling 


She A.Withetm Company 
READING, PENNA. 


Boston 


New York 
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is a “Mike” Accurate? 


All high-grade micrometers are sufficiently accurate 
when new, but when used for a time wear is bound to 
show on both anvil and spindle. 


A micrometer then is accurate depending upon the frequency of correction 
for wear. For this reason every micrometer should have an adjustment to com- 
pensate for such wear. Some micrometers use the movable anvil method of 
adjusting but such adjustment takes time and it is often difficult to correct a 
micrometer exactly because of the varying human element—“feel.” With 


Starrett Micrometers 


correction may be made in a jiffy and with- 
out the use of a test piece and the human 
element “feel.” No guess work about it. 
To adjust, simply close the micrometer, in- 
sert a little spanner wrench and turn the 
sleeve until its zero graduation coincides 
with the zero graduation on the thimble. 


The little spanner wrench and the pat- 
ented sleeve do the trick—no other tools 
required. With this method the machinist 
corrects for wear so frequently that there 
is no question as to how long a Starrett 
Mike is accurate—it is always accurate. All 
Starrett Micrometers have this simple ad- 
justment. 


Write for free catalog No. 21A, describing this 
adjusting feature on page 103, and 2100 styles 
and sizes of precision measuring instruments 


The L’S:- Starrett Co-Athol: Mass: 
CWorld’s Greatest “Toolmakers 
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Here Is 
Another 
Profitable 


OUR SCREEN DOOR 
TURNBUCKLE 


A combination of steel and brass, which 
does not rust nor corrode, makes an irre- 
proachable door turnbuckle for either screen 
or storm doors. 


It always operates easily; is always equal to 
any demands of keeping doors from sagging. 
The strength in it is comparatively as great as 
that of our whole organization. 


You can develop a big business in these 
goods,—and the demand for them is not sea- 
sonal but the same in every season. 


We furnish attractive dealer helps. 


Page 59 of our 1917 catalog has a full 
description of these goods. 


National Manufacturing Company 
STERLING, ILLINOIS 
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Ohio Hardware Association Holds 
Convention in Dayton 


All Attendance Records Broken—lInterest Centers in Election 
of Officers—Toledo and Columbus Bid for 


Next Year’s Convention 





Ohio dealers assembled in the Hall of Industrial Education of the National Cash Register Company 


FEW years ago Dayton, Ohio, was best known 
A as the city of the flood. To-day it is equally 

as well known as the city of good government, 
progressiveness and hospitality. Perhaps ‘that fact 
is in a measure responsible for the success of the 
Ohio Hardware Association’s twenty-third annual 
convention, held Feb. 20, 21, 22 and 23 in that up-to- 
date Ohio city. Whatever the cause, there is no 
question as to the success. It was apparent from 
the opening day to the closing session. The Buck- 
eye dealers were out to gather every bit of informa- 
tion that would tend to the betterment of their busi- 
ness, and there were few vacant seats when the ses- 
sions convened. The program teemed with interest 
and covered a wide range of subjects, while the 
Question Box discussions brought out many new 
and novel ideas relative to the handling of merchan- 
dise. Every part of the grand old State of Ohio was 
represented. The Cincinnati bunch was there in 
force, arriving Tuesday morning in a special car 
under the leadership of W. F. Belmer, president of 
the Cincinnati Hardware Club. It was a jolly bunch 
of boosters, each bearing a Cincinnati pennant and 
a Cincinnati smile, and all Dayton knew that a hard- 
ware convention was in session when the delegation 


breezed in. They realized it even before Smith 
whistled the announcement, and there are still peo- 
ple ready to swear that the Cincinnati crowd num- 
bered a thousand instead of the modest hundred 
claimed. If the Western Editor of HARDWARE AGE 
had not taken a census, he might easily have agreed 
with them. 

The exhibit features were of a high order, and 
reports indicate that the exhibitors were more than 
satisfied with the efficient management of F. C. 
Massy, who had the exhibits in charge. By the way, 
Ohio claims to have been the first association to 
hold exhibits as a separate convention feature, the 
idea originating at the time Frank Bare was secre- 
tary ’way back in 1906. The convention that year 
was held in Canton, and W. L. Jacobs looked after 
the exhibit features. The following year a com 
mittee consisting of W. L. Jacobs, W. L. Millikin, 
and Albert Boebinger was appointed to look after 
this work, and this committee served continuousl) 
until 1916. Jacobs and Millikin are still familiar 
figures at the Ohio sessions, but their faithful co- 
worker has passed to the Great Beyond. His name 
and his good work, however, still live in the mem- 
ories of the hardware men who knew and loved him. 


> 
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Albert Boebinger has honored place in Ohio 


hardware history. 


an 


Five Addresses in the Opening Session 


The first session was an open one and was called 
to order promptly at 3 p. m. by President McGrath 
of Cleveland, whose opening address was an ardent 
appeal to the patriotism of the members. The ten- 
sion of the times was shown in the earnest faces of 
those present as they rose and sang “America,” then 
listened with bowed heads to the impressive invoca- 
tion, delivered by W. P. Bogardus of Mount Vernon. 
John F. Baker of Dayton, in behalf of the associa- 
tion, then presented President McGrath with a 
beautiful gavel to be used in governing the sessions. 

The first number on the program was an address 
of welcome by Mayor Shroyer of Dayton, who sized 
up the hardware delegation, pronounced them “good 
citizens,” and formally turned over to them the keys 
of the city. He was followed by Mrs. Charles Kum- 
ler of the Greater Dayton Association, who in her 
own delightful way welcomed the visiting ladies and 
assured them of a pleasant visit. Several very en- 
joyable musical selections were rendered by Ellis 
Legler, after which President McGrath ably re- 
sponded to the welcome extended and assured the 
mayor that there were no “bad actors” in the hard- 
ware ranks and that the keys of the city were in 
safe keeping. 

Robert Darnton, sales manager, Page Woven 
Wire Fence Company, Adrian, Mich., was next on 
the program with an address on “Our Honorary 
Members.” The text of the address was ‘“Co-opera- 
tion,” and Mr. Darnton told in a convincing manner 
of the great good that can be accomplished through 
the working in harmony of manufacturers, jobbers 
and retailers. He declared that the time was past 
in which manufacturer, jobber or dealer could bene- 
fit himself by tearing down his competitor, and ad- 
vised all to boost for each other and for the common 
good. 

“Co-operation of the business man with his city 
government” was the topic of the next address, 
which was delivered by Henry M. Waite, City Man- 
ager of Dayton, who cited his city as an example of 
what can be accomplished when business men apply 
business principles to municipal affairs. He was fol- 
lowed by Dr. D. F. Garland, head of the Welfare 
Department of Da;ton, in what was easily the fea- 
ture address of the session. Mr. Garland’s subject 
was “Welfare Work in Business,” and it dealt chiefly 
with the conserving of human life. Mr. Garland 
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Ohio dealers and exhibitors in 

was formerly a prominent minister of Dayton, who 
resigned his church work to aid the city in working 
out its welfare problems, and his masterly presenta 
tion of his subject made a profound impression on 


the delegates present. 


Salesmanship and Merchandising Discussed at Evening 
Meeting 


Another open meeting was scheduled for the even 
ing, and was called to order at 7:30 p. m., the first 
address being one on “Personal Salesmanship, the 
Barometer of Retail Efficiency,” by Bevant Lawson, 
sales manager of the Auto-Strop Safety Razor Com 
pany, New York City. Mr. Lawson took up the mat 
ter of the retail clerk and declared that the em 
ployee should be looked upon as a valuable asset 
rather than as a liability. ‘We cannot get the best 
out of our employees,” he said, “unless we are will 
ing to give them our best.” 

He cited selection of men as the retailers’ great- 
est problem, and declared that it was far better to 
train new men than to steal trained men from com 
petitors. ‘There are too few good salesmen behind 
retail counters,” said Mr. Lawson, “as few young 
clerks regard salesmanship as the opening of a ca 
reer.” He referred to the fact that the public esti- 
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Memorial Hall where the exhibits were held 


mate of a merchant or his store is based on the 
public estimate of his employees, and spoke of the 
point of contact with the customer as the danger 
point. He called particular attention to the excit- 
able dealer, and illustrated his point by quoting a 
story published some time ago in HARDWARE AGE 
in which a traveling salesman was forced to tell a 
dealer that he was not really busy but just excited. 

He advised dealers to get away from the one-man 
idea in business and to train their clerks to repre- 
sent them creditably in handling the trade. Mr. 
Lawson’s closing remarks were in the nature of a 
practical lesson in salesmanship, and the dealers 
present gained many valuable ideas in regard to the 
selling of merchandise and the training of em- 
ployees. The talk created considerable favorable 
comment and was thoroughly enjoyed. 

J. W. Craig, manager of the Janesville Machinery 
Company, Janesville, Wis., followed with an inter- 
esting discussion on “Modern Merchandising.” He 
cited the hardware dealer as ranking second among 
the merchants of the country and declared that com- 
petition to-day is a matter of efficiency only. He 
called attention to the increase in trade territories, 
due to the use of the automobile, and expressed the 
belief that live, growing towns would reap the bene- 
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fits while those not alert would go back. He advised 
dealers to study the local conditions in their com- 
munities and get behind such industries as dairying, 
egg farming, etc. “When a State gets a good sani- 
tary dairy law,” he said, “one of the best avenues 
of retail profit is opened to the merchants of that 
State.” He referred to the ease with which the 
consumer could order goods from outside sources 
and advised the members to make it just as easy for 
them to trade at home. He referred to the town as 
the merchant’s greatest competitor and closed with 
the declaration that the country districts need the 
merchant’s help and will welcome it. 

The last address on the program was on “The 
Federal Reserve and its relation to the retailer,” by 
O. N. Sams, past-president Ohio Bankers’ Associa- 
tion. Mr. Sams took the stand that this is a busi 
ness man’s age and that the Federal Reserve Bank 
is the natural outgrowth of business. He discussed 
in detail the benefits which had accrued through the 
opening up of banking relations with foreign coun 
tries and declared that the domestic advantages of 
the Federal Reserve Act were just as great. “We 
have had two years of unprecedented prosperity and 
extraordinary profits,” he said, “and it has led to 
unprecedented extravagancies. Merchants have been 
reckless in extending credit, and herein lies our 
greatest danger.’’ He explained the Banker’s Ac 
ceptance feature and expressed the belief that it is 
doing for the United States just what it has done 
for Germany and other foreign countries. A money 
panic, such as prevailed in 1907, he declared would 
be impossible under the reserve act. 

The session then adjourned and the members 
spent the balance of an enjoyable evening at the 
Italian Garden of the Algonquin Hotel, where a re 
ception and informal dancing party was held for all 
visitors. 

The Wednesday session was an executive one, the 
principal address being delivered by Charles F 
Houck of Springfield on “Our Stove Business and 
Our Shop.” Mr. Houck’s talk was in the nature of 
a recital of stove conditions as he had met them in 
his own business. He told how he had started with 
a miscellaneous array of stoves, none of which were 
nationally known, and how he had discovered the 
necessity of deciding on one complete line, equal to 
if not superior to any line in his town. He studied 
his stoves and tested them to prove the manufac 
turers’ claims, and at the same time studied the 
stoves carried by his competitors. 

His stock was arranged in such a manner as to 
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Left to right: Mrs. Oscar Small, Miss Mabel Small, 
Mrs. C. L. Smith, Cincinnati; Mrs. W. L. Milliken, 
Columbus, Ohio 


have the heaters all together, with the smallest size 
of the best base burner first, and ranging in sizes 
upwards, as one enters the store. Ranges were ar- 
ranged in a similar manner and all stoves were 
shown mounted on trucks so that they could be 
easily demonstrated. In selling a stove, his first 
question to the customer is, “What fuel do you wish 
to burn?” the stoves shown depending upon the 
answer. The best stove is always shown first in 
Mr. Houck’s store and price is the last thing men- 
tioned. When given, it is quoted with a self assur- 
ance of full value that convinces the customer. If 
the better stove cannot be sold the cheaper models 
are shown. In the cheaper stoves the merits are 
explained but the impression given that the cheaper 
the article the less merit it necessarily has, and the 
customer is continually worked back toward the bet- 
ter line. In the majority of cases the better stove 


is sold. 
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All stoves are marked in plain figures and 
a memorandum card is filled in when the stove is 
sold, to be used as a reference. When stoves are 
delivered a delivery sheet is used in triplicate, 
showing all the material that goes out with the pur- 
chase. The customer is given one copy and is re- 
quested to sign another which is filed for future 
reference. 

Mr. Houck dwelt with much emphasis on the 
necessity of rendering service in connection with 
stove sales, by making sure that the stove works 
properly at all times. Records of stove sales are 
kept and used in handling repairs. The record also 
often helps to close stove sales with skeptical cus- 
tomers. Mr. Houck also went into detail in regard 
to demonstrating and advertising stoves, checking in 
stock, and arranging displays, and outlined a plan 
for taking in old stoves in trade. 

The latter portion of his address had to do with 
the shop and he was emphatic in declaring that he 
would not run a stove store without a shop. An 
outline of the methods used in handling shop work 
was given and Mr. Houck said that through his 
records he was able to figure both labor and material 
almost to a cent. The address was one of the best 
of the entire convention and it was followed by a 
stove discussion on the open forum plan that created 
a great deal of interest. 

During this session President McGrath delivered 
the annual address, touching on the association 
work of the past year. He mentioned the vast num- 
ber of retail failures taking place every year and 
expressed the belief that the manufacturers and job- 
bers could reduce the number to some extent by 
using their influence in keeping inexperjenced men 
from embarking in the retail business. The work of 
the Federation of Retailers was explained and a 
synopsis of work done at the Secretaries’ Conven- 
tion was given. Mr. McGrath emphasized the ne 
cessity for closer co-operation along association 
lines and the members were reminded that the more 
they put into anything the more they could expect 
to get out of it. The mutual insurance company 
came in for his warm approval, while the ‘trading 
stamp and premium curse” was strongly condemned. 
The address closed with a wish for unbounded suc- 
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Left to right: S. L. Trotter, H. Belmer Company, Cincinnati; Phil Smith, Shapleigh Hardware Company, St. 
Louis, Mo.; J. F. Wurtz, H. Belmer Company, Cincinnati; Frank Flake, Latonia, Ky. 


cess for his successor in office and a prophecy that 
the coming year would be a banner one in associa- 
tion affairs. 

The report of Secretary Carson followed and was 
along similar lines. Mr. Carson took up the matter 
of trade territory and community development and 
expressed the view that the retailer should have 
special training for his lifework. He outlined the 
good work of the Federal Trade Commission and 
recommended the formation of a similar commission 
to work with the business interests of the State. 
The heavy advance in prices was touched upon and 
dealers were urged to make use of the monthly ex- 
change sheet issued from the Secretary’s office, to 
move goods unsalable in their respective terri- 
tories. He advocated laws preventing the issuance 
of trading stamps, or the placing of a heavy license 
on concerns handling them. The address closed with 
a plea-for the dealers to be as patriotic to their 
business as to their country, respecting the rights 
of others and defending their own. 

Wednesday evening all the visiting dealers were 
guests of the National Cash Register Company at 
the mammoth factory in the outskirts of Dayton. 
Nothing that could add to the comfort or pleasure 
of the hardware men was omitted. Even the 
transportation to and from the factory was attended 
to by the company. Special cars were run to the 
grounds at 5.30 p. m., and promptly at 6 o’clock the 
crowd of over 2000 was seated in the mammoth 
employees’ dining room, listened to the company 
orchestra and enjoying a thoroughly delightful 
menu. 

As an example of the thoroughness with which all 
matters at the factory are conducted, the big, jolly 
crowd was served to the last man in little more 
than half an hour, and ten minutes later was enjoy- 
ing the program in the big assembly room of an- 
other beautiful building a block away from the din- 
ing hall. Here the visitors were welcomed by Rob- 
ert Patterson of the National Cash Register Com- 
pany, after which Mr. Potter of the same company 
entertained them with a wonderful description of 
the welfare work of the company in Dayton. The 


lecture was illustrated with lantern slides and mov- 
ing pictures and proved a great treat to those for- 
tunate enough to be present. 

A moving picture of the trials of a storekeeper 
and their solution was then given and the dealers 
thoroughly enjoyed following the fortunes of the 
careless Mr. White as he met the various reverses 
and finally found a remedy for his troubles in the 
purchase of a cash register. 

The film was followed by a catchy little playlet 
“Mrs. White’s Tea Party,” the characters of which 
were taken by girls in the employ of the company. 
There are many professional actors who could take 





Left to right: P. G. Wuertz, Cleveland; W. J. Feddery, 
HARDWARE AGE; C. L. Seith, George Worthington Com- 
pany, Cleveland 





1 














Hardwar: Age 





Left to right: S. E. Funk, Allith-Prouty Company, Danville, Ill.; Mr. and Mrs. E. A. Evans, Lima; Dad Coates, 
Allith-Prouty Company, Danville, Ill.; Alex. M. Glockner, Portsmouth 


pointers from Mrs. White and her tea party guests. 
The program closed at 10 p. m. and the hardware 
men returned to their hotels unanimous in the be- 
lief that the National Cash Register Company has 
no superiors in the matter of hospitality and enter- 
tainment. 

The Thursday session was again of the executive 
nature, the principal discussion centering around 
the paint problems. C. C. Heller started the ball 
rolling with a spirited talk along paint lines. He 
began with an outline of the universal use to which 
paint can be put and the vast selling field which it 
occupies. “Paint,” said Mr. Heller, “has two prin- 
cipal functions: The one is to preserve, the other 
to beautify, and not all paints have both qualities.” 
He explained the difficulties of the paint business, 
due to the customer’s inability to distinguish qual- 
ity, which leads to paint sales by peddlers and out- 
side concerns. He declared that the paint business 
must be sought intelligently and energetically and 
that the dealer must school himself to know more 
about the paints he sells. He also advised dealers 
to make the best possible use of the sales helps fur- 
nished by the paint manufacturers, to send out the 
literature furnished, to keep sufficient stock on hand 
and to keep it well assorted and displayed. In the 





B. M. Hiatt, sales manager, Irwin Auger Bit Company, 
Wilmington; R. L. Mason, former president Illinois Re- 
tail Hardware Association and now with the Auto Strop 
Safety Razor Company, New York City; C. L. Smith, 
HARDWARE AGE; William Stechow, Cincinnati, president 
Cincinnati Sheet Metal Association 


discussion which followed considerable attention was 
given to the matter of requesting laws requiring 
manufacturers of paint to print their formulas on 
the cans containing their products. 

The balance of the session was given over to the 
report of Secretary Gray of the. mutual insurance 
company. According to Mr. Gray’s report, the Ohio 
Mutual now has in force approximately $4,000,000 
worth of insurance, and shows a gain in premiums 
for 1916 of $531,207, with a gain in surplus of 
$10,728. The total paid in dividends and losses was 
given as $272,580. The net cash surplus for 1915 
as $27,684, and for 1916 as $38,412. Mainly through 
Mr. Gray’s efforts, the Ohio Mutual has grown to be 
one of the largest organizations of its kind in the 
United States and is facing a constantly increasing 
growth. ‘ 

There was also a very interesting address de- 
livered at this session by O. F. Delenbaugh of 
Lorain, Ohio, on “What Local Organization Has 
Done for Our County.” 

The evening was given over to a Washington’s 
Birthday theater party at Keith’s Theatre. The en- 
tire house had been secured for the occasion and 
the actors were given an opportunity to crack hard- 
ware jokes before a strictly hardware crowd. 

The ballot box was open from Wednesday morning 
until 10 a. m. Thursday, and there was plenty of 
friendly rivalry as the dealers expressed their choice 
in regard to the association officers. When the bal- 
lots were counted the result was as follows: 

President, Homer P. Smith, Ashtabula; vice 
president, C. C. Heller, Beaverdam; secretary, 
James B. Carson, Dayton; treasurer, A. B. Wertz, 
Middletown. 


Directors: C. F. Houck, Springfield; George 
Pfarr, Akron; William Von Behren; C. J. White, 
Cambridge. 

Delegates to National Convention: J. C. Bevis, 


Harrison; George Brushwood, Coshocton; W. H 
Hunter, Mechanicsburg; D. C. Thompson, Cam 
bridge; J. R. Wilson, Circleville. 


Friday Session Devoted to Routine Business 


The closing session, Friday morning, was devoted 
exclusively to the routine work incident to winding 
up the sessions. There were reports of several com- 
mittees and the unfinished business of the conven- 
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tion was disposed of. In the report of the resolu- 
tions committee several important suggestions were 
made. The report put the association on record as 
unalterably opposed to any change of Article 16 of 
the Federal Reserve act, that will permit excessive 
rates of exchange. It favored the one-cent postage 
drop letters, including rural delivery on letters 
originating in the office from which the route starts, 
and strongly opposed any action of Congress to es- 
tablish a zone system of rates on papers and maga- 
zines. The trading stamp evil was condemned and 
the re-enactment of a law requiring the formulas 
to be printed on all packages containing paint prod- 
ucts was favored. The report also asked that 
the secretary be instructed to advise members of 
changes in prices of goods, monthly or oftener. 

The people of Dayton were thanked for the kind 
treatment accorded the association, and the National 
Cash Register Company received special thanks for 
the opportunity it gave the members to see them- 
selves as others see them in relation to the systems 
used in carrying on the retail hardware business. 
With the conclusion of the routine business the con- 
vention adjourned. It was a big, well conducted 
meeting of hardware enthusiasts and one that will 
compare favorably with any similar convention of 
the year. Great credit is due the officers of the as- 
sociation and those on the committees for the effi- 
cient manner in which the details of the program 
were carried out, and certainly great credit is due 
the members of the Ohio association for the manner 
in which they attended the sessions and the general 
interest shown. 

The Thresher Varnish Company of Dayton pub- 
lished four pages of ‘“‘Unvarnished Truth” daily in 
the little convention newspaper to be found in the 
convention hall and the various hotels every morn- 
ing. It was a bright, up-to-date sheet, filled to the 
brim with convention news, and its saucy squibs and 
humorous cartoons were thoroughly enjoyed. 

The ladies were well represented at the conven- 
tion and Dayton did not neglect them for a minute. 
There was a continual round of luncheon, theater 
and dancing parties; there were shopping tours 
through the big Dayton stores, and an automobile 
ride to “The Hills and Dales” that will not be for- 
gotten by the fair visitors for some time to come. 

The records of the National Cash Register Com- 
pany show that over 1300 hardware boosters at- 
tended the banquet Wednesday evening. This is 
said to be the largest crowd ever handled by the 
company in their dining room at any one time. 

Toledo and Columbus were both out in force after 
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America 


the convention of 1918. The location will be de- 
cided by the directors at some later meeting, but the 
betting at present favors Toledo. 

J. M. Campbell of Bowling Green, Mo., was in 
attendance at the convention in the interest of the 
National Association. Mr. Campbell is a past-presi- 
dent of the hardware association in the “Show Me” 
State, and a member of the executive committee of 
the National Association. 

M. H. Griffith of Madisonville and O. J. Taylor of 
Sidney, both of whom have been actively engaged 
in the hardware business for over sixty years, were 
in attendance at most of the sessions. 

H. B. Van Sickle, chairman of the Toledo Con- 
vention Committee of the Toledo Chamber of Com- 
merce, and W. A. Phelps, publicity manager of the 
club, came in with the Toledo hardware delegation 
to help boost for the 1918 convention. 

The convention headquarters was established at 
the Miami Hotel but there was a good hardware rep- 
resentation in every hotel in the city. The hospi- 
tality of Dayton was taxed to capacity but it stood 
the test 

J. P. Duffy, president of the Ohio Hardware 
Dealers Mutual Fire Insurance Company, has at- 





Members and guests of the Ohio Hardware Association at the banquet given by the National Cash Register 
Company 
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E. J. Becker, secretary, Cincinnati Hardware Club; 
L. S. Soule, Western Editor, HARDWARE AGE 


tended every convention of the Ohio association 
since 1894. Mr. Duffy was the second president of 
the association and was elected to that position 
twelve years ago when the convention met in 
Dayton. 

Forest Secrest of Chillicothe was in his usual 
good form. According to the ‘“Unvarnished Truth,” 
he is a politician as well as a hardware man. He 
was credited with being the last man of the con- 
vention to go to bed. 





Left to right: George T. Curtis, Simonds Mfg. Com- 
pany, Fitchburg, Mass.; Will J. Feddery, HARDWARE 
AcE; J. L. Sullivan, Vital Mfg. Company 
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Al. Becker was in his usual place at the registra- 
tion desk, along with Jimmy Maule and the other 
old stand-bys. He may be a Dayton Booster but 
he wore a Cincinnati pennant. 


Salesmen’s Conventions 


To the Editor: FRESNO, CAL. 

HARDWARE AGE is a means of communication be- 
tween hardware merchants and a means of creating 
fellowship among thinking hardware men as wel] 
as a conveyor of suggestions and ideas. 

In the Feb. 27 issue an article appeared that 
touches a dormant chord that apparently has been 
missing in the hardware harmony, i.e., retail sales- 
men’s conventions. Such a move should have the 
support of all from the merchant to the manufac- 
turer. It is next in importance to the hardware 
dealers’ convention, for if there is to be harmony in 
hardware merchandising all elements that make 
the harmony must be included. Then it becomes 
self-evident that retail salesmen’s conventions should 
be boosted because the salesmen are the supreme 





C. A. Jewett, vice-president; J. E. Maule, Georg 
Worthington Company, Cleveland. A pair of ex-presi- 
dents: W. A. Kehnast, Defiance; John F. Baker, Dayton 
working element between the merchant and the con- 
sumer. Boost it to make better salesmen out of 
clerks! Boost for a convention, and let’s all boost 
for the Boss! 
If we all express our viewpoint in HARDWARE AGE 
we will soon have the general sentiment. 
Yours truly, 
D. G. DAHLINGER, 
Retail Salesman, Hardware Department of 
H. GRAFF & Co. 


Wishes Opinions on Stevens 
Bill 
To the Editor: CLARKS SUMMIT, PA. 

I read, with much interest, in your issue of HARD- 
WARE AGE of Dec. 24 R. A. Peterson’s letter on the 
Stevens Price Maintenance bill. I believe as Mr. 
Peterson does that it will in time be a severe handi- 
cap to the small or country dealer. 

As soon as the bill goes into effect, the mail order 
house, no doubt, will offer the same thing, under a 
different label, guaranteed, at cut prices. 

Where would the small dealer be who hasn’t the 
capital or the market to buy his own private brand? 

It strikes me that the Stevens bill is worth looking 
into. 

I would like to hear what some of the dealers 
think about it. 

Yours very truly, 
J. W. BUNNELL & SON. L. W. BUNNELL, 
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The salesmen of the Northwestern Chemical Company, Marietta, Ohio, held a convention at Marietta at the com- 

pany’s new offices, where for the first time all sales representatives congregated since the erection of the neu 

factory, which was completed last fall. There were many interesting and instructive addresses, and the confer- 

ence concluded with a banquet. Those in attendance were: G. Samuel Scott, V. V. Casey, I. D. Cross, M. P. Me- 

Gee, L. D. Speed, C. B. Ballard, C. J. La Vallee, J. H. Rennard, G. A. La Vallee, John McCoy, F. R. Hall, B 

H. Barker, H. A. Fordham, P. L. Riemann, R. M. Tussing and James P. Hunting of the Singleton-Hunting Com- 
pany, advertising counsel for the Northwestern Chemical Company 
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E-6 Company Entertains 
‘HE Emerson-Brantingham Implement Company, 
Rockford, Ill., entertained at its implement 
works recently the following dealers: C. E. Bru- 
baker of Dorman & Company, Freeport, Ill.; Charles 
Bolz of Bolz Bros., Dundee, Ill.; Henry Bills of 
Bills & Ewers, Milledgeville, Ill.; Charles Smith 
of Squires Hardware Company, Mount Carroll, IIl.; 
W. H. Patton of Patton. & Co., Rockford, IIL; 
Charles McGlashan of Rockford, Ill.; E. M. Sipe & 
Son, Kings, Ill.; A. L. Fogle, Rochelle, Ill.; Tom 
Kirby, Steward, Ill.; P. J. Schoenholz of Scarboro, 
Ill.; G. L. Cleverstone, Chana, Ill.; L. D. Marshall, 
Byron, Ill.; E. E. Garman of Adeline, Ill.; Stude- 
baker & Aurand of Steward, Ill.; Richardson Im- 
plement Company, Roscoe, Ill.; Bates Bros., Shir- 


land, Ill.; J. C. Van Sickle & Son, Durand, Ill.; J. C. 


Benning, Rock City, Ill.; Alfred Fowler, Herbert, 


Ill.; Dooley & Burchfield, Clare, Ill.; E. L. Severson, 
Hollandale, Wis. 

The policy of the E-B Company has been to invite 
the nearby dealers to visit Rockford each year, to 
discuss conditions and methods of improvement. 
A. T. Jackson, general sales manager, also made 
some remarks and Charles G. McGlashan, who has 
for more than thirty years represented the Emer- 
son-Brantingham Implement Company in a retail 
way in Rockford, in a very appropriate speech ex- 
pressed his thanks to those assembled for the cour- 
tesies extended him in years past. He also made 
known his retirement from the implement business. 

C. W. Weaver, manager of the Rockford Branch 
of the company, who was chairman of the occasion, 
invited the guests to the advertising department 
where the features of advertising were discussed by 
C. M. Beer, advertising manager, and illustrated by 
moving pictures. , 








Executives and traveling salesmen of the Milwaukee Corrugating Company, Milwaukee, Wis., who attended the 
recent salesmen’s convention: Lower row, left to right: P. E. Sauerwein, J. H. Christman, R. I. Schuppener, 


Fred E. Eriksen, J. E. Tracy, Louis Kuehn, President; 


A. J. Luedke, Secretary; T. A. Lockwood, A. M. Smith, 


F. D. Naylor, F. W. Rockafellow; Middle row: Edson Perry, M. E. Cutner, E. F. Gerken, A. C. Scheder, C. Will 
man, K. 1. Pottenger, H. H. Siefert, S. D. Burton; Top row: T. J. Evans, C. F. Nason, J. M. Smith, T. W. Joli- 
vette, E. L. McVicker, C. W. Kuhl, J. H. Riddle, R. S. Schmeider, J. H. McVay, C. C. Banholzer 
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Minnesota Retail Hardware Associa- 
tion Meets Again at St. Paul 





St 


HE prosperity of the great agricultural state of 
Minnesota is breaking all records. War prices 
for food products has put enormous sums into 

the hands of the farmers of the Gopher State, and 
among the merchants to first share in this prosper- 
ity are the hardware dealers. 

The twenty-first annual convention of the Minne- 
sota State Retail Hardware Association, held Feb. 
20, 21, 22 and 23, brought out a record attendance. 
Agreeable to a regular custom, the meeting place 
was St. Paul. In the Auditorium of the capital city 
was staged a hardware exhibition of exceptional 
merit. The booths were of uniform construction 
and the exhibitors vied with one another not only in 
the excellence of their displays, but in the warmth 
of their welcome to visiting dealers. The exhibitors 
almost to a man reported that the merchants were 
buying in good volume. 

The opening meeting was held Tuesday afternoon. 
After singing ‘‘America,” the dealers were led in 
prayer by the Rev. John Hoffman, after which the 
Hon. V. R. Irvin, Mayor of St. Paul, delivered an 
address of welcome. The mayor is a young man 
with a most pleasing address. He quickly expressed 
the pleasure of the citizens that the State hardware 
dealers should continue to make St. Paul their con- 
vention city. 

He gave credit to the automobile for our rapid 
national advancement during recent years. ‘Boost 
for good roads,” he said. ‘Good roads are as im- 
portant for us to-day as railroads were forty years 
ago. Then you would have bonded your counties for 
fifty years for a railroad.” 

Ben Kernkamp of St. Paul responded for the hard- 
ware dealers and assured the mayor that as long as 
the hardware association continued to receive the 
same splendid co-operation from St. Paul as they 
have received in the past no other city stood a 
chance of getting the hardware convention. 

President Stuhlman’s Address 


President J. C. Stuhlman then delivered the an- 
nual address as follows: 
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Cloud delegation to the Minnesota Retail Hardware Association 


GAIN we are assembled together for further educa- 

tion—education that is needed more than ever in 
our business to-day. We are living in an age when the 
whole world seems to be shaking, and business is so 
unsettled that we do not know what the future has in 
store. 

The keenest and most able business men of to-day are 
at sea; no one can forecast what to-morrow will show 
us; prices are changing daily, and the man who is not 
keeping posted on prices is making a serious mistake. 
Many of us have sold some of our merchandise at prices 
less than we could replace it, thinking that prices would 
not be any higher, but have found to our sorrow that 
we were in error. 

I presume you have all taken inventory and found 
you have made some money on the year’s business—but 
have you? Are you not compelled to pay at least one- 
third more for your spring goods than you did a year 
ago, and are not last year’s profits going into this year’s 
goods? Who can tell if we will make any profits on 
this year’s business on the prices we are paying for 
our goods now? To my mind, we must be more careful 
this year than ever, not along in buying but also 
selling, and above all look out for the credits, see that 
you get your money for your goods. Do as near a 
cash business as you can; take no long chances; buy 
more often rather than overload. I do not want to be 
understood to be advising that you should not have suf- 
ficient goods to do business, for that would be worse 
than being overloaded. 

To my mind it is of greater importance than ever 
that we read and digest all the trade papers we can 
possibly find time to read, not forgetting our own mag- 
azine, our National Hardware Bulletin, for these papers 
give us information pertaining to our business that no 
other source can give us. We certainly make a great 
mistake when we do not read them. I mention this, 
because in some stores that I have visited I have found 
these magazines lying in heaps, the wrappers still on 
them. This is a great error; better cancel your sub 
scriptions and save the price than throw them to one 
side. Paper is a very scarce article just now, and ex- 
pensive. 

At our last convention our membership was 1239; 
to-day we have 1265, a gain of 26 for the year, out of a 
possible 1300 in the State. We have about reached the 
100 per cent limit in membership in our State, and 
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will have to annex some other State if we want to grow 
larger. I want to add that all members’ dues are paid 
ub to date. 

Our Exhibitors 

Our exhibits this year are bigger and better than ever, 
and I want to ask you to spend as much time as you 
can conveniently spare among them. These manufac- 
turers and jobbers have gone to considerable expense 
in coming here, and we owe it to them as well as to 
ourselves to give them all the time and attention we 
can. 

Since our last convention we have increased our of- 
fice room, adding one room and re-arranging others. 
We now have an ideal place to transact the business of 
our association. The office force consists of a secre- 
tary, an assistant, and two stenographers. Salaries 
paid: Secretary, $3,600; assistant, $1,000; one stenog- 
rapher, $918, and the other stenographer, $540, or a 
total of $6,058 per year for office help. 

In conclusion I want to ask each and every one of 
you to take an active interest in the meetings, ask any 
questions you want information on, help in the dis- 
cussions, and make it a lively and interesting meeting 
to all. 


Treasurer Hertz then gave his report, showing a 
balance of $5,510.20 in the bank, after which O. V. 
Hanson reported the activities of the Minnesota 
delegation to the National Convention at Boston. 

Roy F. Soule, Editor of HARDWARE AGE, then 
spoke on the Webb bill, explaining carefully how 
the passing of this bill without amendments would 
permit our manufacturers to form big combinations 
for foreign selling, thereby increasing their output 
and reducing the united cost on many items. 

H. S. McIntyre, Editor of Hardware Trade, then 
spoke on the necessity for prompt collections and 
careful credits from now until the close of the war. 
He emphasized the need of intensive retailing, say- 
ing that dealers need it even more than farmers 
need intensive farming. 


Secretary Roberts’ Report 


The secretary of the Minnesota Retail Hardware 
Association is one of the most efficient, conscientious 
workers in the employ of the hardware dealers of 
this country. His report gives a little idea of the 
man and the things he is doing. Secretary Roberts 
is indeed a wheel horse. He has done so much to- 
ward making the Minnesota Association what it is 
that it would take a whole issue of HARDWARE AGE 
to tell about it. Among other little things, his office 
collected $3,000 in bad debts for the retailers during 
the past year, and in the same period of time he 
collected over $3,000 from the railroads who had 
collected that sum in excess to their rights from the 
members of the association. 





A group of hardware chain store men from Minnesota. 
President Evans is on the extreme left. 





W. T. Cowing, A. M. Kohlhaas and T. H. Caley, 
Princeton, Minn. 


Secretary Roberts’ report was as follows: 


HE Twenty Years’ History of the Minnesota Retail 
Hardware Association has been made. 

On April 29, 1897, 176 retail hardware men met in 
St. Paul and organized the Minnesota Retail Hardware 
Association. 

Fifty-four of these firms are still members, but in 
several of these hardware stores the son is now the 
proprietor. 

The fact that 30 per cent of the 176 men who met 20 
years ago for a purpose, and are still at work trying to 
accomplish certain results for hardware men in this 
State, speaks in loud praise for their faith not only in 
what they want but in their ability to possess it. 

A study of the past twenty years develops the fact 
that the most active association workers have been men 
who met with the first 176. 

A. T: Stebbins, temporary chairman, at this first 
meeting said a great deal could be accomplished by 
organization. The interests of all must be considered- 
manufacturer, jobber, retailer and consumer. There 
are both legal and moral rights. The manufacturer has 
a legal right to sell to whom he pleases, but he does not 
always have a moral right, because he is under obliga 
tion to protect the people to whom he sells. 

No one, whether a manufacturer, jobber, retailer or 
consumer, could to-day say other than that the Minne- 
sota Retail Hardware Association has helped the retail 
hardware men in this State, whether he has been a 
member of the State association or not during these 
twenty years. 

History of Membership 


The State association started with 176 members and 
has grown every year until there is at this time 1265 
members, which is more than 90 per cent of the men in 
the State who would be eligible to membership. The 
association has increased in membership every year, 
although some members have of course dropped out 
each year. 

One year ago 1233 embers were reported. During 
the past year the association has lost 42 of this number 

In 1913 the association lost 75 of the 1912 member 
ship, which was 6.5 per cent; in 1914 the association lost 
67 of the 1913 membership, which was 5.7 per cent; ir 
1915 the association lost 55 of the 1914 membership, 
which was 4.5 per cent; in 1916 the association lost 42 
of the 1915 membership, which was 3.4 per cent. 

The year 1916 shows the smallest loss in the history 
of the association. Of the forty-two lost during 1916, 
12 sold out and quit; 12 consolidated; 15 simply quit; 
3 went bankrupt. One store during the last three years 
has been owned by six different men, but all this time 
by a member of the State association. 

A plan is now being worked to get every member to 
have a policy in the Minnesota Mutual Fire Insurance 
Company; this will keep him permanently interested in 
the association. 
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National Work 


The Minnesota Association was represented at the 
National Convention in Boston by the following dele- 
gates: G. W. Mason, J. C. Stuhlman, W. T. Cowing, 
E. Evens, D. H. Evans, J. H. Coult, Ebert Johnson, 
Leonard Schleck, O. V. Hanson, John Hyslop, A. T. 
Stebbins, H. O. Roberts, M. S. Mathews, C. F. Ladner. 

Mr. Ladner called the delegation together after reach- 
ing Boston and informed them that he would not ac- 
cept a re-election as a member of the National Board, 
and Mr. C. H. Casey’s name was presented instead and 
his election secured, which still gives the Minnesota 
State Association a representation on the National 
Board. 

The Minnesota State Secretary, as Secretary of the 
National Association of State Secretaries, was invited 
to attend the annual meeting held at Argos, Jan. 3 and 4, 
and I want to tell this association that they also have 
some complex problems for consideration, but the least 
of their problems is the Minnesota State Association. 

For twenty years Minnesota has led all other State 
hardware associations in having the largest number of 
members, but during 1916 we have been passed by IIli- 
nois, which claims it has now over 1300; New York 
State is making rapid progress toward the front, with 
strong indications of leading Illinois before another 
year. 

In the amount of work being done for members, no 
State is attempting as many lines of work for the pur- 
pose of helping members as Minnesota. 


Price Bulletins Suggested 


There is one line of work which has been seriously 
considered for the State association, which would be 
frequent bulletins to members with the latest changes 
in market quotations with comments; but there is some 
question as to the worth of such a service, and the extra 
cost would be a matter to be seriously considered. 

I would like to have this question discussed by mem 
bers at this convention, in order to get an opinion as to 
what hardware men think about such a service. 

Is it possible to make such a service cover the entire 
membership, or would it be better to furnish it to cer- 
tain members who would be willing to subscribe and 
pay for it? 

The State office and the Executive Board is willing 
to do all that can be done with the money available, but 
when a letter is sent out to all members it will cost the 
association about $40. 

One thing of the utmost importance is the fact that 
the hardware man and the hardware store as a class is 
growing and is more ready for help now than ever in 
the history of association work. 

Mr. Ladner said at a board meeting this past year 
that he had during the quarter visited forty hardware 
stores and it was a revelation to him to see the im- 
provement that had taken place in these stores during 
the past ten years. This spirit of wanting to improve 
in service as well as in appearance and efficiency in 
hardware stores in Minnesota is rapidly growing. 

In order to help the hardware men, our State paper, 
The Hardware Trade, is inaugurating something en- 
tirely new in trade paper work, which is to have in 





Left to right: W. V. Hawkins and F. M. Everett of the 
Columbian Rope Company, Auburn, N. Y.; Howard W. 
Power and O. B. Woodrow of washing machine fame 





Hardware Age 





Left to right: John Stuhlman, past-president; Secre- 

tary Roberts; National President Woodward and E. K. 

Evans, newly-elected president of Minnesota Hardware 
Association 


each issue retail prices which are picked up in the Twin 
Cities and printed as a guide in helping hardware men 
to know regarding retail prices being quoted by city 
dealers. 

At each annual convention the State association elects 
officers for another year. This is one of the most im 
portant matters up for consideration, and it should re 
ceive careful consideration by the wisest members, as 
the future of your association is placed in the hands of 
the men you elect. 


Business Education 


Work has been done and is now in progress for busi- 
ness education to be done in our State University. Work 
that will help to fit boys for life in retail stores, job 
bing houses, manufacturing plants, banks, insurance 
and real estate offices, as well as to be lawyers, physi- 
cians, dentists, etc. 

Business men and commercial organizations all over 
the State have gotten behind the movement. 

I am pleased to report this because it is in a large 
measure the result of work started by the State hard- 
ware association. We hope that before another year 
rolls around that the four years’ course will have been 
started. 


Blanks and Exhibits 


It is also a pleasure to call your attention to the dis- 
play in this room of blanks used by hardware men, and 
from it many should be able to carry home ideas that 
will help in making strong some weak spot in their 
system. 

Plans for displaying merchandise should receive more 
consideration from many hardware men, and for the 
purpose of helping along this line some few display 
racks have been gathered up. Is it not possible for this 
State to standardize certain blanks for use in hardware 
stores and then have them gotten out by multigraph in 
the State office at a saving of money as well as an im- 
provement in system for many hardware members? 

I would like to call especial attention to the splendid 
lines on exhibition this year which ought to offer oppor- 
tunities to hardware men looking for new lines, for 
the lines you are now handling and on exhibition which 
you will be needing the coming season. This exhibition 
will offer an opportunity to go over a future order with 
many samples for examination. 

I would like to request that every visiting member 
give all the attention possible in order to show appreci- 
ation for these splendid exhibits. 


Price Kicks Answered 


Nineteen-sixteen was a good year. The harvest in 
some particulars was not as large as previous years, 
but the prices paid to Minnesota farmers put the total 
above any previous year. 

One hardware man said a farmer brought 50 bushels 
of potatoes to town and took home the best steel range 
he had in stock. 
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Hardware men report an increase in volume as well 

profit for 1916. 

‘tocks should have been invoiced on a basis of cost, 
na the year’s profits should be figured only on busi- 
ess done during 1916. 

The increase in value of goods on hand is left for 

fit to be shown during 1917, providing the goods are 

at the high price. 

[he conservative hardware man is keeping stock 
down to the minimum and credits up to the maximum, 

the firm with the large stock and book accounts 
tands to lose most when prices start down. 

| have tried to organize local credit bureaus in sev- 
eral towns, but I have not been very successful. 

It looks as though it was a matter of great impor- 
tance to merchants in any town, but it is an exceedingly 
difficult thing to secure proper co-operation. 

Many towns have splendid credit bureaus which are 
kept up to date, but it is always where there is some 





E. K. Evans 


one who knows how to act as secretary of the local 
association. 

The freight auditing department has done good work 
during the year. Three hundred and forty-seven pack- 
ages of bills were received for audit and 4605 claims 
were filed amounting to $3,978.36. During 1916, $2,920.19 
was collected. 

Occasionally when I am in a hardware store I will 
find bills reaching back beyond six years that have not 
yet been audited, although bills are out-lawed at the 
end of six years, and then no claims can be entered for 
errors and overcharges. The wiser plan is to send in 
bills at least once each year. 

Don’t send freight bills by parcel post, as it will cost 
first-class postage regardless of what you pay to start it. 


Collecting Old Bills 


The collection department for the State association 
has made a splendid showing, and hardly a day passes 
that a memo of old accounts or notes is not received 
from some hardware man. 


"Gosh. he must 
have some ¥ 
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I have not heard one word of complaint regarding 
the service of the department, either regarding work 
done or treatment of debtors, from any one member 
sending in accounts, while many expressions of surprise 
are made that we are able to secure settlements. 

If all hardware men in the State could fully appre- 
ciate the service offered to them through this depart- 
ment, and use it on all slow-pay accounts, it would be 
a valuable help to them and would also help the asso- 
ciation to secure increased revenue. 

The following record shows the scope of the work: 


a a ey eee ee 89 
SELL © we wcsteasouk due ate makina asa 30 
(25 of these 30 were settled in full) 
Number suits reported, 1916..........™. 39r 
Number new suits reported............. 102 
Total now for whom work is started...... 493 
Amount reported during 1916....... $27,590 99 
Number letters sent out ................ 5011 
Number replies received................ 799 
Percentage of replies received............ 16 
Amount culledied during the year... .$3,858.93 
Number of settlements made............ 360 
Percentage of replies settled............. 45 


At least 25 per cent of the letters sent out to debtors 
come back to this office unclaimed. A large percentage 
of the claims sent in have no address and therefore no 
letter is written. 


During the past year the association office has been 
enlarged to double the size it was one year ago. It is 
now ample for all work so far inaugurated. 

Executive board meetings have been well attended 
during the past year; only two members were marked 
absent one time each. Meetings have been interesting 
and all problems carefully considered. 

The secretary attended the National Convention in 
Boston, Secretaries’ Conference in St. Louis, a National 
Program Committee meeting in Chicago, the National 
Executive Board meeting in Argos, besides visiting 
towns in the State and finally attending the Kentucky 
Convention held in Louisville, having traveled a total 
of 12,900 miles. 

The secretary wishes to go on record as expressing 
his appreciation for the co-operation of officers during 
the past year, as well as an ever-increasing number of 
members of the State association. 


On Wednesday Roy F. Soule, Editor of HARDWARE 
AGE, delivered an address on “Efficiency in Buying 
and Selling,” after which a lively Question Box dis- 
cussion of this subject proved very beneficial. 

J. H. McIntyre, Editor of Hardware Trade, and 
Bevin Lawson, sales manager of the Auto Strop 
Safety Razor Company, New York City, delivered 
very constructive business addresses on Thursday. 

President Woodward of the National Retail Hard- 
ware Association explained carefully the work of 
that body, and when the meeting closed it was de- 
clared one of the most constructive conventions ever 
held by the hardware merchants of Minnesota. E. K. 
Evans of Princeton, Minn., was elected president of 
the Minnesota Retail Hardware Association for the 
coming year. Mr. Evens is one of the most efficient 
and best-known retail hardware dealers in the State; 
and his term of office will undoubtedly prove of 
great value to the dealers. O. V. Hanson of Roches- 
ter was elected vice-president. 


“Thank: "for your good. work 


you: 
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The Twelve Traitors 


By W. L. CROUNSE 


WELVE men—not “good men and true,” but 
T traitors to their country in a great crisis—last 

Sunday morning filibustered to death the bill 
intended to clothe the President with power to arm 
American merchantmen and thus protect American 
lives and property on the high seas. 


“More than 500 of the 531 members of the two 
houses,” said the President in a scathing denuncia- 
tion of this treachery, “were ready and anxious to 
act; the House of Representatives had acted, by an 
overwhelming majority, but the Senate was unable 
to act because a little group of eleven senators had 
determined that it should not.” 


But why only eleven, Mr. President? We find in 
the list Clapp of Minnesota, Cummins of Iowa, 
Gronna of North Dakota, Kenyon of Iowa, LaFol- 
lette of Wisconsin, Norris of Nebraska and Works 
of California, so-called Republicans with progressive 
leanings; and Kirby of Arkansas, Lane of Oregon, 
O’Gorman of New York, Stone of Missouri and 
Vardaman of Mississippi, Democrats. These are 
twelve, not eleven. Can it be, Mr. President, that 
you have overlooked your personal representative 
on the floor of the Senate, William J. Stone of Mis- 
souri? 


“In the immediate presence of a crisis fraught 
with more subtle and far-reaching possibilities of 
national danger than any other the Government has 
known within the whole history of its international 
relations,” to quote your excoriating indictment of 
these men—William J. Stone, chairman of the Sen- 
ate Committee on Foreign Relations, your trusted 
lieutenant for four long years, abandoned his trust, 
delivered over to Senator Hitchcock of Nebraska, 
the ranking Democratic member of the committee, 
custody of the bill providing protection for Ameri- 
cans and their property when borne by ships flying 
the Stars and Stripes, and, with the end of the Con- 
gress in sight, with every moment golden, took the 
floor and for nearly five long hours talked against 
time to kill the very measure his committee had re- 
ported and blurted out the very secrets of the navy 
that had been confided to his discretion! 


Surely, Mr. President, the name of William J. 
Stone should lead the list. 
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The good people of Missouri evidently do not 
know the man who misrepresents them in the Sen- 
ate. But he seems to be not without reputation, of 
a sort, in the Capital City. For example, note the 
following from the Washington Times, a journal 
of substance and standing: 


“Everybody knew that Stone had a yellow streak. 
As a Missouri politician he well earned the sobri- 
quet of Gumshoe Bill. The Baking Powder Trust 
scandal is not forgotten, nor the proverb current in 
the Folk period of investigation, ‘Stone sucks as 
many eggs as the rest of us, but he hides all the 
shells.’ ”’ 


Here, at last, are shells he cannot hide and, as the 
Times adds: “It would be just as well for a dis- 
illusioned Democratic majority to tell Stone where 
he could get off when the new Senate is organized, 
namely, off the important Committee on Foreign 
Relations, on which are needed _ single-minded 
Americans.” 


And how humiliating the spectacle presented by 
this great country of ours in the greatest crisis in a 
hundred years! 


“Although, as a matter of fact,” said the Presi- 
dent, ‘the nation and the representatives of the na- 
tion stand back of the Executive with unprecedented 
unanimity and spirit, the impression made abroad 
will, of course, be that it is not so, and that other 
governments may act as they please without fear 
that this Government can do anything at all. We 
cannot explain. The explanation is incredible.” 

Twelve men have made America the laughing 
stock of the chancelleries of Europe and of the civil- 
ized world! 


“A little group of willfrl men,” as the President 
declared, “representing 10 opinion but their own, 
have rendered the great Government of the United 
States helpless and contemptible!” 


But the Legislatures of eleven States—for Cum 
mins and Kenyon are both from Iowa—have work 
cut out for them. They should lose no time in de- 
manding the resignations of their recreant senators, 
who, in the very shadow of war, have “given aid and 
comfort to the enemy.” 
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By C. J. NOWAK 


NTHUSIASM and interest in the work, while 
very necessary, are not the only essentials 
needed to convert an ambitious beginner into a 

first-class show-card writer. To be successful he 
must exercise a considerable amount of patience and 
must possess determination. It is absolutely neces- 
sary to remember and follow faithfully the various 
fundamental principles covered in these lessons. 

There are two reasons for most failures; lack of 
application and quick discouragement if results are 
not immediately forthcoming. Always keep in mind 
this fact—faithful study and constant practice are 
bound to bring results. Keep constantly at it and 
you cannot very well fail to become a proficient card 
writer. 

At first it may seem that the amount of time and 
practice needed is not in keeping with the ability 
that is gained, but don’t get discouraged if you 
cannot make perfect show-cards in the first week or 
two. It takes time to get the necessary knack and 
ease of operation that must be acquired before 
rapid work of professional appearance can be turned 
out. Once the fundamentals are learned the rest 
will be easy. 

Stick to the Lesson 


Let us impress upon you, once more the necessity 
of memorizing the formation and construction of 
each style of alphabet. The lessons should be first 
copied letter for letter and then executed from 
memory. Compare your results with the illustra- 
tions shown in the lesson, and keep trying until your 
work can hardly be told from the original. It is ad- 
visable not to try to make show-cards until you feel 
that you have mastered the alphabet with which you 
are working. Master one style and use that in 
making your cards. When you have this well in 
hand tackle another one. Be satisfied to use the 
alphabets as they are presented to you—don’t try to 
elaborate on them. The simpler the style the more 
effective will be the show-card. 








AB@GDEPGHIJK 
LMNOPQRSTU 
VWXYZ | 
abe defghijklmn 


opqrstuvwxryz& | 


412 34566789° | 

















The chief characteristics of this alphabet are the curved 
strokes and spurs 
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Use Good Materials 


To make any amount of headway either in prac- 
tice or in actual work it is necessary to have good 
materials—proper cardboard, suitable ink and pen 
—and, no less important, good light. 

Cardboard suitable for show cards is made up as 
a rule of wood pulp with a glazed coating that gives 
a smooth surface for the pen. It can be purchased 
either plain or coated on one or both sides. For 
pen work eight-ply cardboard, coated on one side, is 
ideal material. If the show-card is to be lettered 
on both sides then cardboard coated on both sides 
should be purchased. An uncoated board, as a rule, 
is too rough and does not have a suitable surface 
for pen lettering. Mat or bristle-board, which has 
a soft, felt-like coating, is required only for high- 
class brush work where time is no object. It is 
much more expensive than ordinary cardboard and 
should be avoided—at least in the beginning. Often 
a six-ply cardboard will answer equally as well as 
eight-ply, especially for pen lettering, as the cards 
are seldom larger than 14 sheet and the additional 
stiffness of eight-ply board is not needed. The 
lighter weight, of course, is considerably cheaper. 


Good Light Essential 


The need of good light has been mentioned in 
previous lessons and it cannot be emphasized too 
strongly. It will assist not only in improving the 
work and allowing better selection of colors, but in 
taking care of the eyesight. There is no better 
light than daylight, if it can be had. It should 
come from the upper left hand corner of the work 
table where it will cast no shadows across the work. 
If the work must be done by gas or electric light, 
the light should be in such a position that there is 
no reflection from the cardboard to strike the eyes. 
An eye shade will be found a valuable convenience 
if artificial light is used. 

The alphabet and show cards that accompany this 





Get Ready for the Road 


Relieve your Brakes 


Vulcanizes your Tires 
Datel eny ead Polish 
Refinish the Top 


The materials 
you will need 
are here 














A show-card that will help the sale of automobile a 
cessories 
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SARGENT | 
AUTOMATIC 
BENCH 
PLANES 


| Choice of 
| Smocth ox 
Conugated Bottoms. 








x 





Show-card made with the Redis pen, and an illustration 
taken from a HARDWARE AGE Advertisement of Sargent 
& Co., New Haven, Conn. 


article were all executed on quarter sheets, 11 x 14 
in. The chief characteristics of this alphabet are 
the curved strokes and spurs. The capital letters 
were executed between guide lines 7% in. high and 
the lower case letter “a’’ between guide lines '% in. 
high, while the ascending strokes are of the same 
height as the capitals. The capitals were made with 


a No. 2'% Redis pen and the lower case letters with 


a No. 2 Redis pen. In some cases, however, both 
can be executed with the same pen. These measure- 
ments should be carefully followed to secure the 
proper height for pens of various sizes. 

Cards No. 1 and 2 give two different layouts 
made with appropriate illustrations taken from the 
advertising pages of HARDWARE AGE. Card No. 3 
shows a unique idea for a card to be used in connec- 
tion with a display of automobile accessories. The 
same idea can be worked out by carrying threads 
from the various parts of the card to the merchan- 
dise itself, or a similar card on a larger scale might 
be made as part of the background with threads or 
ribbons leading to the various parts of the display. 





“Eb all 
| STEWART | 
Hiorse Clipping 

Machine ‘ 


For your horses 
Spring hair cut. 

















Show-card made with the Redis pen, and an illustration 
taken from a HARDWARE AGE advertisement of the 
Chicago Flexible Shaft Company, Chicago, Ill. 





Hardware Ave 


It should be kept in mind that the important part 
of the text should always be brought out more 
strongly than the descriptive matter and that neat 
arrangement and use of plenty of white space are es- 
sentials of good show-cards. 

Keep practising—systematically, not spasmodical- 
ly. Half an hour a day devoted to this work is a 
lot better than two or three hours once a week. If 
you can devote one hour a day so much the better. 
But try to give part of each business day to the 
work. Don’t try to learn it all at once. Be satis- 
fied to make haste slowly—but surely. And remem- 
ber that if you strike a snag, a letter to HARDWARE 
AGE will bring a prompt solution of your difficulty. 

In reply to the many inquiries received about 
Redis pens, HARDWARE AGE can supply them at 50 
cents a set. 


Coming Conventions 


AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, New Orleans, La., March 
27, 28, 29, 1917. Headquarters, Hotel Grunewald. 
Arthur H. Chamberlain, secretary, Marbridge 
Building, New York City. 

AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION, in conjunction with the SOUTHERN HARDWARE 
JOBBERS’ ASSOCIATION, Houston, Tex., April 17, 18, 
19, 20, 1917. Headquarters, the Rice Hotel. F. D. 
Mitchell, secretary-treasurer, Woolworth Building 
New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CON- 
VENTION, in conjunction with the AMERICAN HARD- 
WARE MANUFACTURERS’ ASSOCIATION, Houston, Tex., 
April 17, 18, 19, 20,1917. Headquarters, the Rice 
Hotel, John Donnan, secretary-treasurer, Rich- 
mond, Va. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Hot Springs, May 3, 4, 5, 1917. Grover 
T. Owens, secretary, Little Rock, Ark. 

THE SOUTHEASTERN RETAIL HARDWARE ASSOCIA- 
TION, comprising the Florida, Alabama and Georgia 
retail hardware associations, will hold conventions 
as follows: 

FLORIDA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Tampa, May 8, 9, 10, 1917. 
Walter Harlan, secretary, 44 Boulevard Circle, At- 
lanta, Ga. 

ALABAMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Montgomery, May 22, 23, 
24, 1917. Walter Harlan, secretary, 44 Boulevard 
Circle, Atlanta, Ga. 

GEORGIA . RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Macon, June 5, 6, 7, 1917. 
Walter Harlan, secretary, 44 Boulevard Circle, At- 
lanta, Ga. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Louis, Mo., June 12, 13, 14, 1917. M. 
L. Corey, secretary, Argos, Ind. 


A Hardware Age Kield 
for Advertisers 


Indianapolis, Ind. 
To the Editor: 
For over a year I have looked over your paper 
and have never seen an ad for gas appliances such 
as shut-offs and unions, elbows, etc. Such at a 


reasonable price to-day are in big demand. 
A Reader. 











Hardware Age System of Accounting 


eventh Installment of the Simplified System of Accounting 


with Synopsis of Previous Issues 


By T. W. 


tyN the previous issues of HARDWARE AGE on 
| these pages the Daily Record form which is 
the system itself was illustrated by a large 
supplement sheet showing the various entries that 
would occur in the average hardware store in the 
course of a month. In subsequent issues, how to 
place these entries on the Daily Record form were 
illustrated and described. The simple method of 
finding the vital facts about your business, such 
as the value of your inventory, the amount of 
cash on hand, the amount due from your custom- 
ers, etc., were explained in the following issues 
and in this issue we will show how a trial balance 
is taken from the Daily Record form at any time. 
But before we go into this it may be well to tell 
our readers at this point how the system should 
be started. We have received many requests from 
all over the country asking for the complete illus- 
tration and description of the system. These are 
from concerns that wish to install the system at 
once. Our reply and answer to all of these re- 
quests have been that they wait until they read 
the entire articles, asking them to make sure that 
the system fits their business instead of making 
their business fit the system. 


How to Start the System 


In order to start the HARDWARE AGE Simplified 
System of Accounting it will be necessary to find 
at the first of the month what is known as your 
asset and your liability. ° 

Assets are such accounts as your cash in bank, 
your inventory or value of stock on hand, the 
amount due you from your customers and any other 
amounts that could be used by the business to 
liquidate its debts or liabilities. For example, 
your cash in bank could very easily be used to 
liquidate such debts. Your furniture, fixtures and 
equipment could be sold to further liquidate your 
debts and the amounts due you from your cus- 
tomers known as charge accounts could be col- 
lected and applied to the same thing. All of these 
accounts then are known as your Asset Accounts. 
Liabilities are the debts or obligations of your 
business such as notes payable to others, and 
your open accounts payable to jobbers and people 
from whom you buy. Interest on notes payable 
is also a liability and your capital stock if you 
are a corporation or your capital investment if 
it is a proprietorship are also liabilities. These 
accounts are liabilities in that the business is 
liable to the stockholders or to the proprietor or 
partners for their investment in the business. 

The excess of liabilities or assets over one or 
the other tells you your profit or surplus in the 
business. For example, if your assets exceed 
your liabilities you show a surplus which is placed 
on the liability side of your balance sheet and 
you have what is known as a trial balance. If 
your liabilities exceed your assets you have what 
is a known as a deficit surplus, or in other words, a 
loss, and this amount is placed on the debit side 
of your balance sheet and you likewise have a 
trial balance. 

Let us take the figures as shown on the large 
supplement sheet in the issue of Feb. 3, and arrive 
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at a trial balance of our Daily Record from these 
figures. 


Trial Balance at Any Time from Daily Record 


The following figures listed under debit and 
credit as taken from the Daily Record sheet will 
indicate to you the simple method by which we 
arrive at a trial balance from the business record 
of the simplified system of accounting. We simply 
have to list all of the debits on one side and all 
of the credits on the other to prove to us that our 
accounting is correct. 

By glancing at the two columns and the foot- 
ings of these columns we see that they total $22,- 
339.61. 





Debits Credits 
Col. 1 Capital withdrawn .... $250.00 
“ 38 Capital invested ....... $10,316.59 
” 2 Furniture, fixtures and 
Co) Se 1,028.00 
“ 37 Reserve for depreciation 8.56 
. 3 Notes payable paid off. . 250.00 
“36 Notes payable to others. 2,000.00 
" 5 to 19 Expenses ........ 798.57 
“20 Cost of goods sold ..... 2,228.58 
© Be ee even ssvkdnewernes 3,258.08 
“ 21 Accounts payable paid 
OP cahdabieeseaneene 364.33 
“33 Accounts payable to 
Gv ccncvenenvnne 1,118.27 
“« 22 Inventory and purchases 9,097.82 
“ 36 Cost of goods sold ..... 2,228.58 
“ 23 Charges to customers... 5,157.00 
“ 30 Credits to customers.... 558.54 
“ 24 Cash received and on 
OMA Legare wen wwaane 3,165.31 
SO Ce ace wiewindene 2,797.43 
“29 Cash discount taken ... 22.81 
“37 Accrued interest payable 10.00 
“ 32 Other sales or earnings. 20.75 
$22,339.61 $22,339.61 


The above figures were,taken from the Daily 
Record system and include some figures which, 
of course, it would be unnecessary for you to find 
in order to start the system. For example, it would 
not be necessary for you to know the amount of 
capital withdrawn in order to start. But it would 
be necessary for you to know the amount of your 
capital invested, which as shown in the above fig- 
ures amounts to $10,316.59. In order to know the 
net amount of capital invested at this time in the 
business you would have to subtract the capital 
withdrawn, which amounts to $250, from your 
capital invested, which would give you the amount 
now invested in your business. 

Capital invested would be found after you had 
determined all of the other assets and liabilities 
and subtracted one from the other. The excess 
of one over the other would be either your capital 
invested or your loss incurred in the business up 
to this period. 


How to Start the System 


We would first determine the amount of cash 
on hand and in bank. This is done by having the 
bank book balanced as at the first of the month 
and deducting from this all outstanding checks 
which had not been presented at the bank for 
payment. Add to this amount the cash on hand 
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in the store and this would give us our first asset 
which we would enter in Column 24 at the top of 
the sheet. By referring to the accompanying fig- 
ures we will notice that this amounts to $3,165.31, 
and during the month we paid out of this amount 
$2,797.43. The difference between these two fig- 
ures would mean that at the beginning of the next 
month this is the amount of cash that we start 
off with and is entered at the top of the Daily 
Record sheet in Column 24. 

Our next asset to be determined is the amount 
of money due us from our customers, which is 
known as “Accounts Receivable.” When this has 
been determined to be correct we enter this 
amount at the top of the Daily Record in Column 
23. We will assume, of course, that we have taken 
inventory or that we know the value of the in- 
ventory as of this date and this amount is entered 
at the top of the Daily Record in Column 22. We 
next determine the amount of money that we owe 
to jobbers and others from whom we have pur- 
chased goods, and after we have made sure that 
this amount is correct this is added on the credit 
side of the Daily Record at the top of the sheet 
in Column 33. Likewise we determine the amount 
of money that we owe on notes and this is entered 
on the credit side at the top of Column 36. We 
then ascertain the net value of our furniture, fix- 
tures, etc., to the business as of this date and this 
amount is entered on the debit side at the top of 
Column 2. Any other assets or liabilities in the 
business are determined in like manner and en- 
tered in the various debit and credit columns to 
which they belong, and after we have determined 
all of these the net difference between the total 
debit and the total credit will give us our capital 
invested account. This we will enter on the credit 
side at the top of Column 38, and our balances in 
the various columns’ totals will give us a balance 
sheet with which to start the system. 

After these have been entered we are ready to 
do business in the accounting system and we start 
to make our daily entries as shown in the issue of 
Feb. 3. We continue this until the end of the 








month, accounting for each transaction of the 
business until the end of the month in which we 
are working. 

At the end of the month we total all of the vari- 
ous columns, and after they have been shown to 
be correct by adding the total debit and compar- 
ing it with the total credit we then take off a trial 
balance as shown by the figures above. 

By glancing at the trial balance taken from the 
Daily Record sheet as shown above, we will notice 
that we have shown both debits and credits to the 
same asset or liability accounts. In order to find 
the net value of these accounts the credit or debit 
will have to be subtracted one from the other to 
give us the figure to be used in our statement of 
assets and liabilities or income and expense. For 
example, on the credit side we show a total for 
sales for the month of $3,258.08, but from this 
account we should subtract the cost of goods sold 
which amounted to $2,228.59, and from this net 
result we still have to subtract the expenses for 
the month which amounted to $798.57. Likewise 
in the debit column we show an asset for inven- 
tory and purchases amounting to $9,097.82, but 
from this amount in order to find the net value 
of our goods on hand at the present time we will 
have to subtract the credit figure, cost of goods 
sold, amounting to $2,228.58. And from our debit 
figure charges to customers, amounting to $5,157, 
we will have to subtract the credits to our cus- 
tomers amounting to $558.54. After we have fig- 
ured the net value of all of our assets and liabili- 
ties we are then ready to prepare our statements 
of assets and liabilities at the close of business in 
the month in which we are working. 


Questions and Answers 


Before we show the drawing up of a statement 
of assets and liabilities and income and expense 
from our trial balance taken from the Daily Rec- 
ord sheet, the writer wishes to call attention to 
the various inquiries that are being received by 
HARDWARE AGE in regard to installation of the 
system. First we would like to call attention to 








The binder for the Daily Record 








March 8, 1917 


a notice elsewhere in these articles describing the 
cost of the system to our readers which will serve 
as.an answer to a large number of such inquiries. 
In answer to numerous other inquiries in regard 
to furnishing our readers with a complete illus- 
tretion and description of the system, the writer 
wishes to state that at the completion of these 
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articles the entire series will be compiled in 
pamphlet form which will be distributed to every 
user of the system. Or if any of our readers de- 
sire to have the complete illustration and descrip- 
tion in pamphlet form in order to assist them in 
their present accounting method this will be given 
to them at a nominal cost. 





j‘HE HARDWARE AGE System of Simplified Ac- 
“ counting will cost $15, and will include: 

1 sectional post binder, bound in genuine gray 
army duck with heavy leather corners. 

200 daily record loose leaves. 

1 daily sales binder bound in gray army duck. 

100 daily sales loose-leaf record leaves. 

Extra sheets can be obtained at a cost of $2 
per 100. 

Note: HARDWARE AGE has arranged with one 





of the largest loose-leaf manufacturers to have 
these systems manufactured for the benefit of its 
readers at a cost far below that for which the 
system could be purchased individually. Before 
deciding to install the system in your business 
read the complete series of articles. Do not make 
the mistake of making your business fit the sys- 
tem, but make your system fit the business. Write 
to the Editor of the Business System Department 
for complete instructions if you have not all the 
issues. 








From Section Hand to 
Manufacturer 


Wy HEN H. L. Leilich sold his interest and re- 

signed as president and general manager of the 
Delphos Mfg. Company, Delphos, Ohio, a few months 
ago many hardware people who knew this hustling 
Ohio manufacturer expressed the thought that it 
was tough on the hardware trade to lose that sort 
of material. It is rumored that Mr. Leilich is al- 
ready feeling the call of hardware again and after 
his southern vacation or rest trip is completed will 
again enter the hardware manufacturing field. We 
hope the rumor is true. 


Mr. Leilich went to Delphos, Ohio, when he was 
a youngster of 17 and his first job was on the busi- 
ness end of a number-two shovel with which he 
“tamped” ties under an Irish section boss of the 
Clover Leaf Railroad. 

After a few months of this simplified “railroad- 
ing” he got a job in a local woolen mill but the 
weather man soon killed it. The mill was run by 
water power and Jack Frost closed it every winter 
with ice. When the freeze-up came H. L. looked 
around for some business made brisk by the same 
elements that had ice-blocked the water wheel and 
he found it in a local shoe store. When trade was 
dull he worked at the cobbler’s bench, but it didn’t 
suit, so young Leilich went back to the Clover Leaf. 
This time he entered the employ of the railroad com- 
pany as a boiler maker’s helper and he stuck until 
he was a full-fledged boiler maker and blacksmith. 
Later he worked as a machinist so when he became 
a partner in the Delphos Hardware Company he 
was one of those good all-around men sometimes 
known as a jack-of-all-trades. 

In 1896 he bought an interest in the Delphos Can 
Company, but in 1898 sold out at 50 cents on the dol- 
lar because he thought the management was ineffi 
cient. He was right. In four years the company 
was all but on the rocks. Knowing Leilich’s. ability 
interested bankers then persuaded him to take the 
management, which he did, buying back his old stock 
at the price at which he had sold it. They changed 
the name to the Delphos Mfg. Company. 

The day he took hold two men were working in 
the factory and there were no raw materials on 
hand. In ninety days he had a busy force of 130 
people. The first stock of iron and tin plate he 
bought he paid for out of his own pocket as the com- 


pany’s credit was branded N. G. even by the local 
banks. 

What H. L. Leilich did since 1902 is hardware 
history. When he resigned the management last 
year his company’s works occupied over 5 acres of 
floor space, they handled over 1600 carloads of goods 
a year and were doing an annual business of two 
and a quarter million dollars. They were employing 
400 people. 

The success of this great manufacturing company 





H. L. Leilich 


was largely due to the energy and resourcefulness 
of the man who started in Delphos as a section hand. 
He left with the good will and best wishes of every 
member of the Delphos Mfg. Company. HARDWARE 
AGE hopes the rumor that he will return to the 
hardware manufacturing business is true. 


Davip T. ABERCROMBIE has joined the sporting goods 
house of Baker, Murray & Imbrie, Inc., 15-17 Warren 
Street, New York City, with the official title of vice- 
president. In a statement issued by the firm, the fol- 
lowing appears: “It is a privilege for us to have David 
Abercrombie as a working companion—with his ripened 
experience and knowledge, with his rare temperament 
and enthusiasm, and with his mature devotion to big 
things.” 
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Editorial 


Caution in Buying 


ANY of the hardware stores of this 
country are over bought. The evidence 
is plainly manifested in the way they pay 
their bills. During the past year payments 
have slowed up. Some of the usually prompt- 
pay dealers have slipped into the thirty-day 
class, some of the prompt thirty-day people 
have become sixty-day concerns, and a lot of 
the sixty and ninety-day fellows have skidded 
clear off the track, and their payments are as 
irregular as complete eclipses of the moon 
and cannot be nearly so clearly forecast. 
Many of the retail dealers have been fool- 
ing themselves about the amount of business 
they have done. An increase in the amount 
of money charged or collected in 1916 does 
not necessarily imply that more merchandise 
was sold. Quite to the contrary in many 
cases the greatly advanced prices have so 
raised the income that fewer goods sold have 
shown more in dollars and cents, nor can 
increased figures be accepted as indicative of 
increased profits. The truth is that many 
merchants have not advanced their retail 
prices in percentage proportion to the ad- 
vances they have paid for goods, and their 
percentage of profit has shrunk accordingly. 


The book profits of many concerns show 
up very well, but careful analysis of some 
such business reveals the fact that the gain 
is largely tied up in high-priced goods in 
stock. Many of the manufacturers of hard- 
ware have shown enormous book profits 
which are to-day largely represented by new 
buildings and additional equipment, and it is 
extremely problematical whether all those 
machines will be needed when the world war 
closes, and the warring nations again be- 
come our aggressive business competitors. 

HARDWARE AGE is not at all pessimistic, 
but many things are evident. Already some 
of the manufacturers of hardware have 
started campaigns of retrenchment. They 
would rather miss a little business than to 
lose a lot of the profit they have made. They 
are not endeavoring to pile up stock, although 
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some of them could do so with their present 
manufacturing facilities. Nor do the hard- 
ware jobbing houses look at all as they did 
two years ago, or even 12 months ago. At 
that time warehouses were crowded to ¢a- 
pacity, and aisle room was narrowed in prac- 
tically every wholesale hardware house in 
this country. Nineteen sixteen was the ban- 
ner year of the wholesale hardware business 
of the United States. The foresight of the 
buyers of hundreds of these concerns was 
great, and they have profited accordingly. 
Almost without exception the wholesalers 
advanced their prices in perfect harmony 
with the manufacturers’ frequent advances. 
They have sold their great speculative buys, 
and are now gaging their needs cautiously 
and carefully. Stocks are being kept in 
shape to make prompt shipments, but the 
future is not being played with the same 
careless confidence that prevailed a year and 
a half ago. 

Many of the retailers have been so serious- 
ly handicapped in securing goods that they 
have bought rather heavily in order to evade 
future embarrassments. Many dealers have 
heard of the large profits made during the 
past two years by those more speculatively 
inclined, and are now trying to do what the 
other fellows did. 

The books of the average retail hardware 
store to-day do not show that the merchants 
are extending more credit than usual, yet the 
fact remains that payments are “slowing up.” 
A peek into the accounting departments of 
the’ jobbers and manufacturers will prove 
this statement, though some of the less scrup- 
ulous insist that things are in apple-pie order 
to keep business coming. 

Hardware prices are not going to decline 
before August, and probably not then. The 
goods that will be sold this summer have al- 
ready been bought by the jobbers, and in 
many cases by the retailers. It would be 
foolish to stop buying, and start filling the 
family stocking with gold, but it is more fool- 
ish to buy for more than five or six months 
ahead, and particularly so for the merchant 
who is not meeting his bills promptly. 

“Pay as you go” would be a principle that 
would so completely take the life out of mod- 
ern business that funeral services would soon 
be in order. Credit is the foundation of most 
business and justly so, but a merchant’s 
credit should be founded with his banker, 
and not with those from whom he buys 
goods. 
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When manufacturers and jobbers report 
that payments from retailers are “slowing 
ip” they point out what in a high market is 
a vividly dangerous symptom. 

Nineteen seventeen is a year in which ev- 
ery merchant should analyze his purchases 
with extreme care. This is not a time for 
guesswork. Purchases should be made on 
past selling records. The man who buys a 
little less than he can sell can always pur- 
chase more. One of the joys of money in the 
bank is that it will always find a seller of 
merchandise. HARDWARE AGE earnestly ad- 
vises its readers to take careful inventory of 
every item before goods are bought. We ad- 
vise an analysis of sales for three years past. 
We advise that when the average has been 
found that it be discounted 20 per cent in 
the purchase of seasonable goods for 1917. 
In other words, HARDWARE AGE is advising 
the retail hardware merchants of this coun- 
try to play safe. The jobbers will be ready 
to take care of your fill-in orders if you run 
short in the heat of the season. . 

HARDWARE AGE does not look for a reces- 
sion in prices soon, but it takes time to cut 
down a retail hardware stock, and a lot have 
bought and bought—well they have bought 
until payments have “slowed down.” 

Peace in Europe may be a long way off, 
possibly longer than any of us imagine, but 
a year ago we heard no peace talk, and to- 
day—well it has become quite general, even if 
it isn’t all branded diplomatic or sensible. 

When the end of Europe’s titanic struggle 
comes it is safe to predict that hardware in 
this country will shrink in value some 30 or 
40 per cent. A clean stock with both collec- 
tions and payments “speeded up” at that time 
would be most desirable. Profits represented 
wholly by merchandise on hand may indeed 
become paper profits in the stores of those 
who are careless enough to continue to 
plunge. 

The wise merchant must always anticipate 
his wants. Next summer’s purchases are 
considered safe. Beyond that time careful 
retail buyers should use extreme caution, a 
caution gaged absolutely by ability to pay 
promptly. 


The New Vision in Com- 
mercial Life 


UT of the welter of class prejudices and 

misunderstandings, trust prosecutions, 
and restrictive and retaliatory legislation of 
the past, there has finally come a new vision 
of the aim and purpose of commercial life. 
The time was, and that only a decade or so 
ago, when the main end of business was to 
make money—merely that and nothing more. 
Both public and commercial consciences tol- 
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erated and sometimes approved ways and 
methods that to-day place a man not so much 
in danger of hell fire as of the penitentiary. 
The end was supposed constantly to justify 
the means, for the American people were be- 
lieved to be inherently and unalterably wor- 
shippers of success. 

The lesson, as usual, was learned through 
stress, misfortune and much trouble. As a 
people, we fortunately learn quickly, and as 
quickly forget the disagreements and mis- 
understandings of the past. So to-day we 
are fast accepting in the commercial and in- 
dustrial world as an eternal verity, that sim- 
ple statement that man cannot live to himself 
alone. Because of being a democratic coun- 
try, we are realizing that service is the first 
and final requisite that the people require of 
those who would be permanently successful. 

It is not a good scheme any more to try 
to exploit the public; that is if you expect to 
get away with it for any length of time, for 
the public has a memory as long as a winter’s 
night for that game, and are apt to put the 
perpetrators out of business for good. 

We are much concerned to-day with the 
railroad problem, and with reason, for it is 
a serious problem and apparently a long way 
from solution. But the railroads are fast be- 
ginning to see that the solution lies mostly 
in the simple fact that all the public asks of 
the railroads is adequate service, that the rail- 
roads stick to their business, which is solely 
that of transportation, and cut out all such 
side issues, as stock jobbing operations in 
Wall Street, being run by high financial in- 
terests as speculative propositions, and try- 
ing to corner all the competitive transporta- 
tion in their respective territories. 

When that time comes, when courtesy and 
politeness to the traveling and shipping pub- 
lic, and consideration for the interests of the 
general public are earmarks of all railroad 
people, from the president to the brakeman, 
there will not be much of a railroad problem 
left to solve. For the public will have gotten 
what it wants, and will be perfectly willing 
that the railroads should have everything 
that is really coming to them. And it is only 
fair to say that in this respect the railroads 
have seen a great light, and are merely ask- 
ing a chance to make good in their new role. 

Nor does this story stop with the rail- 
roads. The cry of some of the trusts, which 
got caught between the upper and nether 
millstones of popular indignation, that the 
American people try to pull down a man 
just because he was successful is just plain 
cant and hypocrisy. Very few people care 
how much money a man or an organization 
has, but they are vastly concerned as to the 
way in which it was acquired, or the man- 
ner in which it is spent. There is a fast- 
spreading feeling that the greater the suc- 
cess, the more such success owes to the people 
in the way of public service. 
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North Dakota Association Holds Its 


Largest Convention 





Hubert Harrington 


VWVHE twenty-first annual convention of the North 
Dakota Retail Hardware Association, which 
met in Fargo, Feb. 14, 15 and 16, was note- 

worthy in every respect. 

The largest number of merchants in the history 
of the association gatherings were present at this 
convention, the registration records revealing the 
fact of an increase of 46 per cent over last year’s 
record. The largest number of exhibitors who have 
ever taken space with the North Dakota Association 
were represented at the auditorium this year. Fur- 
thermore, that the reports of the secretary and 
treasurer reveal the fact that the North Dakota As- 
sociation has undoubtedly the largest per capita sur- 
plus or reserve of any of the State associations is 
noteworthy. An added feature which must not be 
omitted in any recital of the activities of the North 
Dakota Association is that the shortest president, 
from the standpoint of stature, of any of the asso- 
ciation heads delivered what was also undoubtedly 
the shortest president’s address in the history of 
the association work. 

Moderating temperatures, which came, according 
to Secretary Barnes, as a direct result of orders 
placed with the weather officials, served to bring a 
goodly number of merchants who were present at 
the meeting. This number, satisfactory as it was, 
would undoubtedly have been augmented considera- 
bly had it not been that branch lines were still suf- 
fering from tied-up transportation facilities, re- 
sulting from the severe storms of two weeks ago. 

The exhibits were staged on the main floor of the 
auditorium, which was handsomely decorated with 
the National Colors appearing prominently in every 
section of the room. These exhibits attracted no 
small amount of attention, not only from the visit- 
ing hardware merchants, but also from the residents 
of the city of Fargo, who took advantage of the 
opportunity offered them. An orchestra was in at- 
tendance during the two evenings of the exhibit. A 
slight change was necessitated in the matter of the 
business programs owing to the return of the North 
Dakota militia. It was necessary to find other 
quarters than Company B Armory, which had been 
originally decided upon for the meeting. Hasty ar- 
rangements were made whereby the handsomely 
equipped A. O. U. W. hall was thrown open for the 
use of the convention. 

H. P. Sheets, Secretary of the National Associa- 
tion, was in attendance at the three days of the 
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meeting, representing the National Organization 
Other prominent association workers from outside 
of the State present were C. F. Ladner, St. Cloud, 
President of the Minnesota Retail Hardware Fire 
Insurance Company; J. C. Stuhlman, St. Paul, Presi- 
dent of the Minnesota National Hardware Associa 
tion, and P. J. Jacobs, Secretary of the Wisconsin 
Retail Hardware Association. 

Promptly at 2 o’clock, Wednesday afternoon, the 
opening day, President Harrington mounted the 
rostrum, calling the convention to order and intro 
ducing the Rev. R. A. Beard of Fargo, who pro 
nounced the invocation. Mayor Emery, an old-time 
hardware retailer and for many years identified 
with the North Dakota Association, did the honors 
on behalf of Fargo. In a reminiscent mood Mr. 
Emery recalled the first meetings of the association 
in the city of Fargo nineteen years ago, and called 
for hands of those who were present at the maiden 
meeting. Thirteen indicated the fact of having 
been in Fargo at that time. Speaking of the last 
time that Fargo entertained this association, Mr. 
Emery spoke of the fact that a large key had been 
presented to the president of the organization by 
the representative of the city of Fargo. In explain- 
ing his failure to have a key at this particular 
time, Mr. Emery said: “We are now hanging all 
our doors upon double-acting hinges. We have 
thrown away the key. You are more than welcome 
to everything which Fargo possesses.” Mr. Emery 
closed his address of welcome with a strong appeal 
to patriotism. 

Otto Sougstad, first vice-president of the asso- 
ciation, responded briefly to Mayor Emery’s wel- 
come, assuring him of the appreciation of the asso- 
ciation for the many courtesies which were being 
bestowed so freely. Mr. Sougstad also followed the 
patriotic vein somewhat in his remarks and called 
attention to a bill which was before the present 
Legislature providing for a payment of $10 a month 
to those North Dakota Guardsmen who have been 
for some time on the Mexican border. Mr. Soug- 
stad urged all hardware men present to get behind 
this proposition, which he deemed a most meri- 
torious one. 


Dr. Krebs’ Address 


The particular star event of the opening after- 
noon was the address of Dr. Stanley L. Krebs of 
Philadelphia, who spoke on the subject, “The Secret 
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.nd Pull of Suggestion in Advertising, Salesman- 
nip and Business Building.” Dr. Krebs in his 
haracteristic manner clearly outlined the import- 
ance which psychology occupies in all the affairs of 
the business world, stating that business is a type 
of pure psychology, just as the chemist cannot pur- 
ie his activities without a laboratory, neither can 
, modern psychologist pursue this science from a 
purely abstract point of view, but must of necessity 
have a laboratory to have practical results. The 
nter-relation which exists between hypnotism, mes- 
merism and suggestion were clearly defined and 
pointed out by Dr. Krebs, who said that there is 
nothing occult regarding any of these manifesta- 
tions of the power of the human mind. 

“There are,” said Dr. Krebs, “five fundamental or 
basic laws which relate to advertising and sales- 
manship. Each of you every day in his business 
unconsciopsly, no doubt, is applying these five laws.” 
Then by the use of the blackboard Dr. Krebs pro- 
ceeded in a graphic manner to reveal the nature of 
these five laws and the manner in which they are 
applicable to the activities of the business man. 

These laws are as follows: Iteration, indirect 
suggestion, positives, attractiveness and expectant 
attention. 

Elaborating on each in turn, the speaker stated 
that the law of iteration was nothing more or less 
than a requirement; that the merchant or salesman 
should not be content with a single statement, but 
should use iteration and re-iteration until he gets 
his message across. 

Indirect suggestion, through the calling into play 
of the third party, also occupies a prominent place 
in the art of selling, either through verbal or writ- 
ten means. 

The law of positives is nothing more or less than 
the discard of the use of negative terms and the 
substitution therefor of positive statements. 

Attractiveness reduced to its fundamentals means 
holding up the merchandise which you have to sell 
and then bringing to the attention of the prospec- 
tive customer those features of that merchandise 
which are naturally attractive or of interest to this 
individual customer. 

Dr. Krebs enlivened his address with a great 
many reminiscences and personal experiences, giv- 
ing point to the particular features which he 
brought out. 

Mr. Jacobs suggested, when the regular course 
of business was resumed, that merchants who are 
maintaining a separate account under the head of 
donations would do well in making up their income 
tax statement to include this under the head of ad- 
vertising. A. J. Smith of Carrington, called to the 
attention of the merchants the necessity of filling 
in their income tax blanks to avoid penalty for 
neglect. 

Committees were then appointed by President 
Harrington, as follows: Nominating Committee, 
W. R. McIntosh, Bottineau; William Ruff, Gackle, 
and W. R. Brownlee, Wilton. 

Committee on Resolutions, Otto Sougstad, North- 
wood; H. H. Wallers, Casselton, and C. I. Hutchin- 
son, La Moure. 

R. D. Miller, Melville, and C. L. Parker, Lisbon, 
were appointed as Press Committee. 


Thursday 


The meeting of Thursday was called to order at 
10 A. M. in the A. O. U. W. Hall. President Har- 
rington, in his shortest address on record among 
presidents’ addresses, said: “I suppose you are 
very anxious to listen to the president’s annual ad- 
dress. I am going to cut it short. It gives me a 
great deal of pleasure this morning to see so many 
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present at this our twenty-first annual convention. 
As president of your association and as a citizen 
of Fargo I welcome each and every one of you and 
hope that your stay here will be profitable and will 
be long remembered by you.” 

Secretary Barnes then gave a report of the af- 
fairs of the organization for the past year. This 
report reads in part as follows: 


Secretary Jacobs Speaks on Fire Insurance 


The principal address of Thursday forenoon was 
delivered by Secretary Jacobs of Wisconsin, on the 
subject of hardware mutual insurance. “I was 
much interested,” said Mr. Jacobs, “in the report 
of your secretary, in which the financial condition 
of your association was so clearly revealed. I wish 
to compliment you upon the fine showing your as- 
sociation has made. You have a per capita surplus 
of $15 per member. This will compare more than 
favorably with that of any other association. An 
organization of about 450 members with a surplus 
of more than $6,000 is the record which you have. 
In our Wisconsin Association we have a member- 
ship of more than 1200 with less than $1 per capita 
surplus. In any organization, business or other- 
wise, the surplus is really the backbone of the or- 
ganization. 

“In speaking of hardware mutual insurance, | 
want to point out that essentially the only differ- 
ence between mutual and stock insurance lies in the 
matter of price to the policyholder. Of the hard- 
ware merchants, at least 75 per cent can buy fire 
insurance, showing them a return of 50 per cent of 
the premium, while the other 25 per cent can buy 
insurance on a basis showing them a return of from 
30 to 40 per cent of their premiums. Every mer- 
chant owes it to his business to buy his insurance 
where he can get it the cheapest. He has no moral 
right to inflict upon his business the added cost to 


operate which lies in paying more for adequate fire 


protection than is necessary. I want to impress 
upon each one of you the necessity of reading, study- 
ing and understanding your fire insurance policies. 
Many a merchant does not know the first thing 
about insurance until he suffers a fire loss, and then 
it is too late. Remember to read your policy, know 
what you have bought, understand the conditions 
which you have agreed to live up to. Every mer- 
chant should know the insurance game from A to Z. 
There is nothing complicatéd about it. It is just 
simply a matter of studying your policy. 

“Let us assume that some one of you merchants 
here should be called on the long distance ‘phone 
this minute and told that your stock and building 
were burning. What would be the first move that 
a man should make under such a situation as that? 
It is to go ahead and clean up as though you had 
absolutely no insurance whatever. The adjuster 
for the company wants to see the salvage in the 
best possible condition. You have nothing to gain 
and stand to lose much by letting this slide until an 
adjuster can reach your town. 

“I want to emphasize also the fact that the loss 
is determined from your books and your inventory. 
You can adjust a fire loss no matter if you have 
mislaid or lost your policy, but you can’t adjust 
your loss without an inventory statement. You do 
not need an elaborate system. [t is not necessary 
to have any detailed accounting methods, but you 
should have some simple plan which would enable 
you to know what merchandise you had on hand at 
the time the fire occurred, inasmuch as fires always 
occur when least expected. This means that you 
should always know the amount of stock which you 
have. 

“There are three things which a merchant suf 
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fering a fire loss should do in the shortest possible 
time. First, separate the damaged from the un- 
damaged goods; second, put both in the best pos- 
sible shape, and, third, make out an inventory cov- 
ering the amount of goods lost.” 

Mr. Jacobs also called attention to the fact that 
the Wisconsin Retail Hardware Mutual Fire Insur- 
ance Company has also organized a separate com- 
pany making workmen’s compensation insurance as 
well as covering risks on plate glass and automo- 
biles. The return on plate glass insurance is 25 per 
cent of the premium, which it is expected will in- 
crease with the larger number of risks to be cov- 
ered. Mr. Jacobs also pointed out the advisability 
of every merchant who drives an automobile, either 
pleasure car or business truck, carrying casual in- 
surance to protect him in case of injury to pedes- 
trians or otherwise. This casualty insurance is 
based upon the horsepower of the car, each separate 
car having a rate of its own. The rate charged by 
the Wisconsin company is 2/3 of the manual rate, 
with a 25 per cent return of premium, making a net 
cost to the hardware dealer essentially 5 per cent of 
the list rate. The question of the advisability of 
the North Dakota Association taking some steps to 
go into the insurance business itself was discussed 
quite freely on the floor, and it was unanimously 
voted that the association would not go into the 
insurance business. 

W. R. MelIntosh, chairman of the Nominating 
Committee, presented the following names: Presi- 
dent, Otto Sougstad, Northwood; first vice-presi- 
dent, J. P. Vestre, Drayton; second vice-president, 
C. W. Parker, Lisbon, and treasurer, Hubert Har- 
rington, Fargo. 

For members of the Executive Committee, F. S. 
Rickbeil, Cando; A. J. Linn, Sanborn, and C. D. 
Weld, Cleveland, were nominated. 

Delegates to the National Convention suggested 
by the committee were George La Moure, Larimore, 
and George Dahl, Carpio. These gentlemen were all 
unanimously elected. 

The first order of business on the concluding 
afternoon of the convention was an informal talk 






Thinks Manufacturers Will 
Protect Retailers 


CHICAGO, ILL. 
To the Editor: 

The writer has read with interest the letter writ- 
ten by our common friend, R. A. Peterson regard- 
ing the Stevens Price Maintenance bill. 

It is no doubt true that any change from estab- 
lished conditions would cause some annoyance for 
a period, but basically the proposition of price main- 
tenance on trade-mark articles is right. 

The arguments on the value of a trade-mark have 
been stated so fully in the past that it is not neces- 
sary: to review them. 

Mr. Peterson makes a point of the price of a wash 
wringer as quoted’ by Sears, Roebuck & Co., against 
a nominal resale price that should be charged by 
the dealer based upon his cost. Of course, if the 
dealer could not find any means of meeting the cat- 
alog house price, he would no doubt be at a disad- 
vantage. The Stevens bill, however, simply gives 
the manufacturer the opportunity of establishing 
resale prices if he desires to do so. 

If a condition existed as stated in Mr. Peterson’s 
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by H. P. Sheets on the benefits accruing from asso 
ciation work. 

The speaker emphasized the point that a mer- 
chant is in business because of the service which 
he can render to the people of his community, and 
that his profit is merely his compensation for this 
service, 

That in the final analysis every individual is de 
pendent for his tinancial rewards upon the question 
of the service given, whether said individual be 
farmer, retailer, manufacturer or jobber, was Mr. 
Sheet’s thought. He asserted that there has been 
a gradual raising of merchandising standards from 
year to year, largely as a result of the educational 
side of association work, and that has resulted in an 
increased service rendered to his community by 
each separate merchant. 

“The benefits accruing from association work,” 
said Mr. Sheets, “are both tangible and jntangible. 
Perhaps those having the greatest and most far 
reaching importance to us as retailers are to be 
classed under the latter head. This makes us some- 
times perhaps wonder just what real benefits we 
are gaining from our co-operative effort. If we will 
only think back to the time when we did not have 
these organizations and compare our conditions now 
with those at that time we can readily see and real- 
ize the advantages which are ours. These advan- 
tages have their source to no small degree in the 
fount of association work.” 

Mr. Sheets then gave concrete instances of sev- 
eral important matters which have been handled by 
the National Organization within past months as 
indicative of the nature of the work. He also ex- 
plained the Questionnaire which is to be conducted 
among the hardware dealers of the country. 

C. N. Barnes, the genial and popular secretary, 
was decoyed from the room at this point. This was 
the signal for the introduction of a motion author- 
izing the Executive Board to increase the salary of 
the secretary $250, to take effect at once. This mo- 
tion was carried by a unanimous vote, the hearty 
chorus of “ayes” being mingled with cheers for Mr. 
Barnes. 





letter, the probabilities are that the manufacturers 
of wash wringers would establish their trade-mark 
lines at a resale price, but would also offer to the 
trade a second line probably equal in every way to 
the trade-mark line which could be sold at any price 
that the dealer might establish. There is no ques- 
tion that the manufacturers of the country would 
adjust their prices and their methods of marketing 
the goods so that the dealer would not be at a dis- 
advantage. 

The average manufacturer would no doubt place 
upon the market certain specialties in his line at a 
resale price, but the greater part of his line would 
no doubt be sold under the same conditions that 
exist at the present time. 

It is the writer’s opinion that the conditions as 
stated above would exist if the resale law went into 
effect, and under such conditions the dealer would 
be at no disadvantage. 

If a condition existed whereby a dealer were at a 
disadvantage, it would not be long before some en- 
terprising manufacturer would see the opportunity 
of building up a business and would relieve the un- 
fair condition. 

Yours very truly, 
VAUGHAN & BUSHNELL MFG. COMPANY, 
IRVING S. KEMP, Sales Manager. 
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New York, March 6, 1917 
ry jiE trade is ordering quite liberally in staple mer- 
4S chandise, and salesmen just in from the road say 
that customers are anticipating requirements on a sub- 
stantial basis. Another comment from managers is that 
customers generally are paying promptly, except some 
of the old-fashioned concerns which still cling to the 
practice of taking 90 and 120 days, and in consequence 
are gradually being cut off. As the market is full of 
buyers who pay well, the slower competitors in one way 
or another are getting less consideration. 

\ salesman traveling for a large plant making 
machinists’ tools, who has been visiting the ship yards 
on the Atlantic Coast, says these plants are working to 
capacity, but find increasing difficulties in getting sup- 
plies and machinery, with a pronounced shortage in 
skilled labor. 

Many buyers who have been holding off because of 
high prices are realizing that their stocks bought on 
lower levels have been greatly diminished, often ex- 
hausted, thereby forcing them into the market to fill 
the gaps at prevailing rates. Opinions are often ex- 
pressed that reductions in price for general hardware 
products are not likely to occur for some time, whatever 
may happen in the more distant future. 

Another observation encountered is that because of 
the large demand there are more and more items offered 
which are not up to the usual standard of quality. It 
often happens that articles of more recent manufacture, 
sold chiefly on a price basis, contain inferior material 
with workmanship also below par. This is a mistake 
which more farsighted manufacturers are guarding 
against. 

One merchant says that retailers are not fretting so 
much, but are getting into shape for a good spring busi- 
ness; that retail distributors in, this territory have not 
over bought and so are compelled to reorder to supple- 
ment goods previously bought for spring. We are also 
told that the prospects indicate a shortage for various 
kinds of seasonal goods. 

The extremely high price for vegetables and garden 
truck, it is predicted, will stimulate many individuals 
with patches of ground to cultivate such stuff as can be 
readily raised under such circumstances. This, it is 
pointed out, will create a better demand for trowels, 
weeders, hoes, rakes, spades and the many related ar- 
ticles used by gardeners. 

In lines of boring and milling tools and kindred ar- 
ticles for machine shops, one representative company 
has been compelled to refuse orders which, if all were 
accepted, would run into millions of dollars, some of 
them totaling from $50,000 to $75,000 each offered by 
establishments of the character of J. P. Morgan & Co., 
the National City Bank, the big shipbuilding and gun 
making plants and others. 


WirE Naits.—On March 8 wire nails were advanced 
by the American Steel & Iron Company $4 per ton, 
making them f.o.b. Pittsburgh, carloads to jobbers, 
$3.20, base, per keg, with the usual differential of 5c. 
per 100 lb. extra for less than carloads to jobbers. Car- 
loads to retailers are $3.25, base, and less than carloads 
to retailers $3.45, base, per keg, f.o.b. Pittsburgh. There 
is only a moderate amount of trade locally, in and about 
New York, in wire nails, although we are informed 
that there is more inquiry and a bit better buying. 
Winter weather has retarded this class of business, 
but with a few days of real spring the situation will 
probably improve. Distributors are buying more for 
filling in on actual wants than in anticipation for much 
time ahead. 

Wire nails, in store, are $3.80, and carted by the jobber, 
$3.85 base per keg. 

Cut Naits.—Cut nails, which are scarce, are going 
quite well. The difficulty is getting raw stock from 
which to make them, as well as the high price demanded 
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for it. Export business is coming along moderately 
well but there is pronounced difficulty in securing ocean 
transportation. This is not difficult to comprehend when 
it is known that recent figures for sunken ships since 
the war began total 2573 with a tonnage of 4,811,000 
capacity. At present nails are going fairly well to the 
West Indies, West Coast of South America, Shanghai, 
Canton and Australia. 

Cut nails, in store, are unchanged at $4.20. and carted by 
the jobber, $4.25 base per keg 

SCREEN WIRE CLoTH.—The American Wire Fabrics 
Company, 208 South La Salle Street, Chicago, Ill., quotes 
the following prices on its Galvanoid screen wire cloth, 
electro zincked after weaving, as follows: 12 mesh $2.50, 
14 mesh $2.90, 16 mesh $3.40 and 18 mesh $4.25 per 100 
sq. ft. 

WINnbow GLAss.—The production of window glass is 
not showing much improvement because of diminished 
supplies of both natural gas fuel and raw materials. 
The railroad embargoes complicate the situation by add- 
ing congestion and consequent delays to an otherwise 
complicated situation. As manufacturers and jobbers 
put it, if they have the goods it is difficult and some- 
times impossible to ship them. There are a great many 
inquiries from all over the country, with people often 
waiting for developments. One experienced head of a 
large business says that if but half of the projects fig- 
ured on materialize there will not be sufficient window 
glass available from which to fill orders. There is less 
export business in this line, owing largely to difficulties 
in ocean transportation. 

Window glass prices at present are as follows with 
advances looked for in the near future: 


Single thick, first three brackets, A quality, 84 and 3 per 
cent; single thick, first three brackets, B quality, 86 and 5 
per cent; single thick, larger than the first three brackets 
A and B quality, 83 and 3 per cent; double thick, all sizes, 
A quality, 84 and 3 per cent, and double thick, all sizes, B 


quality, 86 and 3 per cent discount 


CARRIAGE, WAGON AND SEAT SpRINGS.—The Tuthill 
Spring Company, 760 Polk Street, Chicago, Ill., quotes 
as follows on carriage and wagon springs: Ground 
black and half bright, 7%c. per lb., and ground bright, 
7%c. per lb. Seat springs, 142 x2x26 in., are 90c. 
per pair, and 1%x3x 28 in., $1.35 per pair. With 
flanged washers, 3c. per pair additional. 

WRENCHES.—The Bemis & Call Hardware & Tool 
Company, Springfield, Mass., is now quoting the follow- 
ing advanced prices on wrenches: Adjustable S, 25 and 
10 per cent; adjustable S pipe, 25; straight handle 
auto, 25 and 10; Briggs pattern, 30; steel handle nut, 
33 1-3; combination black, 40 and 5; Merrick pattern, 
33 1-5; motor No. 80, 25 and 10; steel handle screw, 
33 1-3, and wood handle screw wrenches, 33 1-3 per cent 
discount. 

GRINDERS.—The Luther Grinder Mfg. Company, Mil- 
waukee, Wis., has advanced its prices on grinders as 
follows: No. 14, $2.60; No. 15, $3.55; No. 16, $4.85; 
No. 17X, $6.80; No. 35, $5; No. 51, $4.25; No. 63, $8.85; 
No. 83, $3.90; No. 104, $4.50; No. 271, $14.25; No. 309, 
$9.20, and No. 310, $9.95. 

SHot.—The United Lead Company, 111 Broadway, 
New York City, effective from March 2, has advanced 
prices on shot as follows: Drop shot, all in 25-lb. 
bags, sizes smaller than B, $2.60; drop shot B and 
larger sizes, $2.85; chilled shot, $3.10, and dust shot, 
$3.10 per bag. In 5-lb. bags the prices respectively 
are as follows: 55, 60, 65 and 65c. per bag. Boy 
scout air rifle shot, 100 tubes to the box, to the jobbing 
trade is $3.75 per case, and to the retail trade per case, 
$4.25. The terms are net cash, thirty days, or 2 per 
cent discount for cash remitted within ten days of 
invoice date. 

LINSEED O1L.—The present market for linseed oil is 
rather weak, and there are holders of it who are making 
concessions to secure trade. The statistical position of 
flaxseed, however, is described as very strong, and there 
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are manufacturers who are not disturbed as to getting 
higher prices when trade becomes more active with the 
coming of spring weather. Crushers say that oil sold 
at prevailing prices cannot be replaced from seed based 
on seed prices now. It is estimated by one representa- 
tive house that there are about 6,000,000 bushels of flax- 
seed available for export in Argentina, but the holders 
of it want about 10c. per bushel above seed from the 
United States northwest, both quoted on the basis of 
New York delivery. 

Linseed oil, raw, city brands, card rates, is 98c. per 
gal. for five or more barrels and 99c. for less than five 
barrels, but these quotations can be shaded at least 2c. 
per gallon in some directions. 

State and Western oil in lots of five or more barrels 
ranges from 94 to 96c. per gallon, and for carloads, 
93c. can probably be done. 


NAVAL STorES.—The naval stores situation is easy in 
tone, following the lead of primary southern markets, 
where there are irregularities and concessions owing to 
slack business. Receivers of these commodities are well 
stocked and trades are made at concessions in price. 
Business in New York and adjacent territory is exceed- 
ingly light, and no one is buying for more than actual 
necessities, manufacturers having been practically out 
of the market for some time. 

Turpentine, in yard, is 51 to 51%c. per gal 

Rosins are somewhat lower in a number of the various 


grades, with common to good strained, on the basis of 280 Ib 
per bbl. at $6.25 to $6.30, and D grade $6.30 to $6.35 per bbl 


Office of the HARDWARE AGE, 
Chicago, March 3, 1917. 

[DESPITE the serious international developments busi- 

ness continues on a strong basis and prices are ad- 
vancing. Transportation troubles are still serious, and 
the difficulty seems to be in getting cars to points of 
loading, as there are thousands of empty cars in this 
country. 

Money .in circulation set another new high mark on 
Feb. 1, the per capita circulation being $43.50, com- 
pared with $43 on Jan. 1. 

Dealers report that collections are slow, but that an 
unusual demand has been created for seasonable goods 
by the “Hoe and Rake” campaign being advocated by 
the local papers. 

Builders’ hardware manufacturers are advancing 
their prices and claim that their output is sold for the 
next three or four months. 

The railroads have been placing large contracts for 
supplies. 

The production of steel and iron is being seriously 
handicapped by the shortage of coke. 


STEEL.—The market is very strong and prices are 
advancing. We quote bars at $3.50 per hundred, shapes 
$3.45 per hundred and plates $5.20 per hundred. 


CoprerR.—The demand for copper has not increased 
and prices remain strong. Prompt electrolytic copper 
is quoted at 37%c., while casting copper is 33%c. per 
pound. 

SOLDER.—Solder advanced 1%c. per pound this last 
week. Prices remain firm. We quote as follows: 

XXX guaranteed, 4% and 4, 33c 
$le.; number 1 plumbers’, 29c. 

BUILDERS’ HARDWARE.—Prices on buildeis’ hardware 
have advanced, butts going up 3c. per pair. The Read- 
ing Hardware Company notified the trade that all prices 
have been withdrawn and new prices will be put into 
effect immediately. 

DooRk CHECKS AND SPRINGS.—Manufacturers report 
that they are exceedingly busy and their product is in 
great demand, and are quoting 20 per cent off the list, 
f.o.b. Chicago. 


Rope.—Manufacturers report that while they have 
plenty of orders on hand for future shipments that new 
orders placed the last week have been below normal, 
and that there has been no change in price. 
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Rope.—There has been an increase of 4c. per pound 
in some of the lighter classes of tarred hemp cordage, 
prices for ordinary orders now for ratline, lanyard and 
shrouding being 33c.; marline, housline and hamborline, 
34%., and spun yarn, 32c. per pound. Manufacturers 
say they are beginning to have a little better luck in 
getting deliveries of Manila hemp fiber which occa- 
sionally comes through from Seattle. To one consignee 
a car or two occasionally arrives where the consignment 
has not been heard from during four or five months in 
transit from the Pacific Coast. Locally marine business 
in and about the harbor of New York shows little if any 
let up, despite the enforced idleness of barges, lighters, 
floats and tugs because of the tying up of transat- 
lantic liners here, and other vessels pending the deter- 
mination of a governmental policy as to arming against 
submarines. There is little catching up on an accumv- 
lation of stock for spring trade now beginning and the 
situation is likely to be worse in the execution of orders 
for the next month or two. 

Manila rope, first grade, is 24c.; second grade, 23c., 
and third grade, 21c., base, per pound. 

Sisal rope, first grade, is 20c. and second grade, 19¢., 
base, per pound. 


WRENCHES.—The Coes Wrench Company, Worcester, 
Mass., is now quoting to average trade a discount of 
25 and 5 per cent on Coes’ genuine knife handle, Coes’ 
genuine steel handle and Coes’ genuine key model 
wrenches. 





We quote to retailers, f.0.b. Chicago, as follows: No. 1 
Manila rope, 24%c. per lb. base; No. 2 Manila rope, 23%%4c. per 
Ib. base; No. 3 Manila rope, 21%4%c. per Ib. base. No. 1 sisal 
rope subject to stock on hand. No. 1 sisal rope, 20'%4c. per 
Ib.; No. 2 sisal rope, 19%%4c. per Ib. 


O1Ls.—Wholesale prices in single barrel lots, f.o.b. 
Chicago, are as follows: 

Gasoline 19c. per gal.; naphtha 18'4%c. per gal.; turpentine 
57c. per gal.; denatured alcohol 70c. per gal.; wood alcohol 
$1.25 per gal. 

LINSEED O1L.—There has been no change in the price 
since last reported, and manufacturers state that they 
have large stocks on hand and sales are not entirely 
satisfactory. 

We quote strictly pure raw linseed oil in carload lots f.o0.b 
Chicago at 92c. per gal.; boiled linseed oil 93c. per gal.; raw 
linseed oil in single barrel lots 97c. per gal.; boiled linseed 
oil in single barre] lots 98c. per gal. 

WIRE.—Smooth annealed plain fence wire has ad- 
vanced 10 per cent this last week. 

,We quote 6 to 9 gage smooth annealed plain fence wire 
f.o.b. jobbers’ stocks $3.40 per 100 Ib.; galvanized $4.10 per 
100 Ib. 

SILVERWARE.—An advance of 5 per cent has been an- 
nounced on all plated goods. 


LAUNDRY STovES.—Jobbers report an advance of 10 
per cent. 


BUILDING PAPER.—A shortage is reported and jobbers 
are experiencing delays in getting paper from the mills. 

We quote red rosin “C” paper 78c. per roll. 

BaBBITT MEeTAL.—There has been an advance of '%c. 
per pound on the No. 4 standard. The market is very 
strong, and quotations are issued only for immediate 
acceptance. 

We quote No. 5, Tony, 20c. per Ib. No. 4 standard 16 ',:c 
per Ib 

STEEL SHEETS.—The demand for steel sheets has been 
heavy and stocks are very low. 

We quote from local jobbers’ stocks 28 gage galvanized, 
$7.60 per 100 Ib.; common steel sheets, 28 gage, $5.40 per 
100 Ib. 

Woop Screws.—While no advance in wood screws is 
reported, the demands are heavy and stocks are low. 
An advance is expected. 

We quote from local jobbers’ stock as follows: Flat head 


bright screws, 75-10-10; round head blued, 72%4-10-10; flat 
head brass, 47%4-10-5; round head brass, 45-10-5. 


MIxED PAINTs.—There has been no change in the 
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price of mixed paint since last reported. Sales are 
reported very satisfactory and the market is strong. 

We quote from jobbers’ stock f.o.b. Chicago as follows: 
No. | house paint, $2.25 per gal. ; second grade, $1.70 per. gal. ; 
third grade $1.40 per gal. 

SyoveLs, Hogs AND RakEs.—Jobbers have been 
placing additional orders with their factories in antici- 
pation of the heavy demands, which are to be expected 
as al] vacant property is to be turned into gardens this 
season. 

We quote No. 2, Greenleaf’s shovels at $9 per doz.; No. 2, 
Greenleaf’s spades, $9 per doz.; malleable iron garden hoes, 
all sizes, $5.50 per doz.; 12-in. malleable rakes, $2.40 per 
doz., 14-in. malleable rakes, $2.60 per doz.; 16-in. malleable 
rakes, $2.80 per doz. Electric welded, 12-in. $3.30, electric 
welded, 14-in. $3.50, electric welded, 16-in. $3.80 per doz. 

GLASs.—The price on glass is the same as last report, 
and sales are said to be very satisfactory. 

We quote from jobbers’ stock as follows: Single strength, 
A, first 3 brackets up to 40 in. 87 per cent off; all sizes over 
40 in. 86 per cent off; all sizes of double strength AA, 87 
per cent off. 

Nuts AND Botts.—Sales reported during the last 
week are very satisfactory and prices remain firm. 


We quote to retailers, from jobbers’ stocks f.o.b. Chicago, 


as follows: Machine bolts up to % x 4 in., 50-5 per cent dis- 
count. 


Larger sizes, 40 per cent discount. Carriage bolts up 
to % x 6 in., 50 per cent discount; larger sizes 35 per cent 
discount. Lag screws, 50-5 per cent discount. Hot pressed 
nuts, square and hexagon, $3 per 100 Ib. 


WirE CLOTH.—Jobbers report that their stocks are 
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Office of HARDWARE AGE, 
Pittsburgh, March 6, 1917 

T HE very mild weather of the past two weeks has 

cleared up the railroad situation to considerable 
extent, and it is needless to say this is most pleasing, 
not only to the railroads, who have done their level best 
to move the congestion of freight, not only in the Pitts- 
burgh district, but in all other districts as well, but 
more particularly in connection with iron and steel 
manufacturers, whose products have been piling up on 
them in their warehouses at an‘ alarming rate. It has 
cost a lot of money to handle the shipping end of manu- 
facturing plants for the past two or three months, and 
almost numberless cases could be cited of efforts made 
to get out shipments, nearly all the steel concerns hav- 
ing from two or three to 15 or 20 men out on the 
road, constantly tracing cars and visiting the railroad 
freight officials in the effort to have the case moved. 
One case in particular shows clearly the extremities 
to which shippers were put to get material started to 
its destination. 

This is a case where a large concern in Milwaukee, 
Wis., was getting a carload of electrical sheets to be 
used in making transformers, and all the roads over 
which this car could be shipped were embargoed. Many 
dollars were spent in long distance telephone calls and 
finally this whole carload of sheets was sent by express 
to the consumer at a very heavy charge. It is believed 
that by April 1, unless there should be very heavy 
snows and bad weather in the meantime, the railroad 
situation will be pretty well cleared up, but this does 
not remove the fact that all the railroads are very 
short of cars and motive power, and it would be months 
before they can get the cars and engines they so badly 
need. There is another factor of the railroad situation 
that has not been commented on very much, and that 
is that railroad employees in many cases are not giving 
their best efforts to the railroads. The men are dis- 
gruntled over conditions, particularly their failure to 
get an 8-hr. day, as they wanted it, and are going 
through their work in a mechanical sort of way that 
cannot possibly give best results. 

Several of the local hardware jobbers report that in 
the past two weeks they have received more shipped 
goods from their sources of supply than in a month or 
more previously. One concern received a shipment of 
eight carloads of wire nails that have been on the road 
for nearly a month, although the distance from the fac- 
tory to its warehouse was less than 100 miles. This 
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very satisfactory and that they have been able to fill 
practically all of their orders which were booked last 
year for March first deliveries, Prices remain firm. 

Prices are as follows: Black Galvanized 
12 mesh..... - $1.9 $2.45 per 100 sq. ft 
14 mesh.. ; 2.5 2.80 per 100 sq. ft 
16 mesh. ea 2.95 3.35 per 100 sq. ft 
18 mesh.. 3.75 4.25 per 100 sq. ft 

Pouttry NetTinc.—While there has been no change 
in the price of poultry netting, the demands have been 
heavy and jobbers state that they expect a boost in price 
in the very near future. 

We quote poultry netting galvanized before weaving 
70-20-10; poultry netting galvanized after weaving 70-10-2', 

BARB WIRE AND STAPLES.—While no change in price 
is reported this week, jobbers state that they are re- 
ceiving exceptionally large orders and that prices re- 
main firm. 

We quote painted barb wire to retailers f.o.b. Chicago, in 
less than car lots, $3.80 per 100 lb.; galvanized, $4.50 per 100 
lb.; polished fence staples, $3.80 per keg; No. 9 plain wire, 
$3.60, and galvanized, $4.50 per 100 Ib. tegular advances for 
the smaller sizes. 

Wire Naits.—There has been an increasing demand 
and mills are making very slow deliveries. Jobbers re- 
port their stocks are running low and that an advance 

We quote to retailers f.o.b. Chicago from jobbers’ stock. 


$3.65 per keg base in small lots; larger quantities on speci- 
fications only. Wire coated nails, $3.65 per keg base 


URGH 


particular jobber did not have 100 kegs of nails in stock, 
and it is needless to say he was much pleased to get 
this large supply. 


The volume of business in the hardware trade is 
not as heavy as just before the holidays, but this is due 
largely to weather conditions and also to the fact that 
goods cannot be obtained as fast as needed. On nearly 
every line of hardware jobbers are cutting down orders 
from retailers, being utterly unable to give them the 
quantities of goods they want. It is also hinted that in 
some cases shipments of goods are being held up to 
some extent by expected advances in prices. It seems 
pretty certain that prices on nearly all lines of hard- 
ware are going to advance anywhere from 10 to 25 
per cent within the next 30 days. In some cases prices 
have already been withdrawn and in others the trade 
has been notified to expect an advance in prices in a 
short time and to govern themselves accordingly. In 
the event of war being declared with Germany, the 
situation would be even more complex than it is now. 
It is quite certain that the Government would quickly 
seize some very large manufacturing plants that would 
turn out war products, and this would shut off the 
supply of these plants to domestic consumers. One 
large maker of nuts and bolts in this district has been 
quietly advised that in the event of war, its entire 
product and manufacturing facilities would probably be 
quickly wanted by the Government. 


Nuts AND Bo.ts.—Manufacturers report that the 
new demand for nuts and bolts in the past two or three 
weeks has been enormously heavy and very much be- 
yond the capacity to meet as promptly as customers 
desire. The output has been very much curtailed by 
shortage in steel and labor, and shipments have been 
largely held up by inability to get cars. One leading 
maker had hundreds of kegs of nuts and bolts piled up 
in his warehouse awaiting cars, but this stock was ma- 
terially reduced in the past week as the car supply was 
better. There is a heavy export demand for nuts and 
bolts, but not much attention is paid to this, as local 
makers need their entire output for domestic trade. 
Discgunts in effect at this writing are as follows, de- 
livered in lots of 300 lb. or more, when the actual 
freight rate does not exceed 20c. per 100 Ib., terms 30 
days net, or 1 per cent for cash in 10 days: 


Carriage bolts, small, rolled thread, 49 and 10 per cent 
small cut thread, 40 and 2% per cent; large, 30 and 5 per 
cent. 


Machine bolts, h. p. nuts, small, rolled thread, 50 per 
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cent; amall, cut thread, 40 and 10 per cent; large, 45 and 
per cent 

Machine bolt ‘ p ¢ and t. nuts, small, 40 per cent 
large, 30 per cent Bolt ends, h. p. nuts, 45 and 5 per cent 
with ¢, p, nuts, 30 per cent Lag screws (cone or gimlet 
point), 50 per cent 

Nuts, h. p. sq. and hex., blank, $2.50 off list, and tapped, 
$2.30 off; nuts, c. p. «. andt q., blank, $2.10 off, and tapped 
$1.90 off; hex. blank, $2.50 off, and tapped, $2.20 off. Semi 


finished hex. nuts, 50, 10 and & per cent Finished and case 


hardened nuts, 50, 10 and 5 per cent 
Rivets 7/16 in. in diameter and smaller, 10 and 10 per cent 
SHOVELS.—As noted last week, all manufacturers 
withdrew prices and have announced an advance of 


about 75c. per dozen. The demand is heavy and stocks 
of shovels in makers’ warehouses and also with jobbers 


are very low. 


BuTTS AND HINGES.—Several makers have notified 
the trade of the withdrawal of all prices, and an ad- 
vance of 10 to 20 per cent will likely be made. The new 
prices are to be sent to the trade as soon as possible 
and will likely be received this week. 


StTeeL Bars.—The market on both iron and steel bars 
is very strong, and it is very likely an advance in prices 
will be announced at an early date. The Carnegie Steel 
Company and the Jones & Laughlin Steel Company are 
probably the largest makers of steel bars in this dis- 
trict, and both these concerns have their output pretty 
well sold up for all of this year. The Carnegie Steel 
Company is still making a nominal price on steel bars 
of 3c. per lb., but will make no definite promise as to 
delivery. Other makers that are not sold up so far 
ahead are quoting about 3.25c. in carloads for delivery 
in three to four months. Not many iron bars are made 
in the Pittsburgh district, only three concerns turning 
these out, and prices are very firm and likely to be 
higher. 


We quote merchant steel bars in carloads and larger lots 
to the jobbing trade at 3.10c. to 3.25e, for delivery in three to 
four months, and small lots to retailers from 3.75e. to 4 


held at 3.25c. to 


BOS 


Office of HARDWARE AGK, 
Boston, March 3, 1917 


Common tron bars in small lots 


at warehouse 


per Ib 
3 .500¢ 


( NE of the large Connecticut brass plants has laid 

off temporarily 2000 hands and it was reported 
that the cause was the great transportation difficulties 
under which this section of the country is laboring. 
Everywhere it is stated that the shipping situation is 
holding back business. When a thrifty New England 
hardware man is compelled to order large shipments 
of wire nails sent by express in order to protect his 
customers, the situation is indeed desperate. It would 
not be so unbearable if there was any real relief in 
sight. With raw material and labor scarce and every- 
thing uncertain about deliveries except that they will 
be delayed for weeks, it is no wonder that prices show 
the firmness which is their present characteristic. 

The volume of business continues to be good accord- 
ing to reports from every source and all are optimistic 
about spring business. The month of February has es- 
tablished a new high record among the jobbing trade 
and in some way or other it continues to be possible to 
supply the retailers from stock although it frequently 
is truly a hand-to-mouth business. 


WirE NaiLs.—On March 3, wire nails were advanced 
by the American Steel & Iron Company $4 a ton. 
We quote wire nails to retailers, f.o.b. 


load lots, $3.25; in less than carload 
jobber's stocks, $3.85. 


Pittsburgh: 
lots, $3.45; 


in car- 
from local 


Cut NaiLts.—Conditions and prices in the cut nail 
market are unchanged. 

We quote to retailers at points in New England, taking the 
Boston rate from Pittsburgh: in carload lots, $4.05; less than 
carload lots, $4.15; from jobbers’ stocks, $4.35. 

CuTLERY.—The situation in cutlery lines is little 
changed. Medium and best grades of pocket cutlery 
continue to be fairly plentiful but there is a great 
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WROUGHT Pipe.—Effective from Monday, March § 


My 
discounts on wrought iron and steel pipe, line pipe and 
oi] country goods lowered two points, equal to an ad- 
vance of $4 per ton. The demand for pipe of a!! kinds 
is enormously heavy, and mills are practically held up 


for all of this year, except on butt weld sizes of iron and 
steel pipe on which the mills can make deliveries jn 
eight to ten weeks from date of order. 


SuHeets.—The available supply of sheets for delivery 
prior to July 1 is very limited and the demand is heavy 
With these conditions, ruling prices are naturally very 
strong and likely to be higher. The American Sheet 
& Tin Plate Company is absolutely out of the market as 
a seller of any grades of sheets for delivery prior to 
July 1, and several other larger makers say: they have 
very few sheets to spare for delivery in first half of 
this year. The minimum price now in effect in carload 
lots on blue annealed sheets is about 5c.; on Bessemer 
block, 28 gage, 4.75c. to 5c., and on galvanized, 2% yvayge, 
about 7c. at mill. On small lots from jobbers to re- 
tailers prices are considerably higher. 


BarB WIRE AND STAPLES.—There is a shortage in 
supply of plain annealed, painted and galvanized barb 
wire, and the jobbing trade is having a good dea! of 
trouble in keeping up stocks. Mills are very much be 
hind in deliveries and it is evident some of them are 
badly oversold. Output of wire products in February 
was much less than in any previous month for a long 
time, due to the very cold weather and also to the fact 
that large stocks were piled up, makers being unable to 
get cars. Prices are very strong. 


Wire NAILts.—On March 3, wire nails were advanced 
by the American Steel & Iron Company $4 a ton. We 
quote: 


Wire nails in large lots to jobbers at $3.20 base ; 
lots to retailers, $3.25 to $3.30 base; 
$3.45 to $3.55; galvanized nails, 1 in 
shorter than 1 in., $1.50 extra 


in carload 
less than carload lots 
and larger, $2 extra 


scarcity of shears and scissors. For cuticle and mani- 
cure scissors one can get almost any price he asks. 
There was about a 5 per cent advance in most of the 
cutlery lines and it is probable that there will be no 
immediate further advance. 


WirE CLoTH.—Most of the jobbers have fair stocks of 
wire cloth and are protected for early season sales, but 
a, large advance is looked for later in the season. Some 
of the jobbers have not been trying to sell wire cloths 
since the end of 1916, having issued instructions to 
their salesmen to stop selling. 


We quote to retailers from factory : 


12 mesh painted wire 
cloth, $1.90; opal and rustless, $2.50. 


Woop Screws.—Present prices on wood screws have 
been reaffirmed and it is probable that the price will 
remain stationary until at least July 1. 


We quote to retailers on wood screws, 75 and 20 discount 


Rope.—The scarcity of hemp is limiting deliveries and 
the current high prices are limiting sales to some extent 
so that there is not the scarcity that there would other 
wise have been. Nearly all the rope sold in this mar- 
ket is first quality and on that grade the present quota 
tion is 25c. 


ALARM CLocKs.—There is a very great scarcity of 
alarm clocks and it would appear that this condition 
will continue as no one seems able to place orders be- 
yond their last season’s requirements although there 
seems to be an increased demand. 

The week has been marked by the almost entire ab- 
sence of the price advances that have been such a 
steady feature of the past months. Some kinds of 
auger bits have been advanced from 5 to 10 per cent; 
galvanized oil cans about 20 per cent; twin rolled strap- 
ping, 10 per cent; stove lifters, 20 per cent. 
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Office of HakoWake AGE 
Cincinnati, Mareh 5, 1917 
HE retail dealer is probably now paying more atten- 
tion to advancing costs than at any previous time. 
ery metal article handled is from 20 to 250 per cent 
yher than at this time two years ago, and in some 
tances there have been advances that would figure 
it as high as 300 per cent. This is especially true in 

e mill supply line. Within the past week high-speed 

ills were marked up 33 1/3 per cent by one large 

anufacturer, but this extreme advance has not yet 
cen made in full by other concerns. All kinds of wire 
ods are also moving upward at a rapid pace, and 
while our quotation on wire nails this week is $3.40 to 
$3.50 per keg, base, from jobbers’ stocks, it is stated 
that $3.60 will have to be asked within the next few 
weeks, if mill prices continue to advance and even if 
they are held firm at to-day’s market value. Both black 
and galvanized sheets also present a problem that is 
hard to solve for merchants who have sheet meta! shops. 
John Weigel, president of the Cincinnati Hardware 
Guild and vice-president of the Cincinnati Sheet Metal 
Contractors’ Association, at a very recent meeting of 
the two organizations, has urged upon the members to 
figure their contracts over twice and to make all esti- 
mates on present prices as given by the trade papers. 
In other words, estimates should not be based on ma- 
terial bought six months ago. 

The mill supply business in February was above 
normal, but did not come up to the showing for the 
previous month. However, the last week in February 
developed a change for the better and in the past few 
days there was an improvement that presages a year 





St. Paul and, Minneapolis, March 3, 1917 


A NOTICEABLE relaxing of the grip of winter has 
. occurred the past week, although the thermometer 
still hovers near the zero mark. But the relief from 
sub-zero weather seems so great that people are be- 
ginning to think of spring as being near, and are plan- 
ning their work for milder weather. A large amount 
of estimating is being done, and at least a fair pro- 
portion of this work will certainly be executed. 

The promised relief in transportation conditions has 
failed to materialize. While a few trains of cars have 
arrived, still the total is far below what it should be. 
This means that every industry is crippled to a more 
or less degree and some are decidedly affected. Retail- 
ers have difficulty in having orders filled, as wholesalers 
find an increasing number of items short in their stocks. 
The conditions in smaller towns as to fuel and in some 
cases provisions has not improved. Relief from the 
coal shortage was announced early in the week but the 
various yards seem very short of supplies, some grades 
of coal being unobtainable. Shipments of merchandise 
are reported to have been in transit from eastern points 
for from two to ten weeks. It is stated that one of the 
largest corporations in Minneapolis has been compelled 
to dismiss part of its force because of lack of supplies. 
Tractor manufacturers are suffering on account of lack 
of transportation facilities as are many other manu- 
facturers. 

Paper houses cannot get stock or raw materials from 
which to make it. One manufacturer shipped a lot of 
material up into Canada and in that way worked 
around the embargo on shipments of any kind. How- 
ever, they have used the winter months when consump- 
tion of building paper was low to store up an extra 
stock of spring distribution and are well equipped to 
care for orders. 


All of the conditions together with the enormous un- 
certainty in Europe makes a situation not conducive to 
buying anything but actual necessities in the hardware 
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CINNATI 


that will exceed 1916 in this particular branch of the 
trade. 

Leading stove manufacturers in the Central West 
state that their trade with hardware dealers was never 
better, and that it is increasing daily. Hardware mer 
chants are also more interested in the furnace business 
than heretofore. Another line that has heretofore beer 
neglected, to some extent, is the handling of all kinds 
of electrical appliances. The suburban and country 
dealers especially have found this class of goods very 
profitable to carry. 

The season thus far has not proved very satisfactory 
for roofing and builders’ supplies, but the aggregate of 
business will overtop previous years as far back as 
1907. Collections are fairly good, and it is noteworthy 
that very few suits have had to be filed against custom- 
ers for settlement of old accounts by either city or 
country merchants. We quote jobbers’ prices as follows: 


Wire nails, $3.60 to $3.70 per keg bane barb wire af 
per 100 lb machine bolts, % in. x 4 in. and smaller ) pe 
cent off list larger and longer 6 and 10 per cent discount 
Carriage bolts, % x 6 in. and smaller 45> per cent discount 
larger and longer, 30 per cent *discount Stove bolt f and 

per cent discount. Rivets, 40 per cent discount. Files, 
and 10 per cent discount Hack saws, in lots of five gross 
and over, 10 per cent discount Coach screws and set screws 
5 per cent discount Cap screws, 40 per cent discount 
Sand paper, 20 per cent discount Emery paper, 30 per cent 


discount 


Jobbers have received a notice from manufacturers 
of a 10 per cent advance on stove bolts for all second 
quarter shipments. The same advance will also apply 
on machine screws, wood screws, nuts and rivets. 


The mill price on No. 28 blach heet rm 1h Newport 


Ky., or Cincinnati; and on No. 28 galvanized, from 7 to 7.1%5« 


ll 





line. While the feeling that spring is approaching is 
prevalent and plans are being made accordingly, no one 
is buying in a retail way for the work in prospect 
Dealers are stocking up cautiously and are not buying 
for future requirements except along certain lines. 

Evidently manufacturers are still busily occupied in 
closely examining their costs as changes in prices ever 
upward continue to be announced. The numerous 
changes in standard lists of many tools items should be 
closely watched by the dealers as there are many op- 
portunities to lose a neat sum’ on this class of goods by 
not observing changes as they come. Auger bits and 
tires have shown advances. The withdrawal of dis- 
counts by the manufacturers of glass would seem to 
argue a further advance in price from wholesaler to 
retailer. No move has yet been made in-this direction 
although some opinions seem to indicate a foreshadow- 
ing of an advance. Stocks are fairly complete at the 
jobbers, and with the comparatively light call in the 
spring dealers should have no difficulty in obtaining a 
running stock. 

Local markets show practically no changes in prices. 
Wholesalers in general are doing a good volume of 
business, but in smaller quantities than might be hoped 
for. The advanced prices over previous seasons keep 
the volume well forward. 


WIRE NAILS AND Braps.—No change is yet announced 
and demand continues at the minimum. 

We quote from local jobbers’ stocks standard wire r s 
$3.60 per keg base and coated wire nails at $3.50 per eg 
base Brads at 75 per cent from standard lists 

WIRE AND STAPLES.—Some calls for quotations pre 
paratory to spring fencing are being received, and o1 
ders are being placed. Smooth wire for construction 
purposes has not started to move as yet. We quote from 
local jobbers’ stocks: 


Galvanized Glidden cattle wire $3.55 per S80-r 1m 
galvanized Glidden hog wire, $3.70 per 80-rod spoc pair 
Glidden cattle wire, $3.00 per 80-rod spo ' te ; 
hog wire, $3.13 per 80-rod spool; N >} ale 
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wire, $3.55 per ewt No. 9 galvanized annealed smooth wire, 
$4.25 per cwt; polished fence staples, $3.75 per ewt.; galva- 
nized fence staples, $4.45 per cwt 

Wire CLoTH.—Contractors are beginning to show 
some interest and inquiries are beginning to be made 
for price. Some of the larger contractors are calling 
for materials purchased, showing further the approach 
of the busier season. Price remains the same as last 


quotation. We quote from local jobbers’ stock: 


12 mesh black wire cloth, $2.00 per 100 sq. ft.; 12 mesh 
galvanized wire cloth, $2.50 per 100 sq. ft.; 14 mesh bronze 
wire cloth, $10.00 per 100 sq. ft 

BoLts.—Very low demand and a good local stock in 
jobbing houses keep the price stationary. We quote 
from local jobbers’ stocks: 


Small machine bolts at 50 per cent; large machine bolts 
at 30-10 per cent; small carriage bolts at 45-5 per cent; large 
carriage bolts at 35 per cent; lag screws, 40-10 per cent; 
stove bolts, 60-10 per cent 


CLEV 


Office of HARDWARE AGE, 

Cleveland, March 6, 1917. 
YX/ITH the approach of spring, business in hardware 

lines, which was very satisfactory during Febru- 

ary, shows an increased activity. Jobbers are getting a 
good volume of orders for spring goods from both the 
city and country trade. Local retail dealers are buying 
quite freely in spite of the high prices but still they 
are following a somewhat conservative policy in plac- 
ing stock orders. 

The delivery situation is still very serious. Manu- 
facturers are apparently in a better position than they 
were a few weeks ago to make shipments but are unable 
to do so because of the railroad embargoes. In many 
cases manufacturers are making shipments in less than 
car lots over railroads that are taking shipments this 
way but which refuse to accept car lots. Jobbers are 
short of some lines of goods because of inability to se- 
cure shipments, particularly wire cloth, wire netting 
and nails. Shipments from manufacturers to jobbers 
of steel goods, shovels and lawn mowers have been com- 
ing along slowly during the winter, being greatly delayed, 
and these goods are now being sent out to the retail 
trade. It is not probable that there will be serious 
shortages in many lines of spring goods although de- 
liveries on some to retailers are bound to be delayed. 
One line that it is almost impossible to secure at pres- 
ent is malleable rakes, this being due to the inability of 
the manufacturers to secure castings. 

In the retail trade there is a good demand for almost 
all lines. In seasonal goods sprayers are beginning to 
move quite freely and the demand for incubators is 
fairly active. The demand for mechanics’ tools con- 
tinues heavy. A strike and lock-out has been declared 
in the Cleveland building field and unless a settlement 
is speedily effected this is likely to interfere with the 


‘volume of business in builders’ hardware and various 


supplies. 

While price advances are not as numerous as they 
were late last year advances are being made on various 
less important items. Manufacturers have advanced 
stove boards 5 per cent and jobbers will advance these 
goods this week. Considerable advance has been made 
on corn huskers and gloves. Advances have also been 
made on garage door hanger equipment, stove casters, 
cast iron hammers and foot scrapers. Some makers 
have advanced milk cans about 10 per cent. 

STEEL SNow SHOVELS.—The F. E. Kohler Company, 
Canton, Ohio, announces an advance of approximately 
10 per cent a dozen on these gooods. 


Mother Was Safe 


HE minister had to leave home on a long preaching 
tour. Just before leaving he called his family 
around him to say good-bye. When he came to Bobby 
he said: 
“Old man, I want you to be a good boy and take care 
of your mother.” 
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SHEETS AND TIN PLATE.—No change in price ha. oc- 
curred. Very few large orders are being placed \» a 
retail way. 

We quote from local jobbers’ stocks: Black sheets at 70 
ewt. base; galvanized sheets at $7.75 cwt. base; IC roving, 
20 x 28, 8-Ib. coating tin, $15.50 per box; bright tin of me 
grade and weight, $20 per box. 

OIL AND TURPENTINE.—The continued cold weather 
prevents any outside painting, so demand continues very 
light. The high price of paint materials may work as 
a restraining influence on paint sales, but many people 
are coming to believe that prices in general will hold 
nearly at the present level or go even higher. Many 
people who refrained from painting last year because 
of the price will proceed this season regardless of fur 
ther advances. We quote from local jobbers’ stoeks: 


Boiled oil, barrel lots, at 99c. per gal.; raw oil, barrel tor 
at 98c. per gal.; turpentine, barrel lots, at 58%c. per gal 


LAND 


Sap Irons.—The A. C. Williams Company, Ravenna, 
Ohio, announces an advance of 13c. a set on Potts 
household sad irons and 2c. a |b. on tailor’s and common 
sad irons. 


DISINFECTANTS.—W. H. Dayton, Cleveland, has made 
an advance of $1.25 a dozen gallons on Daytholeum dis- 
infectant and $1.80 a doz. on Dayton’s fly finish. 


CooKING OveNs.—The Huenefeld Company, Cincin- 
nati, has made an advance of 20c. on cooking ovens. 

GLuE.—The supply of glue has become very scarce 
and predictions are made that it will be entirely ex- 
hausted in a short time. The price has been advanced 
about 5c. a lb. 





WHITE LEAD.—An advance of %c. a lb. has been made 
on white lead by the Sherwin-Williams Company but 
this advance is not general. The National Lead Com- 
pany quotes white lead in 100-lb. kegs at $10.50 per 
ewt. in 500-lb. lots. 


Tires.—The B. F. Goodrich Company announces a 
readjustment of its prices on fabric casings and on 
tubes. Some prices are unchanged and others are ad- 
vanced from 2 to 10 per cent. 


Eaves TrouGHs.—The Delphos Mfg. Company, Del- 
phos, Ohio, has made an advance of about 10 per cent 
on eaves troughs, conductor pipe and allied products. 


Botts, Nuts, Rivets, Etc.—Deliveries on bolts and 
nuts have improved somewhat but jobbers are having a 
great deal of difficulty in getting shipments of cap and 
set screws, some of the makers being close to nine 
months behind on deliveries. We quote prices to retail- 
ers as follows: 

Machine bolts, small sizes, 40 and 10 per cent off the list, 
large sizes, 40 per cent off; carriage bolts, small sizes, 45 and 
5 off, large sizes, 35 off; rivets, 40 per cent to 40 and 1° 
per cent off. 

NAILS AND WIRE.—There is a fair demand for early 
delivery. Jobbers’ prices are as follows: 

Wire nails, $3.60 per keg; No. 9 galvanized wire $4.30 per 
100 lb.; galvanized barbed wire, $4.45 per 100 Ib.; No. 9 
annealed wire $3.60 per 100 Ib. 

Jobbers’ prices to retailers are 4c. for steel bars; 4.10c. for 
structural material, 5c. for plates, and 5c. for hoops. 

SHEETS.—There is fair demand for small lots of 
sheets. Jobbers are taking orders for shipment direct 
from the mill at 7c. for No. 28 galvanized sheets. Prices 
for shipment from warehouse are 5.25c. for No. 28 
black; 7.25c. for No. 28 galvanized, and 5c. for No. 10 
blue annealed. 


Bobby promised. All day long he looked preternatur- 
ally grave under the heavy responsibility thus suddenly 
assumed. When night came and he was called to his 
prayers the young guardian said: 

“Oh, Lord, bless father, and brother Tom, and sister 
Alice, and Aunt Mary, and the little Jones boys and me, 
but you needn’t trouble about mother, for I am going to 
look after her.” 














Tri-State Implement Dealers Join 
Kentucky Hardware Organization 


Association Changes Name 


fFUNHE SEVENTEENTH ANNUAL CONVEN- 
| TION of the Kentucky Hardware and Stove 
~ Dealers’ Association was held at the Tyler 
Hotel, in Louisville, February 13, 14 ana 15. 

It is quite probable that this meeting was one of 
the most eventful ones in the history of the organ- 
ization. One of the most important matters trans- 
acted at the first business session was ratifying 
the action of the officers of the association in invit- 
ing members of the Tri-State Implement Dealers’ 
Association, residing in Kentucky, to join the hard- 
ware association. The recent disbandment of the 
Implement Dealers’ Association brought out this 
move, and the address of President Fischer of the 
hardware association shows briefly the reason for a 
consolidation of interests. It is stated that the 
action taken will greatly increase the membership 
of the hardware association. 

Promptly at 10 o’clock Tuesday morning the con- 
vention was called to order by President Fischer. 
After singing “America,” the invocation was pro- 
nounced by the Rev. E. L. Powell of Louisville, 
while A. P. Ballou of the Louisville Publicity 
League, delivered the address of welcome, taking 
as his subject the “Spirit of Welcome and Fellow- 
ship.” The response was made by Guy Lockwood, 
a hardware merchant of Paducah. 

In his address President Fischer said: 

“There are so many important matters to come 
before the association that I deem it my duty to 
mention only a few of them briefly at this time. 

“First, I would call your attention to the pro- 
posed plan for the consolidation of the Implement 
Dealers’ Association. with our organization. At a 
recent meeting of the implement dealers, held in 
this city, C. S. Darnaby, president of the Tri-State 
Association, appointed a committee to meet with a 
committee of our association and formulate plans 
for bringing about this union of interests which I 
personally consider a very desirable move. At the 


recent meeting referred to, the implement dealers 
were unanimous as to the advisability of accepting 
our invitation, so that I hope there will be no 
obstacles of any kind to prevent a successful conclu- 
sion of the proposition. Our interests are almost 
identical in a way, and certainly present conditions 
warrant the assertion that this is a time for ‘team- 
work.’ 

“Another matter that deserves more than passing 
attention concerns the replenishing of stocks. Never 
in the history of the trade, as far back as my 
memory serves, have costs been as high as they 
are to-day on practically all hardware goods. This 
situation means that we must revise our selling 
prices to conform with market quotations, and 
that we should be careful and not over-buy at the 
present time. On this matter everyone of you can 
give suggestions that will be of value in our busi- 
ness meetings. Get busy and talk with a fellow 
member. Compare experiences and in our business 
meetings speak right out your opinions. However, 
do not let your stocks become so depleted that you 
cannot take care of your trade. If you do so, the 
mail order houses are likely to obtain a large share 
of your business. 

“In line with the remarks just made, it certainly 
seems the proper time for each hardware dealer to 
take a careful inventory and to get rid of all ‘dead’ 
stock. I think better prices can be obtained for it 
now than at any other time. From personal experi- 
ence I know that a city merchant can make many 
interchanges of goods with a country merchant and 
that the reverse is true as far as the country mer- 
chant is concerned. In this we have had support 
from our National Organization for which we are 
very grateful and the work of our Price and Ser- 
vice Bureau has been of great value to us. 

“Before closing, may I not call attention to the 
work of our able secretary, J.M.Stone. He has served 
us for a number of years, but during the past year 
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he has accomplished more than our members realize. 
He has been untiring in his efforts in buildng up 
the association and our present membership and 
attendance at meetings show that his work has 
been successful. We certainly owe him a vote of 
thanks. 

“Foreign difficulties, in my opinion, do not yet call 
for any resolutions from this association, but speak- 
ing personally, I wish to state that I will support 
the Government in any emergency, and know that 
all of you have made the same resolution.” 

O. Sacksteder, sales manager of electrical supply 
department of the Belknap Hardware & Manufac- 
turing Company, Louisville, made a very interesting 
talk on the profits to be made on electrical supplies 
of all kinds. He emphasized the fact that a tech- 
nical education was not required to handle this class 
of goods, as was generally supposed. 

On motion of ex-President Robert M. Hunter, 
Nicholasville, the association went into executive 
session to decide definitely as to changes necessary 
in the by-laws for admitting implement dealers as 
members. At this session it was decided to change 
the name of the association to “Kentucky Hardware 
and Implement Dealers’ Association,” the object 
of the association being to unite the retail hard- 
ware, stove, implement, vehicle and harness dealers 
of Kentucky. Further excerpts from the new by- 
laws included a resolution to co-operate in every 
legitimate way with other organizations, national 
and otherwise, in order to further the interests of 
the retail dealer. 

At the afternoon session on Tuesday the report 
of Secretary Stone was submitted, which showed 
some loss in membership due to deaths, failures, 
fires and other reasons, but it was brought out that 
the membership has maintained an average of 300 
in the past few years, and that the percentage of 
membership, as compared with other hardware 
organizations, was above that of any other state. 
We quote his report in part as follows: “Every 
member of our executive committee has readily 
responded to the calls of our president. I would 
also wish to draw attention to the work of Augustus 
Albrecht, chairman of our exhibit committee. He 
has given a great deal of his time in securing ex- 
hibits for our convention, and I think that you will 
all agree he has done his part in making the con- 
vention an initial success from the exhibitors’ stand- 
point. 

“The world-wide war conditions causing the rapid 
advance in prices of all lines of hardware has kept 
our members busy and we find in nearly every case 
the dealer has been wide-aweke to his best in- 
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Members and guests of the Kentucky Hardware 





terests. There has never been such an opportunity 
to make money on the stock on hand that was 
bought at the low price and the lump has leavened 
in our hands, so why not take advantage of the 
opportunity which is ours? I am glad to say that 
most of our dealers have looked ahead and antici- 
pated their requirements for the next twelve 
months. The good fortune is yours; now go to it! 

“The National Association has never been better 
prepared to render real service to our members 
than at this time, and is more than willing to assist 
us in many ways. At this time the National is 
gathering data from all over the country which 
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Left to right: C. L. Smith, HARDWARE AGE; Joseph 
jevers, Harrison; John Weigel, president, Cincinnati 
Hardware Guild 


will result in a plan to assist the small hardware 
dealer in more efficient methods in buying, selling, 
accounting, advertising and store management in 
general; this effort should be encouraged by every 
member of our association. Our Price and Service 
Bureau is open at all times for the free use of our 
members and a large percentage of our membership 
feels well paid for their time in trying out the 
service.” 

H. O. Roberts, secretary of the Minnesota Hard- 
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ware Association, addressed the association Wednes- 
day afternoon. He stated in part that “success 
is neither a secret nor an accident.” He urged the 
members to study conditions more closely and learn 
to battle with the city merchant, who is the country 
merchant’s strongest competitor. He also deplored 
the excess amount of legislation that is enacted in 
nearly all States, laws frequently being passed that 
seriously and adversely affected business, by law- 
makers who have only a rudimentary knowledge of 
any particular business. In Mr. Roberts’ opinion, 
legislatures in some States might be declared nuis- 
ances and a large number of legislators ought to 
receive $100 per day for every day they did not 
attend, instead of the usual stipend for attending 
sessions. 

M. L. Corey, secretary of the National Associa- 
tion delivered an address in which there was some 
excellent advice on the “Art of Collecting.” He 
also touched on the cost of doing business, and in 
the ensuing discussion it was developed that many 
members who have been attending the conventions 
ever since the association was organized, are still 
struggling with both of the problems mentioned. 

At the election of officers Wednesday the follow- 
ing were chosen to serve during the ensuing year: 
President, W. H. Funk, Bowling Green; first vice- 
president, Augustus Albrecht, Jr., Louisville; sec- 
ond vice-president, C. F. Troutman, Shepherdsville; 
treasurer, A. T. Byron, Owingsville, and secretary, 
J. M. Stone, Sturgis. The place of meeting for the 
next convention will be selected by the executive 
committee at a later date. 

J. S. Ogden, of Ashland, and W. H. Funk, of 
Bowling Green, both made brief reports on the trip 
to the last National Convention. Delegates selected 
to attend the next National Convention are as fol- 





Starding, left to right: S. B. Gray, Joseph Buenger, J. 
H. Elliott, George W. Schlegel. Sitting, left to right: 
John Findlay, W. F. Belmer, Oscar Small, E. J. Becker 


lows: W. H. Funk, John J. Fischer, Augustus Al- 
brecht, A. T. Byron and J. M. Stone. It was also 
decided to send delegates to the next convention 
of the National Implement Dealers’ Association, 
and the following were selected: J. M. Stone, T. J. 
Turley and W. H. Funk. 

On Thursday morning E. B. Moon of Chicago 
delivered a very interesting lecture on “The Com- 
munity’s Business.” He emphasized the fact that 
the interests of all merchants in a town were inter- 
woven and that the hardware man should not shut 
his eyes to the plight of the grocer across the street, 
but should lend a helping hand, even though he was 
not in the same line of business. 

An address was made by A. M. Cook, of the 
American Freight Audit Company, Louisville, who 
stated that many merchants were losing annually 
large sums by not having their freight bills watched 
more closely. 

The exhibits were held on the ninth floor of the 
Tyler Hotel, and contrary to the usual rule, the 
exhibit hall was open during the executive sessions. 
This new arrangement was very much appreciated 
by the exhibitors. 


Notes of the Convention 

John Weigel, president of the Cincinnati Har 
ware Guild, and W. F. Belmer, president of the 
Hardware Club of Cincinnati, both attended the 
convention, and extended invitations t. Kentucky 
dealers to join the Cincinnati crowd that will go to 
the Ohio convention at Dayton in special cars. 

R. M. Hunter, an ex-president and active worker 
in the Kentucky Association, received a telegram 
from home Thursday morning announcing the ar- 
rival of another Miss Hunter to support. Judging 
from the smile he wore when leaving, he was cer- 
tainly not adverse to incurring the extra expense, 
or to leaving the convention. 

Joseph Bevis, Harrison, Ohio, who has the dis- 
tinction of being one hardware dealer that is presi- 
dent of a national bank, spent the entire three days 
at the convention and claims that he absorbed more 
ideas than during any previous like period of time. 


THE A. W. WHEATON Brass Works, 157 New Jersey 
Railroad Avenue, Newark, N. J., operating a plant for 
the manufacture of builders’ hardware, has filed ar- 
ticles of incorporation with a capital of $40,000. Abram 
W., Sr., Abram W., Jr., and Walter Wheaton are the 
incorporators. 


THE GEORGE P. WAGNER COMPANY, Jasper, Ind., has 
been incorporated with $40,000 capital stock to manu 
facture farm machinery. The directors are George P., 
M. L. and Alfred Wagner. 
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95 Per Cent of the Connecticut Dealers 
are Association Members 


Hold Fourteenth Annual Convention in Bridgeport 


HE Connecticut Hardware Association may be 
T outstripped in point of numbers by many of the 

other State associations, but it can hardly be 
beaten in enthusiasm, in close co-operation and in 
percentage of members in proportion to the entire 
number of hardware merchants in the State. This 
association at the present time has 134 active mem- 
bers, practically 95 per cent of all the hardware 
dealers in Connecticut, a record that can hardly be 
surpassed. 

Bridgeport, described recently as the Mecca of 
America, arising from its unprecedented prosperity, 
was fittingly chosen as the scene of the fourteenth 
annual convention, held on Feb. 27 and 28. The 
arrangements and banquet committee, composed of 
loyal members from the City of Bridgeport, did 
their work well, and the entire proceedings ran 
along without a hitch. 

The opening meeting was held early in the after- 
noon of Feb. 27, and after the routine business inci- 
dental to the opening of the convention had been 
disposed of, President Morse, of Meriden, made his 
address. He spoke briefly of the pleasure of his 
duties as president of such a loyal body of men as 
the Connecticut merchants. He made a short report 
of his experiences and those of Secretary Hitchcock 
as delegates to the National Retail Hardware Con- 
vention held in Boston, June 12-16, last year. Con- 
necticut, he said, did not make such a good show- 
ing in regard to the number of new members added 
to the list, but they took consolation in the fact that 
the association already had such a large percentage 
of the total number of merchants in the State, a 
showing which he said was not made by any other 
association. He touched upon the value of mutual 
insurance, and closed by thanking the members for 
the hearty support they had given to him. 

Secretary Hitchcock, of Watertown, then gave to 
the members his annual report. He said in part: 

T was at our last meeting at Bridgeport in 1911, six 


years ago, that your present secretary assumed the 
duties of his office. Since that time there have been 


no rapid strides in our progress but a slow continued 
healthy growth. Our membership then was 120, al- 
though a few were in arrears and have since been 
dropped. In membership during this year we have 
lost one by discontinuance of business, one by the con- 
solidation of two stores and three by non-payment of 
dues. We have added seven new members. Our total 
membership now stands 134. As you all know, non- 
members in the State are scarce, but we have a few 
on the “waiting list” for whom we are still waiting. 
Personal solicitation is the only effective means of get- 
ting new members, and most of these few have so far 
escaped that method of procedure. 

I have had several inquiries during the year re- 
garding hardware mutual insurance, principally from 
those who are already using that class and want more. 

This matter of hardware mutual insurance has been 
dwelt upon in every one of my annual reports as well 
as in those of my predecessor and by nearly all of 
your presidents. And it should be. Why so many of 
our members will continue to refuse to use the oppor- 
tunity of saving 40 to 50 per cent of their insurance 
premiums is hard to understand. One of our promi- 
nent members suffered practically a complete loss of 
his large stock by fire a few months ago. Ask him 
if he was satisfied with his treatment by the hard- 
ware mutuals and if he expects to use them again. 
Several other members have suffered from fires, and 
the unanimous verdict of their experience with the 
hardware mutuals is that it was thoroughly satis- 
factory. 

I wonder how many have considered increasing their 
insurance to correspond to the increased value of their 
stock? The same quantity of merchandise in stock 
now as a year ago is to-day worth 25 to 50 per cent 
more. How many of us have increased our insurance 
to cover it? 

As a result of the circular letter sent out urging 
our members to attend the joint exhibition of the Penn- 
sylvania and Atlantic Seaboard and New York State 
Retail Hardware Associations at Madison Square 
Garden the first of this month, eighteen went down 
in a body, and after dining and attending a theater 
together on Tuesday evening, visited the exhibition on 
Wednesday. I believe it is generally conceded to have 
been the largest exhibition of its kind ever held. 

We have been importuned several times during the 





Part of the crowd that gathered at the fourteenth annual convention of the Connecticut Hardware Association 
held at the Hotel Stratfield, Bridgeport, Conn. 
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r to join the United States Chamber of Commerce. 

of the other State associations have become 
members, but inasmuch as the National Association 
is a member it seems wise for us to not consider it 
statewise. I mention this so that any member who 
is acquainted with its aims, and believes we should 


we 
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Henry S. Hitchcock, Woodbury, secretary of the Con- 
necticut Hardware Association and N. B. Richards, 
South Manchester, the newly-elected president 


become a member, can bring up the matter for action 
if he desires. 

The National Association last year selected from its 
15,000 members one hundred supposedly’ progressive 
firms representing every affiliated State, to form a 
committee named and known as The Committee of 
One Hundred. To it has been sent the referenda of 
the Chamber of Commerce of the United States, and 
on their combined expressed opinions the vote of the 
National Retail Hardware Association was constructed 
and reported to Washington. 

The activities of this Committee of One Hundred 
are not, however, to be limited to this one channel. 
They are to be called upon as necessity arises in other 
directions. In legislative matters they are expected to 
be able to wield a strong influence. 

The One Cent Letter Postage Association has been 
pounding away but has given up hope for definite re- 
sults from the present Congress. The present bill 
before Congress (and the one pushed by the above 
association) provides for one cent postage on drop 
letters limited to city delivery. Another bill provides 
one cent postage on drop letters for city and R. F. D. 
delivery. This latter is the legislation most of our 
organizations have recently favored, and I believe is 
what we should go on record as favoring at this 
meeting. 

The American Fair Trade League is also working 
hard this winter for the Stevens bill, so called, to 
standardize prices on trade-marked goods. At a re- 
cent hearing before the Interstate and Foreign Com- 
merce Committee it was shown that during the large 
advances of the past year on most all goods, out of 
forty manufacturers of trade-marked goods, only six 
had raised their prices to consumers. There does not 
seem to be, or at least I have not seen, any good argu- 
ments against this bill. Our Connecticut Congressmen 
have stated they are in favor of the purport of the 
bill, but of course cannot pledge themselves for it until 
they see in what form it comes up for action. Doubt- 


less, as in the past, it will not come out of committee. 

The past year has witnessed the highest prices in 
hardware and the largest amount of business in this 
line since the organization of our association. If 
profits have not been in proportion it is the fault of 
the dealer and not of the times. 


The man who has 
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kept up to date in following the upward trend of prices 
has something to show on the profit side of his ledger. 

Following Mr. Hitchcock, Roy F. Soule, editor of 
HARDWARE AGE, addressed the merchants on “Effi- 
ciency in Buying and Selling.” 

Following this address, the members were con- 
ducted through the immense new plant of the Rem- 
ington Arms-Union Metallic Cartridge Company. 
The trip, started at 4 o’clock, lasted until after 7, 
when the party returned to the hotel for a Dutch 
lunch and the Question Box session. These sessions 
are always lively and instructive, and this one was 
no exception. The most important question which 
arose was that of inventory and the correct method 
of figuring it. Mr. Phelps, of F. S. Bidwell & Co., 
held that if he figured his inventory at actual cost 
his adjustment in case of fire would still be made on 
prevailing market prices, whether higher or lower 
than the actual price paid, as long as he kept his 
insurance up to 80 per cent of the actual value of 
his stock. He based his assertions, he stated, on 
information he had secured from men well posted 
on the subject of fire insurance. 

The various committees met early the next morn- 
ing and at the closing session presented their re- 
ports. The treasurer reported the finances as being 
in an extremely healthy state, with a much greater 
surplus on hand than last year. 

Among the resolutions adopted were that the 
association recommended the bill providing for one- 
cent letter postage for drop letters, that it support 
the movement to pass the Stevens bill advocating 
price maintenance on trade-marked articles, and also 
that it declare itself in favor of honest advertising 
laws; that it recommend the passage of the Webb 
bill, and that the members write their congressmen 
on the subject. 

D. Fletcher Barber, of Boston, ex-president of the 
National Retail Hardware Association, spoke on the 
value of co-operation. He cited instances of the 
constructive community betterment work that is 
being done in the West, and told of personal experi- 
ences that demonstrated the real value of a close 
acquaintance and an understanding of the other 
fellow’s problems. 

At the election of officers the following were 
elected to serve for the coming year: 

N. B. Richards, South Manchester, president; W. 
B. Hotchkiss, Waterbury, ‘first vice-president; 
George I. Clapp, Hartford, second vice-president. 
Henry S. Hitchcock, Woodbury, recording secre- 
tary; financial secretary, H. G. White, Bristol, and 
E. G. Sherman, South Manchester, treasurer, were 
re-elected to serve another year. H. W. Morse, 
Meriden; G. M. Merwin, Winsted; F. O. Rackliffe, 
New Britain, and Roland T. Warner, New Haven, 
were elected directors for three years 

The convention was brought to a successful close 
by the annual banquet, an affair of good food, good 
speakers and good fellowship. 


The Automatic Farm Implement Company, Elkhart, 
Ind., has been incorporated with $50,000 capital stock 
to manufacture farm implements and machinery. The 
directors are John G. Schacht, Claude E. Jackson and 
Ernest A. Skinner. 


The Double Eccentric Piston Ring Corporation, St. 
Louis, has been incorporated with a capital stock of 
$70,000 by William H. Baumann, Walter E. Kech and 
Frank W. Wagner to manufacture piston rings, etc. 


The Jackson Shovel & Tool Works, Hartford City, 
Ind., has been sold to Hubbard & Co., Pittsburgh, for 
$40,000. It is said it is the intention of the new owners 
to double the capacity of the plant. 











The Diary of Dawson Black 


By HAROLD WHITEHEAD 


Instructor in Business Method, Boston University 


Section 32 


HURSDAY, Feb. 17, 1916. Say, I saw the 
T cleverest example to-day of selling that I’ve 

ever seen. Probably it’s old. but it was surely 
new to me, and the man got a sman order from me, 
too. 

About 10.30 this morning, a well-dressed, jolly- 
looking man came into the store. I was busy serv- 
ing at the time. In fact, we were all busy, but Lar- 
son was disengaged first and so he asked what he 
could do for him. 

“How do you do?” said the stranger smiling. 
“I’ve got a message to tell Mr. Black,” and he nodded 
toward me. 

“He will be at liberty in a few minutes,” said 
Larson. 

“Thank you,” replied the salesman. Then notic- 
ing a display of electrical goods which we had on 
one of our center tables, he said, “The man who 
dressed that table knows something about display, 
doesn’t he?” 

“I did it,” said Larson. 

“Oh, I beg your pardon; I thought that one of 
your assistants had done it.” 

I heard this even while serving my customer and 
I don’t think I ever saw Larson act so pleased. The 
old chap almost purred with delight. The salesman 
didn’t say any more to Larson, however, but turned 
around and inspected the electrical goods. 

When I was disengaged he walked over to me. 
“Good morning, Mr. Black; I have a message for 
you; but before I deliver it I wonder if you have 
such a thing as a bit of scrap zine or tin around 
the place?” 

“Yes,” I said, and told Jimmy to bring a piece. 

The jolly-looking man then took a pocket-knife 
from his pocket, opened it and cut two or three 
slivers off the zinc. Passing the knife over to me, 
he said: “Did you ever see a pocket-knife that could 
do that without denting before?” 

“No. But I never heard of any one cutting zinc 
with a pocket knife before.” 

“Of course they’re not meant for that purpose; 
but a pocket knife that can do that must have qual- 
ity in it.” 

“Yes, indeed.” I looked at the knife curiously to 
see if the edge was dented at all, but it wasn’t. 

“That is the kind of pocket knife we sell,”’ he con- 
tinued. “Isn’t that the kind of pocket knife that 
will please your trade? Just a moment,” putting up 
his hand, “there’s a bit of copper wire on your 
counter yonder. May I borrow it a moment?” 

I smiled and fetched it to him. 

This time he brought out a pair of shears and 
snipped three short pieces of wire from the coil, 
passed the scissors over to me and said, smiling in 
a most friendly manner, “Same story on the scissors, 
Mr. Black.” 

My hand instinctively stretched out for those 
scissors and I examined the cutting edges carefully. 
“Look at this, Larson,” I called out without think- 
ing. . .. Mr. Larson looks after our cutlery— 
tell him about it.” I held out the scissors to the 
stranger, but he didn’t take them. 

“Try it for yourself,” he said to Larson. 

Larson did try it. “But any good shears will do 
that, of course,” said Larson. 

“Exactly,” said the salesman, laughing; “which 
shows these must be good shears. Isn’t that so?” 


88 


“How much are they?” asked Larson. 

Well, I need not go any further. We had always 
been buying most of our cutlery from a jobber, fecel- 
ing that it was best for us under the circumstances. 
This salesman got us so interested in his cutlery, 
however, that really before we knew it he had our 
order. 

Martin had been unpacking some goods which 
had just come in and didn’t get behind the counter 
until afternoon. I told him about the selling stunt 
that we had seen. ‘“That’s fine!” he said. ‘Let us 
adopt it,” and thereupon we decided that on pocket- 
knives of one dollar and over and shears of seventy- 
five cents and over we would demonstrate their supe- 
riority in the same way that the salesman had done. 

“Why not on the cheaper ones?” I asked. 

“Do you think,” replied Martin with a dry smile, 
“that people would pay extra for the higher priced 
knives or shears if we demonstrated to them that the 
lower priced ones would stand the same test of qual- 
ity? There would be no logical reason for them to 
pay the extra price, would there?” I guess Martin 
is right. 

Friday, Feo. 18, 1916. Jimmy suggested we go 
into the sawdust business. When I asked why, he 
said: 

“Well, everybody sharpens his pencils in the Cin- 
cinnati pencil sharpener since we displayed them 
around the store with that little card saying, 
‘Sharpen your pencil,’ and I’m spending my time 
carrying shaved planks to the back yard.” 

“How many have we sold?” I said turning to 
Jones. As a matter of fact I had forgotten our 
plan of doing this last Monday. 

“There’s only one left,” he answered. 

“Great Scott! Order another dozen right away!” 
I said excitedly. 

“Martin ordered them on Tuesday.” 

Martin again. He thinks. 

Saturday, Feb. 19, 1916. When I got down to 
breakfast this morning the Mater was there with a 
letter in her hand which had a Florida post-mark 
on it. Her face was very grave. 

“Hullo, Mater,” I said; then noticing the envelope, 
“Nothing wrong, I hope?” 

“Why, no; but I’ve got a little disappointment 
for you.” 

“Betty isn’t sick again?” I asked anxiously. 

“Now, don’t worry, my dear,” she said; “but I 
want you to let me tell you”—here she hesitated and 
looked at me for a moment, then shook her head 
sorrowfully and under her breath said, “Poor boy!” 

“Good gracious, Mother, tell me quickly what it 
iat” 

“There, there, sit down.” 

I sat down. My throat felt parched. I don’t 
know why, but Mother’s remarks made me think all 
dreadful kinds of things had happened to my Betty. 
She stood behind my chair and put her arms on my 
shoulders and said: ‘Well, my boy, your time of ease 
will be over. Betty will be home next Wednesday.” 
I felt as if a ton of bricks had been taken off my 
chest and at once forgave Mater for her prank. 

From the store we can sometimes hear the throb 
of a big motor in the factory near us. To-day, all 
day long I heard it—tumpty, tumpty, tumpty, 
tumpty; and then it changed to “Betty’s coming 
home next Wednesday!” When I got home to- 
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night I jumped in behind the Mater with a howl 
the way I did when I was a boy. She gave a yell 
and dropped the plate, and I swear those pieces 
jingled, “Betty’s coming home next Wednesday !” 

Now let me come down to mother earth. 

{| bought three electric vacuum cleaners to-day. 
Larson thought I was crazy. “Retail at thirty-five 
dollars!” he said. 

“Cost me twenty-two,” I retaliated. 

“Don’t matter what they cost, Boss, if you don’t 
sell ’em.” 

‘Well, I guess there are more than three people in 
this town can buy a vacuum cleaner.” 

Huh!” 

“Besides,” I continued, “remember that we are 
going to dominate the electrical supply field.” 

“And the gentlemen’s toilet articles field—don’t 
forget that,” Larson laughed. That’s his hobby; 
and he’s got a hobby that means dollars and cents 
to me, for that business is growing steadily all the 
time. 

We have even added toilet soap because we have 
been asked for it several times. People come in to 
leave their safety razors to be sharpened and then 
buy a stick of shaving soap and also ask if we have 
any toilet soap. So, right cr wrong, we have gone 
into it. I think Martin has the right idea. If you 
can make profit out of it, it’s all right. 

Well, coming back to our vacuum sweepers. I 
felt that anything that was electrical we ought to 
have, just so that we could dominate the field. I 
may be wrong in my reasoning, but that’s how it 


strikes me. I asked Martin if he didn’t agree 
with me. 
“T most surely do, Mr. Black,” he said. “I think 


you have the right idea on that and I think you will 
sell some vacuum sweepers.” He pursed his lips, a 
habit he has when thinking, then added, “And even 
if you don’t sell them you can make a good profit 
out of them.” 

Larson shot him a questioning look. 

“In fact,” continued Martin, “when you think it 
over you might decide not to bother to sell them at 
all, but just rent them during spring cleaning time, 
which is coming on very soon. You ought to be able 
to rent them for a dollar a day without any trouble. 
I believe that in sixty days you can rent those ma- 
chines so that they wouldn’t cost you anything.” 

This conversation happened at closing time and 
Jones had just put on his hat and coat, so he joined 
us at the door. 

“T tell you what,” he said excitedly, “why not of- 
fer to supply a man to work it, say for two dollars a 
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day, and let one of us go out? And when we are in 
the house we should be able to suggest what kind 
of things they ought to buy!” 

The words fairly tumbled over one another as he 
continued: “Suppose I was in a house working the 
jigger, how easy it would be to say, ‘You ought to 
have some new molding hooks,’ or ‘Why not have new 
window shades to match the new wall paper?’ or 
‘Those hooks you have are all rusty, why not have 
some new brass ones?’ Gee whiz! Once let us get 
inside the house to do some work and if we can’t 
get some business out of them—why we're dead 
ones, that’s all!” 

His remarks caused my brain to race along at full 
speed and I could see those three machines working 
every day and each salesman coming back at night 
with orders for a lot of household accessories. That 
would be the best kind of business, too, because all 
the houses that had electricity would be owned by 
the more well-to-do people in the town. 

Martin broke the spell. ‘‘Three machines would 
require three men. The total revenue from the 
work, if they worked every day in the week, would 
be $36. The only men we have would be Larson, 
Jones and myself, which, at present, cost you forty 
dollars. We would lose four dollars on the deal, 
and I think, Mr. Black,” he said, turning to me, 
“vou would find it more than you could manage to 
run the store with only Jimmy.” 

I saw the disappointed look in Jimmy’s eye. I 
suppose the “only” did it. 

“Of course,” added Martin, “Jimmy is worth half 
a dozen of the average fellows.” 

“That’s so,” I said, and saw Jimmy was grinning. 

“Well,” said Jones, “I only spoke generally. We 
could charge three dollars.” 

“Why not make it $2.50 and be reasonable and 
hire someone by the day to run the machine,” said 
Larson. 

“IT wonder,” said Martin, “whether a man by the 
day would be able to do as good work and build up 
the good will which could be built up by courtesy 
and service, while in the house, as one of us regu- 
lar fellows.” 

Say, Friend Diary, Martin is sure a past master 
in telling you your mistakes in such a way that 
you don’t know he’s telling them to you. 

We are going to discuss this with other matters 
next Monday and if we come to any decision on it, 
I’ll let you know. It seems to me that something 
worth while ought to be done along these lines of 
renting out vacuum sweepers by the day. 

(To be continued) 
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An attractive display of automobile accessories made by the 
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Automobile Supply Co., Chicago, IIL. 
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Introducing the “House Organlet”—A Hardware Scenario 
in Three Re -Is—Strong Appeal to the Farmer in 


Ad from Indiana Hardware Company 
By BURT J. PARIS 


A Novel Idea and One That You Can Easily Apply 


No. 1 (4 in. x 9 in.) Did you ever hear of a 
house organlet? No? We thought as much. It’s 
a new one on us, to be perfectly frank about it. 
Through the kind offices of A. H. Dessau, adver- 
tising manager of The Stanley Works, New Britain, 
Conn., we have corraled one of these interesting 
specimens of publicity fauna and herewith place it 
on view for your delectation. A house organlet is 
the store paper’s small brother and it is just as ef- 
ficient as any small brother is in getting before the 
public in general, This particular house organlet, 
“Stollbergrams,” makes its appearance monthly in 
the interest of the Stollberg Hardware & Paint 
Company, Toledo, Ohio. Before we progress fur- 
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FRED'S STRUGGLE 
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No. 2—A sad tale of buying by mail 
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There’s a Hard Way and An Easy Way 


Of Doing Most Things in Life. 


A White Mop Wringer 


Takes Most of the ‘‘Hard’’ Sut of 
Mopping. 

You Can Save Your Strength 
For The Real Operation. 


WE HAVE SEVERAL SIZES; 
AND THE PRICES ARE LOW, 


You’ll find them 
Great Labor Savers 


Visit Our Houseware Dept. 


J. A. SULLIVAN & CO. { ZARDWARE 


3 MAIN ST., NEXT R. R., TEL. 6 OPEN SAT. EVE. 


















No. 4—Showing how to take the hard work out of 
mopping ° 


ther let us state that “Stollbergrams” is not printed 
on paper. No, sir; it is printed on a nice tinted 
blotter. You know, a blotter, like a shoe horn and 
a button hook, is something no sensible person ever 
buys. Owing to this peculiarity, “Stollbergrams” 
has a ten to one chance of sojourning on every desk 
it visits. And here’s where the deadly work is done. 
Witness that fine cut and snappy exploitation of the 
Stanley garage door holder. Every time a con- 
tractor bangs down “Stollbergrams,” “Stollber- 
grams” rises up and smites him with a perfectly 
good argument on some hardware specialty—this 
month it happens to be garage door holders. The 
border was printed in color, and before your eye 
runs off this house organlet, notice the convenient 
calendar for the month. The Stollberg company pays 
the cost of printing and distributing, but it acquires 
no writer’s cramp in preparing the reading matter, 
for both copy and cut are furnished them by the 
manufacturers whose goods they carry. Pretty 
neat idea, as ideas go, don’t you agree? 


Fred’s Struggle, or, In the Mire of Mail-Order Misery 
No. 2 (8% in. x 11 in.) This page was taken 
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from the February number of Our Hardware, the 
store paper of the Brookshire Mercantile Company, 
Brookshire, Tex. You remember the Brookshire 
people. We told you a few weeks ago that they 
didn’t get out the paper one month because they 
were extra busy, and how the prompt howls from a 
multitude of readers caused them to solemnly prom- 
ise not to do it again, no matter how busy they 
might be. Perhaps if you read this page, you'll 
understand why the Brookshire Hardware Com- 
pany’s customers want the Brookshire store paper 
every month. The Brookshire people haven’t copy- 
righted this scenario, and here it is, like so much 
gold lying around waiting for someone to come 
along and pick it up. The Brookshire people don’t 
rant about mail buying; they just puncture the 
mail order bubble with the same printer’s ink the 
mail house uses to enmesh the unwary. “Fred’s 
Struggle” is well worth your reading. When you 
reach the climax in the third stanza, you’ll see for 
yourself how artistically the cold, wet blanket is 
laid over the mail order proposition. Advertising 
of this sort gets past a person’s mind and enters 
the recesses of his heart and we all know that sen- 
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Monthly aes Organlet 
STOLLBERGRAMS 


Issued by The Stollberg Hardware & Paint Company, as a 
monthly reminder to contractors and hardware and paint dealers 
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HE Stanley Garage Door Holder adds little to 

the cost of a garage, but much to its convenience. 

It locks garage doors open so they cannot slam 
against your incoming or outguing car. 
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Stanley Garage Hardware equips doors so that 
they swing smoothly, close snugly and form the best 
looking and most satisfactory feature of a garage. 
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No. 1—It’s a blotter 
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JUST A WORD ABOUT OUR TIN SHOP 


We have been conducting a Tin Shop for 20 years and have at all 
times tried to be efficient in our work and consistent in our prices. We 
continually carry in stock plenty of tin and sheet iron, with which to 
make most any pattern desired and also have what we think to be 
competent workmen. 

We are prepared to make estimate on any job within our ability 
and feel that we can save you money. Try us 

In conclusion Mr. Farmer we wish to ask you for @ goodly share 
of your years businese, in exchange for which we promise to @ve you Cream Separate: 

all the information available for our common good and to render you| 2. seman tan - 
even hetter service than ever before 

We wish to take this opportunity to thank each and every custo-| -. > * 

mer, be you a large buyer or a small buyer, for your valued patronage “ ~~ 
and to wish you the most prosperous and happy 1917 . 
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THE ORLEANS HARDWARE CO. 


No. 3—Interesting information for the farmer 





timent carries the day when pure reason falls by 
the wayside. This cleverly composed little tale 
portrays, as no argument could, so effectively, that 
buying of the local merchant is even more than a 
matter of dollars and cents. 


Directed to the Farmer 


No. 3 (4 cols. x 16 in.) This is a portion of a 
full page ad sent us by the Orleans Hardware Com- 
pany, Orleans, Ind. The page ad was used in The 
Orleans Progress-Examiner, a local newspaper of 
3500 circulation. Preceding these detailed pres- 
entations of binders, mowers, stoves, silos, etc., was 
a general talk to the effect that the company was 
in an excellent position to quote prices because of 
purchases made before several late advances. The 
talk also dwelt on high quality as the guiding spirit 
of the Orleans organization. This ad is well illus- 
trated and written. Read the copy and note how 
the vital selling points are brought out in an inter- 
esting manner. An ad of this kind is real news to 
the farmer and it is bound to repay with interest 
the care and thought given to its preparation. 


J. A. Sullivan Runs Another Good One 


No. 4 (2 cols. x 4 in.) We recently made some 
commendatory remarks concerning the publicity of 
J. A. Sullivan & Co., Northampton, Mass., and the 
firm has sent us some more material which seems 
to deserve the same meed of praise. For instance, 
this ad on mop wringers. Sullivan doesn’t describe 
the wringer, for he figures that the housewife is 
much more interested in what the wringer will do 
for her. So he illustrates the device and points out 
the moral, which is “Save your strength for the real 
operation.” The ad is properly closed by reference 
to the several sizes and reasonable price. 
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Fifty Years Young 
C K. ANDERSON, president of the American 
4* Wire Fabrics Company, Chicago, Ill, is 50 
years young and proud of it. When Father Time 
rounded out his first half century, business was 

















C. K. Anderson 


temporarily side-tracked and the live wire of the 
fabrics game played host to the friends of fifty 
years. Fifty-four guests were present at the birth- 
day luncheon, given at the Illinois Athletic Club, 
Saturday, Feb. 24, and it was a jolly crowd that 
enjoyed the menu and listened to the reminiscences 
of those who had known Mr. Anderson in other 
days. 

There was a time when C. K. Anderson did not 
cut much of a figure in the wire fabrics industry. 
Back in the old days he was plain “Andy Anderson,” 
who sold bicycles and bicycle sundries as a side 
line and went out after bicycle racing records as a 
regular thing. Track fiends knew him as the “Ter- 
rible Swede,” and under that name he captured 
prizes at more than one bicycle meet of national 
prominence. All this was revealed and more in the 
after-dinner remarks that followed the cigars. At 
the close of the luncheon Mr. Anderson was pre- 
sented with a beautiful gold watch by the assembled 
guests, Dennis Merriman of the American Steel 
& Wire Company making the presentation. 

Those present at the luncheon were: Frank 
Baackes, W. L. Beckley, A. L. Beardsley, J. J. Col- 
lins, A. C. Dean, Charles Egbert, R. C. Faunt, W. M. 
C. Foster, M. N. Gilbert, E. C. Griffith, J. L. Hast- 
ings, Thomas J. Hay, A. Hess, R. M. Hollock, H. A. 
Howland, E. S. Humphrys, W. F. Harrah, John 
M. Hart, Robert W. Jones, Dr. A. G. Johnson, J. C. 
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Kirchner, C. J. Knapp, George S. Lewis, James 
Levy, A. Lindeblad, E. G. Lindquist, W. M. Mason, 
E. R. Mead, D. A. Merriman, C. C. Mitchell, ©. J, 
Miller, L. G. McDonald, J. W. McGuire, E. M. New- 
man, C. J. Nyquist, Philip H. Oleson, George Olin, 
W. H. Parkin, Ashley Peck, C. T. Ritchie, H. W. 
Seaman, C. E. Shields, W. C. Shinn, J. W. Scott, 
C. Oscar Soderquist, H. A. Stedman, J. R. D. Steven- 
son, N. H. Van Sicklen, Charles Walinger, N. F. 
Webb, R. S. White, Fred I. Willis, W. H. Wilkins 
and C. I. Wolfinger. 


Corbin Men Dine 


JD EPARTM ENT heads and foremen of the P. & F. 

Corbin organization held their tenth annual din- 
ner at the Allen House in Hartford, Conn., recently. 
W. L. Shelton, president of the club, presided as 
toastmaster. At the table with Mr. Shelton were 
President Thomson, George T. Kimball, auditor; A. 
N. Abbe, purchasing agent, and J. F. Atwater, traffic 
manager of the American Hardware Corporation; 
C. B, Parsons, general manager; J. R. Fletcher, fac 
tory manager; L. Mouat, Jr., and R. N. Hemenway, 
sales managers; G. Ernest Root, cashier; J. B. Com 
stock, advertising manager; F. G. Hausman, assist- 
ant superintendent, and W. S. Trask, H. C. Barnes 
and Samuel Clark of P. & F. Corbin. 

The speakers included C. B. Parsons, H. C. M. 
Thomson, J. R. Fletcher, A. N. Abbe, L. Mouat, Jr., 
R. N. Hemenway and F. G. Hausman. 

One of the most appreciated talks was that given 
by Samuel Clark, a retired foreman of the iron foun- 
dry, who had been in the company’s service for over 
50 years, and who now, hale and hearty at the age 
of 79, is resting from his labors. He told of the 
Corbin traditions in the early days when the 
force was small and every one worked shoulder to 
shoulder. 


Pittsburgh Dealers Discuss 
Adequate Wages 


HE Pittsburgh Retail Hardware Dealers’ Asso- 
ciation held its regular monthly meeting at the 
Fort Pitt Hotel recently, President Saupe presiding. 
Glowing reports of the convention held in New 
York City Feb. 6-9 were made by several members 
who had been so fortunate as to be in attendance. 

The Question Box which has developed so much 
interest in this association was the main feature of 
this meeting and was in charge of A. R. Smith of 
McKees Rocks. 

The question of adequate wages for employees 
was quite thoroughly discussed and the general 
feeling seemed to show a disposition of greater 
liberality along this line, taking the form of a 
liberal bonus at the end of each year commensurate 
with the amount of profits earned, thus making the 
employee a partner in the prosperity of the firm. 
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Publicity and Profits 


“HE wide publicity being given to 
STANLEY Garage Hardware,” a 
prominent hardware man has just written 
us, “is helping our sales of every other 


STANLEY product.”’ 


There was a time when to most of your trade “a butt 
was a butt.” Tell a customer now that you are giving 
him a STANLEY butt, and he is more than likely to say, 
“Made by the same people who make STANLEY Garage 
Hardware, I suppose.” 


This feeling of friendship between your trade and 
your stock is helping you to sell the products of every 
manufacturer whose name is known to your customers 
through advertising. It is making your profits come 
easier and more often. 


With your sales of STANLEY butts this fact is especially 
emphasized. Not only are they the best known butts on the 
market—they are of the highest quality of workmanship and 
materials. 


Each pair of STANLEY butts you sell means another customer 
who has a pleasant impression of a satisfactory purchase made at 
your store. Each pair of STANLEY butts you sell speeds up the 
turn-over of your whole builders’ hardware stock because it helps 
you to sell your other lines. 


As the largest manufacturer of wrought steel butts in the 
world, we will probaly be able to meet promptly all reasonable 
demands. But we suggest that you order your Spring stock of 
STANLEY butts today. 
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Products Deine Placed on the Market 
by Hardware Manufacturers 


Paint Pot Hook 


The Bridgeport Chain Company, 
Bridgeport, Conn., recently brought 
out a paint pot hook illustrated in the 
accompanying cut. 

This hook is made of strong wire 
and has on one end a snap with a 

















A new paint pot hook 


tongue of tempered steel that pre- 
vents it from becoming delached from 
the handle of the paint can except at 
the will of the user. This generous 
sized hook can be slipped over the 
rung of a ladder or, if the hook is used 
to suspend a fruit pail in picking 
apples, pears, etc., over the limb of a 
tree. The hook is small, handy to 
carry, and very much superior to a 
hook made by simply bending a piece 
of wire to the proper shape. 

The hook is about 3% in. long. The 
retail price is 10c. 


. 5 99 1 
“Kasy Freezer” Selling 
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The Wm. A. Sexton Company, Inc., 
Grand Central Terminal, New York 
City, manufacturer of the “Easy 
Freezer,” which is described as a self- 
freezing device for making ice cream, 
has recently published a folder de- 
scribing new models and a new sell- 
ing plan that has been adopted for 
1917. The “Easy Freezer” is now 
finished in mahogany, Della blue, oak, 
Circassian walnut, green enamel and 
white enamel, to match the various 
furniture finishes. 

The special merchandising plan for 
the coming season is as follows: Each 
“Easy Freezer” will contain a coupon 
said to be worth $1.50 in cash. When 
this coupon is returned with $1 in 
cash to the company, the purchaser 
of the freezer will receive, all charges 
paid, a recipe box file in mahogany 
finish complete with a card index and 


twenty choice frozen dessert recipes 
and a supply of blank cards, together 
with one “Easy Freezer” tempered 
steel aluminum handle spatula, which, 
in addition to having many other uses, 
is especially useful in scraping the 
cream from the sides of the freezer. 


Star Heel Plate Catalog 


The Star Heel Plate Company, New- 
ark, N. J., has recently issued catalog 
No. 15 of cobbler outfits, shoe lasts 
and stands and other hardware spe- 
cialties. 

Illustrated and described are eight 
different outfits for the home cobbler, 
containing from ten to as many as 
forty articles to a set, the “Royal” har- 
ness mender, which is a complete out- 
fit of tools for general harness and belt 
repairing and which includes a rivet- 
ing machine, individual lasts and 
stands in a number of sizes and types, 
heel plates, heel stiffeners, malleable 
soles, horseshoe pattern plates, shoe 
hammers, harness or saw clamps, the 
“Clincher” riveting machine for mend- 
ing straps, belt harness, etc., the 
“Rapid” corn sheller, two types of 
“Ever-Ready” corn sheller, cement 
tampers, felloe oilers and hitching 
weights. The catalog contains 52 
pages and is attractively printed in 
two colors, 


Tape Applying Device 

The Kelley Sales Company, Horton, 
Kan., has recently taken over the 
marketing of a tape applying device 
for applying gummed tape to pack- 
ages, bundles, cartons, etc. The tape 





Device for applying gummed tape to 
parcels 


is intended to take the place of string 
or twine. 

This little article has a means for 
holding and delivering the tape in 
combination with a novel method of 
feeding, moistening and cutting the 
tape as required. The operations are 
under the control of the thumb and 
fingers of the hand grasping the 
handle. 

The weight of this appliance is 
4% lb. 
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for Eva 
Milk 


The Liquid Container & Server 
Corporation, Call Building, San Fran. 
cisco, Cal., has recently placed on the 
market a liquid container and server 


Server porated 














A container and server for evaporated 
milk 


especially designed for use with con- 
densed or evaporated milk. 

To use the server a hole is punctured 
in the top of the can, the paper label 
cut away at the bottom as shown in 
the illustration and the can wiped 
clean. It is then inserted into the 
server. The spout is lifted quickly 
and held firmly to the face of the can 
server, while the cover is raised. This 
punctures the lower part of the can. 
Then when the cover is closed the 
spout is locked in place. The milk can 
be poured from the spout until the 
entire contents is used. 

To clean the server hot water is 
run through the spout, which is also 
cleaned with a little brush furnished 
with the server. The retail price is $1. 


Catalog of «“}Direct- 
Action ”’ Gas Ranges 


The 1917 catalog of “Direct-Action” 
gas ranges manufactured by the Na- 
tional Stove Company Division of the 
American Stove Company, Lorraine, 
Ohio, is just off the press. This cata- 
log, like its predecessors, is finely illus- 
trated and printed on _ high-grade 
paper and describes an extensive line 
of gas ranges. One of the features of 
this catalog is a complete description 
of the new oven heat regulator with 
which “Direct-Action” gas ranges are 
now equipped and which, according to 
the manufacturer, gives the gas range 
the added advantage of a fireless 
cooker. 
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An Ornamental Utility 
For Private and Public Garages 


R-W No. 435 
Sliding Door Equipment 


Doors hung on this equipment fold 
back inside the garage out of the way. 
Weather tight. Keep out meddlers. 
Can’t sag. 


— 


Equipment accommodates 3, 4, 5 





or 6 doors to suit requirements. 





For public garages, equipped with 


electric opener and closer. 








Write today for free catalog containing interesting information about garage door hardware. 


Richards Wilcox Manufacturing(0. 


AurRoRA, ILLINo!s .U.S.A. 
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Peerless Freezer Advertis- 
ing Matter 


The Peerless Freezer Company, 
Winchendon, Mass., has recently pre- 
pared a number of attractive show 
cards, printed in colors and on both 
sides of the cards, featuring Peerless 
freezers. The large cards measure 8 
x 11 in.; the small ones 5x 7in. Both 
sizes are very attractively illustrated 
and are printed in colors. The com- 
pany has also prepared an envelope 
booklet of attractive size of 20 pages, 
describing the entire Peerless line. 


O. K. Wood Screw 
Punches 


The West Haven Mfg. Company, 
New Haven, Conn., represented di- 
rectly by the Willis H. Simpson Com- 
pany, 30 Church Street, New York 
City, has brought out a handy wood 
screw punch for carpenters. This is 
to quickly drive a round hole for 
screws with a hammer tap, instead 
of using valuable time to bore holes 
that can be made more easily this 
way for the smaller size screws. 
These punches are furnished in sets 
of three different diameters and 
lengths of punch, but all have the 
same general over-all length and thick- 
ness of knurled bodies, the illustration 
being nearly full size. The head and 
punch portion are polished and the 
remainder is in a natural (black) oil 
finish. 

The punch is designed as a handy 
tool for driving into soft or semi- 
hard wood, and at the same time the 
wood is countersunk for the screw 
head, because of the curved shape back 
of the punch proper. For round or 


a — 


O. K. wood screw punch with countersink 
and groove for withdrawing with claw 
hammer 














oval head screws the punch need not 
be driven full length of countersink. 
The 3/16-in. wide groove above the 
countersink is for gripping with a claw 
hammer to withdraw instantly the 
punch as a nail would be lifted. 

A good mechanic, working in hard 
wood prefers to bore holes for screws 
but in softer wood, especially where 
there are many screws to drive, the 
use of this tool will save considerable 
time. The tools are 2% in. long with 
the punch itself ranging from 1/6 to 
approximately % in. in diameter, and 
they are made in three sizes for retail- 
ing on cards of three at 25c. per set. 


THE DuBois PISTON RING ComM- 
PANY, with temporary offices at 118 
Hudson Avenue, Albany, N. Y., manu- 
facturer of piston rings for motors, 
has established its plant in part of 
the Albany Industrial Building. 
George T. DuBois is president and 
general manager. William E. Foskett 
is vice-president, Alvert A Franklin 
is secretary and sales manager, and 
Frank E. Fitch is treasurer. 


“Auto Vac” Glass Perco- 
lator 


The Auto Vacuum Freezer Com- 
pany, Inc., 25 West Broadway, New 
York City, is now marketing the 
“Auto Vac” glass percolator. 

It is said that excellent coffee can 
be made in this percolator by using 

















“The Auto-Vac” glass percolator 


one teaspoonful of finely pulverized 
coffee for each cup. Because of its 
quick action, the “Auto Vac” is said 
to filter out the coffee oils and the 
pure aromatic flavor and to leave 
much of the caffetannic acids behind 
in the grounds. 

The “Auto Vac” can be heated with 
alcohol—solid or liquid—with gas or 
on top of any electric or coal stove. 
The price is $3.50. 


“Shino” Floor Polisher 


The Pioneer Mfg. Company, Cleve- 
land, Ohio, has recently brought out 
the “Shino” floor polisher. It is de- 

















The “Shino” floor polisher 


signed for use on hardwood or waxed 
floors. It is said to absorb the dust, 
polish the surface and leave a bright, 
dry finish. 

The “Shino” floor polisher is made 
of chemically treated yarn. The ends 
and sides of the block are protected 
to prevent the possibility of it secratch- 
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ing or marring furniture or woodwork, 
It may be washed when dirty without 
losing its dust-absorbing properties, 
The “Shino” floor polisher has a 54-in, 
mahogany finish handle and a 10-in, 
mahogany finish block. 


Neal Hardware Company 
Buys Door Holder 


The B. B. Neal Hardware Company, 
Inc., 117-119 Leonard Street, New 
York City, now controls the sales of 
the “Winn” patented door holder and 
carries a large stock on hand. 

This holder is made to hold the door 
securely in any position without the 
possibility of breakage. It will not 
mar polished floors; a rubber tip pro- 
tects both the floor and the carpet. 
The tip is also adjustable to any un- 
evenness of the floor. The small plate 
is screwed on the door and the drop, 
which is 4 in. long and which is ad- 
justable to 4% in., is operated by the 
foot. The B. B. Neal Hardware Com- 
pany, Inc., is the originator of the 
slogan, “Neal’s Priceless Service.” 


Adjustable Illuminated 
Level 


The Illuminated Level Company, 
Cliftondale, Mass., for which William 
M. Pinsent, 19 Hampden Street, 
Swampscott, Mass., is selling agent, 
has placed on the market an illuminat- 
ed level, which is illustrated in the 
accompanying cut. 

This level is equipped with two elec- 
tric lights that may be switched on 
or off at will. These lights illuminate 
the glasses so that the movements of 
the bubble may be noticed at a glance. 














An adjustable illuminated level 


The use of the illuminated level al- 
lows the user to hold the level with one 
hand while using a screw driver or any 
other tool with the other hand, even 
though the level may be in a dark 
place. 

The battery used in this level is 
standard size and can be had wherever 
flashlight batteries are sold. The level 
glasses are illuminated by moving a 
little switch placed in a convenient 
position on the top edge of the level. 
The level is made in a number of 
lengths. 


A. H. ACKERMAN, formerly vice- 
president and general manager of the 
U. S. Light & Heat Corporation, and 
C. C. Bradford, formerly sales mana- 
ger of the same company, have an- 
nounced the formation of the Brad- 
ford-Ackerman Corporation, which 
will have offices in the Forty-second 
Street Building, New York City, to 
represent manufacturers of electrical 
apparatus, factory, automobile and 
railway supplies for domestic and ex- 
port trade. 
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(A 6. That Old Trade Mark Stands for 
C: “Satisfaction in Hardware” 


Famous “Ten-Ten” 
Watershed T rack 
and Hangers 


No. ‘*Ten-Ten”™ No. **Ten-Twelve” 
“Adjustable In justable, in and on 
and Out —Up and Down 









ANOTHER INSTANCE OF A-P SUPREMACY 
The “Ten-Ten” door track is bird, ice, snow, dirt, rust, 


rain and weight proof. It is simple in design and strong, The Gigantic Press used for making 
amous ack. 

being made from one steel blank without rivets or welds. 

Because of the cylindrical wheel tread and watershed Since our first monthly shipment of 55,000 feet of 

extension, the tandem-type hangers operate with least N2%,"Tem-Ten" track, each month has witnessed an 

possible friction. No service too hard. No door too large capacity to an annual output of over four million 

rT ° ge feet. We now operate one of the largest power 

or too heavy. The only perfect watershed providing the presses in the world. This wonderful press, especially 

swingout feature by the frictionless tilting of the hanger gommrenec’ Se ae a on ae a a 

wheels on the rounded tread of the track. Allows 4} feet per hour. It is one of the huge presses behind 
vs © . the trac lows 4 the “Ten-Ten” track. This track weighs 2\4 ib. per 

feet swingout on a 9 foot opening foot. Compare it with others. 


AN FRANCISCO - 
MAIN OFFICE AND FACTO 


DANVILLE ILLINOIS, U.S.A. | 
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Duluth Removable Panel 
Display Door 


The Duluth Show Case Company, 
Duluth, Minn., which has recently 
entered the hardware store ‘ixture 
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The Duluth display door with removable 
panels 


field, is manufacturing sectional dis- 
play doors with removable panels for 
use on its hardware cabinets. This 
can be had with either two, three or 
four removable panels to a door. 

The practical use of a display door 
of this kind can be illustrated by the 
following example. A display door 
has four removable panels, one 
sampled with padlocks, another with 
butts, still another with draw pulls 
and sash lifts and a fourth with cup- 
board catches, small drawer locks, etc. 
Under each article on the panel is a 
stock number which corresponds with 
the number on the drawer that is 
directly back of it, and in which the 
stock is carried. If a customer wants 
a padlock, the salesman simply lifts 
out the panel on which they are 
sampled and places it on the counter 
for the customer’s inspection. After 
a selection is made the salesman puts 
the panel back in place and takes the 
padlock selected, from the drawer that 
bears the corresponding stock num- 
ber. 

This feature can be supplied at a 
slight additional cost over the regular 
display door with a full length panel 
back. 


PUTNUM & Co., manufacturers of 
rolling ladders, overhead tracking, 
step and extension ladders, and also 
sales representatives of the Allith- 
Prouty Company, Danville, Ill., door 
hangers and hardware specialties; 
James Ohlen & Sons’ Saw Mfg. Com- 
pany, Columbus, Ohio, saws, and the 
United Refrigerator Companies, Rich- 
mond, Ind., ice boxes and refrigera- 
tors, will move from 244 Water Street, 
New York City, to a new building at 
32 Howard Street on or before April 
1, where the space will be about three 
times as large as that occupied at the 
present time. 


Chicago Spring Butt 
Catalog 


The Chicago Spring Company, Chi- 
cago, Ill., has ready for distribution 
a new catalog No. 32 of spring hinges. 
This new catalog, which is finely illus- 
trated and printed, gives, in addition 
to complete descriptions of various 
spring hinges and other products, 
exhaustive lists covering the various 
sizes, finishes, prices, etc. Illustrated 
and described are spring and spring- 
less butt hinges, spring pivot hinges, 
lavatory spring hinges and other lava- 
tory door equipment, screen door 
hinges and special spring hinges for 
gates, fire stations, garage doors, etc. 


Chatillon Wagon Scales 


John Chatillon & Sons, 85-93 Cliff 
Street, New York City, have recently 
added to their line of products two 
new wagon scales known as No. 400 
and No. 700, respectively, which are 
made especially for the use of dealers 
in fruits, vegetables, ice and coal, who 
desire a compact portable scale that 
can be carried in the pocket. 

These scales have been approved 
by the Sealer of Weights and Meas- 
ures of New York. They have a 
black japanned steel case and a heavi- 
ly tinned hook and ring. The com- 
pany calls special attention to the 
raised edges which protect the 
pointer and dial. The dial itself meas- 
ures 944x1% in. 

No. 400, with a capacity of 25 Ib. 


























A new Chatiilon wagon scale 


by % Ib., lists at $27.50 per doz., and 
No. 700, with a capacity of 50 lb. by 
% lb., lists at $30 per doz. 


WiesuscH & HIcer, Ltp., 106- 
110 Lafayette Street, New York City, 
have taken over the exclusive sale of 
the Whittington pipe vise manufac- 
tured by the Whittington-Vaughn 
Company, Easton, Pa. This pipe vise 
weighs less than 4 lb. and has a capa- 
city for accommodating from % to 
1%-in. pipe. 
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“EK & S” Power Hack 
Saw 

The Ellis-Smith Mfg. Company, 

Inc., 216 Niagara Street, Buffalo, N. 


Y., has brought out the “E & g» 
power hack saw. It is a high-speed, 

















The “E & 8” power hack saw 


popular-priced saw, especially de- 
signed for use in garages and repair 
shops. 

The “E & S” power hack saw has 
a sawing capacity of 4 x 4 in. It is 
24 in. long, 6 in. wide and stands on 
10-in. legs. 

The saw arm will accommodate a 
9-in. blade. It is driven by a crank 
working between V bearings. This 
method of construction, the company 
points out, makes the saw compact, 
strong and durable. It is equipped 
with a sliding weight to regulate the 
exact pressure in sawing metals of 
varying degrees of hardness. The 
saw has an automatic stop and is 
driven by a 2 x 10-in. pulley. 

The list price of this hack saw 
is $18. 


“Mephisto” Bit Circular 


The W. A. Ives Mfg. Company, 
Wallingford, Conn., has recently pub- 
lished a new circular descriptive of 
the “Mephisto” auger bit. This circu- 
lar, which contains 8 pages, has gen- 
eral descriptions of the various bits, 
together with instructions for their 
use and testimonials from various 
satisfied users. 


THE AMAZON RUBBER COMPANY has 
recently been incorporated under the 
laws of the State of Ohio, with a 
capitalization of $500,000, for the pur- 
pose of buying the Amazon Tire & 
Rubber Company, and operating it 
under a much more extensive scale 
under the name of the Amazon Rub- 
ber Company. 


W. H. OsmuNpson has purchased 
the interest of his father Henry Os- 
mundson in the Osmundson Spade 
Mfg. Company, Perry, Iowa. The com- 
pany manufactures a line of dragging 
tools, King tiling spades and lawn 
pattern post hole augers. 


THE STANDARD SHEET METAL & 
Supply CoMPANY, 118 Arch Street, 
Fremont, Ohio, has commenced busi- 
ness, and will do both a retail and 
manufacturing business in builders’ 
hardware, galvanized and tin sheets, 
furnaces of all kinds, etc. 
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It Grips and Holds Your Trade 


AYBESTOS wears! It gives long service and 
utmost satisfaction to those who buy brake lining. 








It is honest merchandise. The hardware dealer who 
handles Raybestos, establishes himself as a reliable dealer. 
His trade increases with his reputation. 


As Raybestos grips and holds the road wheels, so it grips 
and holds worth-while customers. Quality and wear are 
woven into every foot of— 





BRAKE LINING 
Mark This 
Ww. 


Backed by the largest National advertising campaign in 
the history of the brake lining industry. The demand for 
Raybestosisconstant. Tis easy to sell because motorists 
want Raybestos—not inferior, short-wear substitutes. 


THE RAYBESTOS COMPANY, Bridgeport, Conn. 
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Crank Case Oil Cock 
Wrench 


The Dow Wire & Iron Works, Inc., 
Louisville, Ky., have recently brought 
out a crank case oil cock wrench for 

















The Dow crank case oil cock wrench 


the Ford automobile. It is 25 in. long, 
well made and finished in_ black 
enamel. This wrench fits the pet cocks 
on the bottom of the crank case, and, 
because of its length, allows the user 
to ascertain whether or not there is 
oil in the crank case without going 
close enough to the car to soil his 
clothes. 
The retail price is 25c. 


“Clover Leaf”? Jack 

The Auto Parts Mfg. Company, 
Milwaukee, Wis., has recently brought 
out the “Clover Leaf” automobile jack. 

The company states that this jack 
has only four parts, none of which 
are complicated, sensitive or liable to 
give trouble in any way. 

The principle of this jack is as fol- 
lows: A worm operates on a gear 
mounted on an eccentric shaft which 
meshes with the hoisting rack that 
fits under the axle and raises the car. 
To raise the car the jack is placed in 
position, the head brought up directly 
under the axle and the lever turned 
a few times to the right. Each turn 
of the worm raises the car over % in. 
The car is lowered by simply turning 
the operating handle a few times to 
the left. By raising the small lever, 
shown on the side of the jack, the head 
automatically drops. The jack can 
be withdrawn by means of the handle. 

Three types of handle are furnished 
with the “Clover Leaf” jack. No. 1 
is of the lever type. By means of a 
dog clutch operating on an enclosed 
ratchet a rapid and positive lifting 
action is said to be secured with but 
very little effort. The other end of 
the handle is a tire tool. 

The No. 2 handle is formed and 
operates similar to a bit brace. It 
is 20 in. long and raises the car quickly 
with a few turns. The No. 3 lever is 
similar in operation and appearance 


to the No. 2 but is longer, measuring 
36 in. over all. On account of its 
length and construction it enables the 
jack to be placed in position and oper- 
ated without the necessity of the user 
crawling under the car. When not in 
use the long lever can be folded to fit 
in a tool box. 

To allow the use of this jack on cars 
with axles that are hung particularly 
low, a removable auxiliary shoe is fur- 
nished, as shown in the accompanying 
illustration. 

The “Clover Leaf” jack is made in 
two sizes. No. 1 for pleasure cars 
weighing up to 3000 Ib. is 11 in. high, 
weighs 9 lb., raises 5 in. and has a 
capacity of 1% tons. With a ratchet 
handle the list price is $4.50, with the 
No. 2 handle, $4, and with the No. 3 
handle, $5. The No. 2 jack is made 
for heavier cars and trucks. It is 12 
in. high, raises 5 in., weighs 14 lb. and 
has a capacity of 2% tons. With a 

















The “Clover Leaf” automobile jack 


ratchet handle the list price is $7.50, 
with the No. 2 handle $7 and $8 with 
the No. 3 handle. 


«*Rose”’ Automobile 
Specialty Catalog 


J. H. Haney & Co., Hastings. Neb., 
have recently published a new catalog 
of “Rose” automobile specialties. Illus- 
trated and described are the “Rose” 
tire pump, the working features of 
which are fully covered, the “Rose” 
automobile grease gun, a barrel and 
tank drainer, “Rose” clutch leathers, 
fan belts, tire straps, trunk straps, 
hood straps, crank holders, magneto 
covers, etc. 


THE A. C. GILBERT COMPANY, New 
Haven, Conn., has recently purchased 
a new plant, 500 ft. long, 85 ft. wide 
and two stories high, for the manu- 
facture of its line of toys, novelties, 
etc. 
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Bonner Puncture-Proof 
Tubes 


The Bonner Sales Corporation, 1401 
McCormick Building, Chicago, Ill., has 
placed on the market the Bonner air- 

















This demonstrator is supplied to illus- 
trate the puncture-proof qualities of Bon- 
ner tubes 


filled automobile tubes. These are 
guaranteed by the manufacturer not 
to deflate from ordinary road punc- 
tures through the tread with anything 
smaller than a 16-d. wire nail. This 
guarantee extends one year from date 
of purchase and if the tube fails in 
any respect the entire purchase price 
can be refunded by the distributor. 

The tube is of laminated construc- 
tion. The tread is built extra thick 
with a strip of fabric close to the sur- 
face on the inside. When the tube 
is fully vulcanized it is stripped from 
the mandrel and turned inside out. 
The fabric is now on the outside and 
the thick portion of the rubber on the 
inside of the tube. 

The position of the fabric on the out 
side prevents the tread from stretch- 
ing. There can be no expansion of 
the rubber. When a puncture occurs 
the pressure seals it instantly and 
without loss of air. Bonner tubes, 
while not made to run in old casings, 
are said to maintain a pressure of 90 
lb. through openings the size of a 
50-cent piece without blowing out. 

A convenient demonstrator is sup- 
plied to dealers at actual cost of $1.50. 
This shows a section of a shoe with a 
portion of the tube inflated in it. 
Through the shoe are several holes the 
size of a half dollar. An ice pick can 
be driven into the tube without the loss 
of any air from the tube. This same 
demonstration has been given at the 
various automobile shows. 


“Badger” Clamp-On 
Shock Absorber 


The Auto Parts Mfg. Company, Mil- 
waukee, Wis., has recently brought out 
the “Badger” clamp-on shock absorber 
for Ford cars. 

The “Badger” shock absorber, as 1ts 
name implies, can be clamped on with- 
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Overhaul Time Is Harvest Time 
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There's one harvest that's ripe for reaping every 
Spring. 

That's when every owner of an automobile, 
motor cycle, motor boat, gas engine or tractor is 
having his motor put in shape. One of the most 
important things he has to do is to replace old, 
worn-out piston rings, and the big majority are 
going to order 


McQUAY-NORRIS 


EAK-| ROOF 
PISTON RINGS 


We're talking overhaul right at this time in a big list of influential! 
national weeklies and farm papers. We're pointing out and proving the 
advantage and economy of installing Genuine McQuay-Norris \ganYReer 
Piston Rings. Our factory is loaded up with orders to meet the Spring 
overhaul demand. 


Your Hardware Dealers ought to get a good share of this business. You 
are one of the most logical sources of supply for garages and repair shops. 
In many instances the only source. There are sales all ready made for you. 


Jobbers all over the country can give you immediate service on McQuay 
Norris \ganYRoer Piston Rings—the biggest seller in the field. With the 
McQuay-Norris Dimension Book and their complete stock behind you, you 
can certainly make a quick profit—a regular Spring Harvest. 


Manufactured by , 


McQuay-Norris Mfg. Co., St. Louis, U. S.A. 
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San Francisco Los Angeles 
“To Have and to Hold Cincinnati Seattle 
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br — ard handbook on gas Atlanta Denver 
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It shows how power 
depends on piston 
rings and why McQuay 
Norris RantRoor 
Rings are more effi 
elent than any others. 


Canadian Factory 
W.H. Banfield & Sons, Ltd 
372 Pape Ave., Toronto 
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out the necessity of substituting parts, 
making replacements or any mechan- 
ical changes. The shock absorbers are 
clamped at one end to the frame and 
at the other to the spring perch which 
supports the spring. 

These shock absorbers are said to 
eliminate side sway and to reduce the 
vibration to a great extent. The 
downward thrust and the rebound are 
both controlled by exactly the same 
resistance which becomes effective the 
moment the shock absorber spring 
passes the center in either direction. 
This is said to insure smooth riding 
qualities. 

Because the side sway is practically 
eliminated and because the downward 
thrust and the rebound are controlled, 
it is claimed that the Ford can be 

















Badger ‘“‘clamp-on” shock absorber for the 
Ford. The front set is shown at the top, 
the rear set at the bottom of the cut 
handled much more easily on rough 
roads with such an equipment than 

without it. 

A complete set for front and rear 
lists at $10 and a half set for either 
front or rear at $5.25. 


Benjamin “Pushwell” 


Button 
The Benjamin Electric Mfg. Com- 
pany, 120-128 South Sangamon 


Street, Chicago, Ill., has brought out 
recently a new button known as the 
“Pushwell.” This is similar in ap- 
pearance to the “Tip Top” button, 
which is a centrally poised button 




















The Benjamin “Pushwell” button 


with an all-around contact, and which 
is water-proof, grease-proof, dust- 
proof and vibration-proof. The “Push- 
well,” however, is of the single contact 
point construction. It is waterproof 
and instantly responsible. 

For fore-door mounting and in a 
black finish the price is 25ce. For 
mounting on a steering spoke in black 
finish the price is 35c. 


THE AMAZON RUBBER COMPANY, 


Akron, Ohio, has appointed F. Y. 
Horn a district manager with head- 
quarters in Chicago, where he will co- 
operate with the trade in the Middle 
Western cities. 


Benjamin Motor-Driven 
Horn 


The Benjamin Electric Mfg. Com- 
pany, 120-128 South Sangamon Street, 
Chicago, Ill., has added to its line of 

















The Benjamin motor-driven horn 


automobile accessories the Benjamin 
motor-driven horn for mounting un- 
derneath the hood. 

The oval bell and fine finish lend 
to the horn an attractive appearance. 
The tone is of such volume and clear 
quality that it is said to be effective 
without being disagreeable. It is in- 
stantly responsive with either a short, 
sharp note for the congested districts 
of the city, or with a long, rolling, 
penetrating warning for the distant 
crossing in the country. 

The materials used in the manu- 
facture of this horn are said to be 
of the best quality. The company 
states that the Benjamin motor-driven 
horn is exceedingly economical in con- 
sumption of current. It can be oper- 
ated from five or six dry cells with 
complete satisfaction. 

The price including horn, button 
and cable is $7. 


Best Valve Spring Lifter 


The Fish-Best Company, Grand 
Rapids, Mich., has recently placed on 
the market the Best valve spring 
lifter. 

This device will raise the valve 
spring and hold it in that position so 

















The Best valve spring lifter 


that the pin can be taken out and the 
valve removed for grinding. The ring 
is moved along the handle to hold the 
spring in any position desired. 

The price of this Best valve lifter is 
50c. The weight is 1 lb. 


THE NEW HOME OF THE Marvel Ac- 
cessories Company at Detroit, Mich., 
is now completed and the offices and 
factory equipment of the company 
have been transferred from the pre- 
vious quarters to the new building, 
which is situated at the corner of St. 
Clair Avenue and East Seventy-third 
Street. The Marvel plant is modern 
in every respect. The building is of 
brick construction and new equipment 
has been installed throughout the 
plant. The manufacturing facilities 
have been greatly increased. The 
Marvel line includes tire and tube 
vuleanizers, valve grinding tools, an 
adjustable socket wrench, a combina- 
tion tire tool and chain fastener. 
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Louden Garage Door 
Hanger 


The Louden Machinery Company, 
Fairfield, lowa, has added to its line 
a new Louden garage door hanger, 

The door on which this hanger is 
used is hinged in three parts so that 
it will follow a short curve in the 
track and not cut off valuable space 
in the garage. The track extends 
across the door opening, inside and 
along the adjoining wall and is curved 
at the corner. The door slides smooth- 
ly around the corner and hangs close 
against the inside wall when open. 
One section swings like an ordinary 
hinged door, making a special indi- 
vidual entrance unnecessary. 





Illustrating a garage door hung on 
Louden hangers 


With this hanger all the necessary 
hardware is furnished—track, hang- 
ers, hinges, handles, stay rollers, hasp 
and staple, screws, naiis. Complete 
directions for building and erecting 
the door accompany each set of hang- 
ers. All the fittings are packed in a 
convenient wood box. The track is 
bundled separately for each door. 


Speedometer Light 


The F. A. Smith Mfg. Company, Inc., 
Rochester, N. Y., has brought out the 
Smith No. 66 speedometer light for 
use on the speedometer of a motor- 

















The Smith No. 66 Speedometer light 


cycle or on an automobile when & 
light is not provided on the dash. 

It is fitted with an adjustable band 
that clamps around the body and 
which is said to fit all the varying 
sizes of speedometers. The lamp 
shines directly on the dial. 

The price of the Smith No. 66 
speedometer light is $1.50. 


THE COLDWELL LAWN MOWER COM- 
PANY, Newburgh, N. Y., has plans in 
progress for erection of a foundry 
building, 62 x 240 ft., one story. 
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HARDWARE AGE 


@ You know the power of advertising. 


@ Fourteen of the best national magazines, fourteen 
of the leading metropolitan newspapers and all the 
leading automobile publications will be used to exploit 


riford FovrpmMenr 


straight through the present selling season. 


@ You can’t but feel the influence of this really tre- 
mendous advertising drive to 


Over 30 Millions of Readers 


@ You'll be asked repeatedly, as sure as fate—as will 
all other dealers in automobile accessories—about 


HARTFORD SHOCK ABSORBER 

Makes Every Road a Boulevard. The pioneer shock ab- 
sorber. Perfectly controls the present type of active, resilient 
automobile spring. Absorbs jolt, jar and vibration. Make 
for riding comfort; 


HARTFORD BUMP ABSORBER 

Smothers the Bump. A flexible car guard. Protects fore- 
parts of car and at the same time absorbs the shock of the 
collision, thus saving all the car from damage. The hand- 
somest device of its kind; 


HARTFORD AUTO JACK. 

The Best Jack Money Can Buy. The easiest-lifting auto jack. 
Solid-steel working mechanism. The class in looks and per- 
formance. Who tries it buys it, for test proves it best. Out- 
lasts the car it lifts. 

Will you be ready? Now's the time to order your require- 
ments. This very month, the opening guns of one of the 
season's biggest advertising campaigns will be booming 
throughout the land. Be ready Write your jobber or write , 
us. Nowl ‘ 


EDWARD V. HARTFORD, Inc. 


Heretofore Known as Hartford Suspension Co. 
211 Morgan St., Jersey City, N. J. | Branches: New York, Chicago, Boston 
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JARROW, ALTA Holloway Bros. are purchasers of the 
stock of hardware, automobile accessories, sporting goods, 
paints, oils, varnishes and glass, kitchen housefurnishings, 
etc., of J. W. Wyatt 

JOHNSTOWN, COL.—The Johnstown Hardware & Imple- 
ment Company, successors to H. J. Parish & Co., request 
catalogs on the following lines: Automobile accessories, base- 
ball goods, bathroom fixtures, belting and packing, bicycles, 
buggy whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, crockery and glassware, 
cutlery, dairy supplies, dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, furnaces, furniture depart- 
ment, galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, iron beds, kitchen 
cabinets, kitchen housefurnishings, lime and cement, linoleum, 
lubricating oils, mechanics’ tools, oilcloth, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods, 
tin shop, toys and games, wagons, buggies and washing 
machines 

COMMERCE, GA.-—-The hardware and implement stock of 
Parks Holbrook has been sold to the Holbrook & Huber 
Hardware Company, which requests catalogs on baseball 
goods, belting and packing, bicycles, buggy whips, builders’ 
hardware, churns, cutlery, dog collars, dynamite, electrical 
household specialties, galvanized and tin sheets, gasoline en- 
— hammocks and tents, harness, heating stoves, heavy 
arm implements, heavy hardware, lubricating oils, mechanics’ 
tools, oilcloth, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods, wagons and buggies. 

CAPRON, ILL.-James W. Hutchinson has bought the 
implement business of J. A. De Munn. 

HILLSBORO, ILL.—J. L. Williamson has disposed of his 
half interest in the Williamson & Clotfelter implement busi- 
ness to Arthur Grassel. The firm name has been changed 
to Clotfelter & Grassei, and catalogs are requested covering 
the following: 3uggy whips, cream separators, cutlery, dairy 
supplies, dynamite, gasoline engines, hammocks and tents, 
harness, heavy farm implements, lubricating oils, poultry 
supplies, pumps and washing machines. 

LOSTANT, ILL.——Jacob J. Eckert has commenced busi- 
ness here and will deal in cream separators, washing ma- 
chines, heavy farm implements, ete. 

ROBERTS, ILL.—Tarvin & Campbell have added a line 
of Copper Clad ranges to their regular stock. 

STREATOR, ILL.—H. B. Scott, conducting a hardware 
business with George G. Whitcomb, has sold his interest to 
Mr. Whitcomb, who will continue under his own name. 

COLUMBUS, IND.-—-The Farmers’ Supply Company has 
opened a store here, carrying a stock of automobile acces- 
sories, buggy whips, builders’ hardware, building paper, 
churns, cream separators, cutlery, dairy supplies, galvanized 
and fin sheets, gasoline engines, harness, heating stoves, 
heavy farm implements, heavy hardware, home barbers’ 
supplies, lubricating oils, mechanics’ tools, plumbing depart- 
ment, prepared roofing, pumps, ranges and cook stoves, shelf 
hardware, wagons, buggies and washing machines. Catalogs 
requested on hardware and farm implements. 

KOKOMO, IND.-—The Cragun Implement Company has 
started in business here. A complete stock of implements, 
washing machines, gasoline engines, churns, etc., will be 
carried in stock 

BAGLEY, IOWA.—J. A. Peterman has purchased G. C 
Rider’s interest in the hardware and implement business 
here 

CRESTON, IOWA.—-The Thomas Hardware Company has 
leased a store room which will house a complete line of 
furniture. 

DECORAH, IOWA.—-E. Usted has sold to Barth & Finholt 
his stock of belting and packing, buggy whips, builders’ hard- 
ware, churns, dog collars, dynamite, fishing tackle, furnaces, 
galvanized and tin sheets, heating stoves, heavy hard- 
ware, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, ranges and cook stoves, shelf hardware, 
silverware, sporting goods, tin shop and washing machines. 

LA FONTAINE, IOWA.—Dewit Brane has bought John 
Clark's interest in the Clark Hardware Company. No change 
will be made in the firm name. 

LACONA, IOWA.—Frank F. Konrad has purchased the 
Hadley & Erb hardware business and requests catalogs. 

LE MARS, IOWA.—The Hamm Petry Implement Company 
has opened a store here and will carry a stock comprising 
a line of belting’ and packing, cream separators, gasoline 
engines, dairy supplies, heavy farm implements, lubricating 
oils, mechanics’ tools, poultry supplies, pumps, wagons and 
buggies and washing machines, on which catalogs are re- 
quested. 

LE MARS, IOWA.—-The George E. Pew Company will 
erect a new building 60 x 100 ft. two stories, with re- 
inforced floors. 

MASON CITY, IOWA J. T. Fenton has succeeded J. L 
Pedelty. 

OGDEN, IOWA.—-A. P. Cotton & Son have succeeded W. S 
Gray. The present owners have recently put in a new store 
front 

PATON, IOWA.—H. I. Batcheller has established himself 
in business, dealing in automobile accessories, fishing tackle, 
mechanics’ tools, builders’ hardware, crockery and glassware, 
etc. 

SHEFFIELD, IOWA.—J. C. Eggman of the hardware firm 
of Eggman & Kammeier, has retired, and the business will 
hereafter be conducted by C. L. Kammeier under the name 
of the Kammeier Hardware Company. 

SOLDIER, IOWA.—H. N. Christenson has disposed of his 
interest in the hardware and implement business of Carl- 
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son & Christenson. No change will take place in the firm 
name. 

STRUBLE, IOWA.—The Struble Hardware Company is 
now owned by Peter Delperdang. 

ELLSWORTH, KAN.—The firm of Demuth & Shepherd 
has been dissolved. F. E. Demuth will continue the business 
under his own name. 

EMPORIA, KAN.—T. D. Roberts is purchaser of the 
interest of A. C. Shaw in the Emporia Sporting Goods 
Company. The firm will carry a stock of baseball goods, 
bicycles, children’s vehicles, cutlery, dog collars, fishing 
tackle, gasoline engines, hammocks and tents, home bar- 
bers’ supplies, lubricating oils, mechanics’ tools, pumps, sil- 
verware and sporting goods. 

McCUNE, KAN.—W. F. Gregg has become a partner in 
the hardware firm of W. E. Gregg & Son. 

TALMAGE, KAN.—The Talmage Lumber & Hardware 
Company has bought the stock of buggy whips, cutlery, 
dairy supplies, fishing tackle, mechanics’ tools, builders’ 
hardware, heavy hardware, paints, oils, varnishes and glass, 
shelf hardware, washing machines, etc., of the Rice-Johntz- 
Nicolay Company. °C. 8. Vicksburg is manager. 

HAZARD, KY.—The Sterling Hardware Company has in- 
creased its capital stock from $5,000 to $25,000. The firm's 
business is both wholesale and retail. 

PINEVILLE, KY.—John M. Greene has purchased the 
interest of his partner, G. B. Richard, in the implement and 
harness business which they have conducted for several years 
Mr. Greene has moved the stock to a new storeroom and 
will continue under the name of John M. Greene & Sons. 

IMLAY CITY, MICH.—Eli F. Parker, who has been in the 
hardware business for many years, has sold out to Zavitz 
& Peck. 

LAKE ODESSA, MICH.—The stock of baseball goods, 
cutlery, crockery and glassware, fishing tackle, etc. of Byron 
Goodsell has been bought by the Goodsell Hardware Com- 
pany. 

EMMONS, MINN.—The F. E. Yost Hardware Company 
has sold its stock of hardware and furniture, fixtures and 
buildings to Iver Opdahl. 

PINE CITY, MINN.—The Stillwater Hardware Company 
has bought the stock of the Boyum Hardware Company. A 
new corporation has been formed to be known as the Pine 
City Hardware Company, which will do both a_ wholesale 
and retail business in automobile accessories, baseball goods, 
bathroom fixtures, belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, cutlery, dairy sup- 
plies, dog collars, dynamite, electrical household specialties, 
fishing tackle, furnaces, furniture department, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness, 
heating stoves, heavy farm implements, heavy hardware, 
home barbers’ supplies, iron beds, kitchen cabinets, kitchen 
housefurnishings, lime and cement, linoleum, lubricating oils, 
mechanics’ tools, oilcloth, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, 
toys, games, wagons, buggies and washing machines. Cata- 
logs requested. 

RICHVILLE, MINN.—J. M. Pettera has opened a hard- 
ware store here, carrying a stock of the following, on which 
catalogs are requested: Automobile accessories, baseball 
goods, bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, crockery and glassware, cutlery, 
dairy supplies, dog collars, dynamite, electrical household 
specialties, fishing tackle, furnaces, furniture department, gal- 
vanized and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, home barbers’ supplies, iron beds, kitchen cabinets, 
kitchen housefurnishings, lime and cement, linoleum, lubricat- 
ing oils, mechanics’ tools, oilcloth, paints, oils, varnishes and 
glass, plumbing department, poultry supplies, prepared roof- 
ing, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, tin 
shop, toys, games, wagons, buggies and washing machines. 

WISTRAND, MINN.—The hardware firm of Larson & 
Engle has been dissolved. A. B. Larson will continue the 
business under the name of the A. B. Larson Hardware 
Company. 

SLATER, MO.—Hill Bros. are successors to Hill Bros. & 
Koch. 

COZARD, NEB.—A. U. Marshall has sold out to L. J 
Riley, who has also purchased the stock of Engle & Orcutt 
and combined the two. Catalogs requested on belting and 
packing, cream separators, iubricating oils, gasoline engines, 
heavy farm implements, wagons and buggies and washing 
machines. 

GRESHAM, NEB.—The Cane & Nehergall stock of automo- 
bile accessories, cream separators, gasoline engines, heavy 
farm implements, etc., is now owned by L. H. Cane & Son 

RANDOLPH, NEB.—The implement stock of Taylor & 
Bruner has been sold. J. A. Bruner is the purchaser. 

KENSAL, N. D.—Berg & Cristensen have succeeded Rollef 
Berg & Son in the implement business. The new firm 
consists of George E. Berg, one of the partners of the old 
firm, and Erik L. Christensen, who has been with the con- 
cern for several years. 

STRAWN, TEX.—Hurst & McCorkle are erecting a new 
building, which they will occupy about March 1. 

DEERFIELD, WIS.—The Deerfield Auto & Implement 
Company has been organized by A. Edwards, H. Nestestue 
and Edward Gottschalk, to deal in automobile accessories, 
electrical household specialties, mechanics’ tools, heavy farm 
implements, etc. 

JUDA, WIS.—-Ira Johnson has purchased a half interest 
in the hardware business of R. C. Wichelt. Wichelt & John- 
son will be the new firm name. 
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Out in the Open 


The Alaxwell Non-Stop Run at Boston—Nov. 22d to Jan. 26th 
was a Relentless Test of TIRE STAMINA: A year’s mile- 
age condensed in two months, under the most discouraging 3 





road conditions -YET | 6) 
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4 One of the prominent features of the | 
run was the tire mileage The car was| ©”? 





once 





ult- | equipped with Converse triple tread 
tires, and they gave an average of 10,00 





aia miles In fact, one tire now on the car 
*| has been run more than 13,000 miles, and 
ex- | it ig still good for more. The almost | SP* 
rden- |} constant use of chains and the wretched 
conditions of the road made it unusually 
ar hard on the tires, and the Maxwell| %° 
people are delighted at the tire record. 

That the car attracted a lot of atten- 
tion was evidenced by the many re-/|c» 
quests received at the Boston office 
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Triple-Tread Tires 
Averaged 10,600 Miles 








Dealers will Find it Profitable to Know This Tire 


We have some open territory for live dealers, to whom we will 
give exclusive sales rights. Write us today for our proposition. 








Made by CONVERSE RUBBER SHOE COMPANY, Malden, Mass. & 


142 Duane Street, New York—Service Branches -618 Jackson Boulevard, Chicago 














— EXCLUSIVE DISTRIBUTORS 


Knoxville, Tenn. Stratton-Warren Hardware Co., Memphis, Tenn. i) 
William Stockhoff, 424 E. Market St., Louisville, Ky. Y 
Stauffer, Eshleman & Co. Ltd., . New Orleans, La. 





C. M. McClung & Co., ° 
Nash Hardware Co., e Pp . Fort Worth, Tex. 
¥F. P. May Hardware Co., . . Washington, D. C. 
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MATERIAL for fh Ham : ADVERTISING 


DEALER'S STORE Ff a SCHEDULE 








Lithographed |} | A: The Saturday 
Cut-Out - ip Evening Post 





Hot Weather |] be— . Collier's 
Window Poster Hi f ; €% 


Attractive I — : x 
Folders a = System 





Newspaper Ads. 


Poler Cub od 


prepores the } if itt ' 
Ads that will THI 
bring sales 

to your store _ wl 





Electric Fan 


Polar Cub has a big advertising campaign afoot! It will push the perspiring 
thousands over your doorstep to buy $5 Polar Cub electric fans! Every fan a profit 
to you of $1.25] 

He will use big space in Saturday Evening Post, Collier’s, Literary Digest and 
System, and free advertising help for your store! 

Polar Cub is better value than ever. But still sells for only $5! 

It now has two speeds and stop; die-cast frame; bearings an integral part of 
frame—can't get out of alignment. Wonderfully quiet and smooth-running. Dura- 
bility guaranteed. Unbreakable, spot-welded guard.. 'Set it anywhere, or hang it 
on the wall. Adjust breeze to'‘amy angle. 8-foot cord and plug. Blade diameter 
6”, height 8’, weight 3 lbs., 5 ozs. 

Trade discounts as follows: 

Less than 4 fans $5.00 each 
Six fans and over $3.75 each 
Terms: 2-10-30, f.0.b. New Haven 
Full freight allowed 


Fans packed 6 and 12 to the package. Upon 
request we furnish free striking, sales-making 
store display material. 

Order Early—We have 
largely increased our produc- 
tion facilities, but despite this 
the demand will exceed the 
supply. 

So place your order now. 
If further information is 
wanted, write us, 


“AC Gilbert 


400 Fox St., New Haven, Conn. 


CS dian Rep tatives: 
Menzies & Co., Ltd., Toronto, Ontario 











Literary Digest 


1917 
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The people in your city 


will stop and look at this Window Trim— 
free with each STA-LIT Assortment. 
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Remember that old adage “Like finding a needle in a hay- 
stack.” 


We've put it into a window trim that a boy could set up in 
ten minutes. 


The window trim is nearly as good as the assortment of 
“STA-LIT” lanterns, five boxes, 2} dozen, including a half-dozen 
new “Dreadnaughts’’—the most beautiful lantern ever designed. 


When the jobber’s salesman comes around ask him about 
those new “STA-LIT” numbers, and in the meantime let us send 
you a circular about the assortment. A card today will bring it. 


WARREN STAMPING COMPANY 


FACTORY, WARREN, OHIO 


Address all correspondence to James H. Cumming, Sales 
Manager, Cunard Building, Chicago. 
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The Final Seal of Protection 


Many motorists buy the J-M Fire Extinguisher because it 
entitles them to fifteen per cent reduction in auto fire insur- 


ance premiums. 


In other words, the saving in premium 


practically pays for the extinguisher—the additional protection 


costs nothing. 


This is a big selling point-—and 
you can add others, and double 
your sales of this modern, most 
efficient fire-fighter, by demonstra- 
ting its real 
vention. 


value in fire pre- 


Whether your customer carries in- 
surance or not, he needs the J-M 
Fire Extinguisher 
tection against all incipient fires. 


a certain pro- 


It’s the only one-quart extinguisher 
with a two-way method of opera- 
tion; it can be discharged either by 
pumping, or, in tight corners, by the 
air pressure previously pumped up. 
Always ready for the emergency 
whether on pleasure car or truck. 


Sold only through jobber-dealer 
channels, on generous margins, 
strictly maintained and uniform re 
gardless of quantity purchased 
This is a sales policy that spells 
quick turn-overs and protected 
profits for dealers. 


The J-M Fire Extinguisher is tested, 
approved, and labelled by the Un- 
derwriters’ Laboratories, Inc., under 
the direction of the National Board 
of Fire Underwriters. 


For re-charging, stock J-M Extin- 
guisher Liquid in sealed cans—the 
only liquid recommended and guar- 
anteed for the J-M Fire Extin- 
guisher. Deadly to fire, but harm- 
less to skin, fabric, or machinery. 





H. W. JOHNS-MANVILLE COMPANY 
NEW YORK CITY 
Branches in 55 Large Cities 


The J-M Fire Extinguisher sells for but $8.00. 


Brass or nickel finish, bracket included 


Manwille 
Extinguisher 
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In firearms, as in everything else, 
the onething that everybody under- 
stands and respects is service 


that comes into every sports- 
man's voice when he speaks of 
Remington UMC shotguns and rifles. 


HH ENCE the note of peculiar regard 


It is a wonderful series, this line of 
Remington UMC Sporting Arms—so 
well thought out that no matter what 
branch of the sport a man follows, he 
can go to any one of eighty thousand 
dealers and get exactly the arm for it in 


Remington UMC. 


Whether it is the Autoloading Shot- 
gun or Rifle, the Pump Gun, the Slide- 


action Rifle in all calibers or the little 


single shot .22's—these arms embody a 
mechanical skill and special knowledge 
found nowhere else in the sporting 
arms world. 


The up and coming dealer sees the 
signs of the times. 

He may still carry a few odds and 
ends for certain old-line customers. 
But more and more he is cleaning up 
his stocks—concentrating on the Rem- 
ington UMC arms and ammunition that 
the progressive sportsman wants—dis- 
playing the Red Ball Mark of Rem- 
ington UMC, the sign of Sportsmen's 
Headquarters in every town. 















Ja Remington UMC 


Ammunition 


“Arrow” and “Nitro Club’’ 
(smokeless) — the steel lined 
Speed Shells. Made in a full 
line of gauges,in standard loads, 
all proven and popular smoke- 
less powders. 

‘*‘New Club”’ (black powder)— 
the “‘old reliable yellow shells’’ 
for fifty years. Made in a full line of 
gauges, in standard loads; all proven and 
popular black powders. 

Metallic Cartridges in all calibers and 
loads, for every standard make of rifle, 
pistol and revolver used in the wold of 
sport. 

THE REMINGTON ARMS UNION 
METALLIC CARTRIDGE CO. 
Largest Manufacturers of Firearms 
and Ammunition in the World 
Woolworth Building New York 
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[he quotations given b w are for small lots, as sold from stores in New York City by merchants carrying stocks 
s there are many consumers whose re ents are not sufiiciently heavy to warrant their clacing orde . ee 
7 a lots from mills, these prices for their convenience ; ant their placing orders with manufacturers pment 
n a number of artieles the base price only is given, it being impracticable to name every size 
IRON AND STEEL— N », 27 Per Ib., 5.95@6.20 6.45¢ Planished copper, lc per sq. f 
Bar Iron and Soft Stee! Bars— s10. 29 Per |b., 6.00@6.25 6.50¢ | polished _ 
) Yor It s ’ 
Refined iron Per Ib N,, +4 a oe 6 + 6.4 Tinning, one side, 4c. per sq. ft 

1 to 1% in., round and square 3.85 @3.90¢ F 1D., 0.90@6./ se u 

LY, to 4in. x %& tol in 3.85 @3.90c Kussia, Planished, &c. Base pric as aa vail’! i 

ly to 4 in. x % to 5/16 in 4.05 @4.10¢ Genuine Russia, according to assortment, , hy | price. ¢ mill, sma rts 4 lantity 
Burden’s H, B. & S. Bar Iron, base price, Per lb., 20@224¢ si 

4.10@4.15« Patent planished, W. Dewees Wood, y METALS— 

Burdens hest bar iron, base price. .4.30@4.35« _ Per Ib. A, 10c; B, 9c net Tin— 

Norway bars, base price 9.00 * Galvanized Straits, pig . Per 4 56. 

Soft steel: Nos. 12 and 14 Per Ib., 6.85« Bar ‘ ne 8 @ 60 
¥%y to 1% in., round and square 4.00 @4.05« Nos. 22 and 24 Per lb., 7.30¢ 

1 to 6 in x % to 1 in , 4.00 @ 4.05¢ No. 26 . Per Ib., 7.45c , Copper— 

1 to 6 in. « % and 5/16 in 4.10@4.15« No. 27 Per Ib., 7.55¢ Lake ingot Per 38 @ 3% 
Rods—% an! 11/16 in... 4.10 @4.15« No. 28 Per Ib., 7.75¢ Electrolytic . Per lb., 37 @38¢ 
Bands—-1% to 6 x 3/16 to No. 8. .4.25. @4.30¢ vo. 36 as ..Per Ib., 8.25 | ©asting Per lb., 36@37¢ 

Shapes— No. 28 gauge, 36-in. wide, 10c. higher Spelter 
em and channels—3 to 15 ir 4.10@4.15¢ Corrugated Roofing—Galvanized— Wester juaeee Per | 4a l6 
ngles ; | 2%-inch corrugation, 10c per 100 Ib. over " 

3 im, x % in. and larger 4.10@4.15¢ | flat sheets. Zinc— 

3 in. x 3/16 in. and % in 4.50@4.5: ne 

1% to 2% x % in $:25@4.30c | Corrugated Roofing—Painted— No. 9 base, casks.. »Per lb., 22¢ 

1% to 2% in. x 3/16 in. and thicker, 2¥a-in, corrugation No. 9 base, open..... . + Per th., 22% 

4.15 @4.20¢ NO. Dees cccccccesu et epee ft... 6.85 L 

1 to 1% in. x 3/16 in 4.25@4.30c | No. 26 Per 100 sq. ft 5.50¢ a 

ltoly4x% 4.30@4.35c¢ | No. 28 Per 100 sq. ft 4.750 American PKs : ; Per Ib., 11@11 \4¢ 

& x % in , s sar , ° ’er Ib., 11 w\2 

M44 x "% in 4 45 + sO Genuine tron Sheets— 

% x '% in 5.65 @ 5.70 ; Galvanised 1  aoectil 

'%4 to 3/32 in 6.70 @ 6.75¢ Nos. 22 and 24 Per ib.,8.75¢ | ¢*,“?? vacparar warraieah ; Per Ib., 36¢ 
nee No. 26 Per Ib., 9.00 | Roe i he Ib., 33¢ 

: it fe - Ne o. 28 ? Per Ib., 9.50 ehinec ce eereves x oes er lb., 29¢ 

1% By “ i ie dhe 16 i: a= ~ oar 4 c Prices of solder indicated by private brand 

. x A : d > in a 5 Tin Plates— vary according to composition 
1% to2%y x % in .4.20@4.25¢ : . 
14 to 214 x 3/1 430 54 rf: American Charcoal Plates. 
“72 ) « ¢ a 
+ in. and larger 4.15 @4.20¢ \ ‘A shasnedt aad Antimony N 
x 20... ; e . 2 usdtestvurde eee None 
Merchant Steei— IX 14 x 20 teh Hallett’s .....cssscvcccecsscees None 
Bessemer machinery 4.00@4.05c \ charcoal . Asiatic (Chinese) ....... Yer Ib., 35 @40 
Toe calk ~@4.25¢ IC 14 ? () ( 
lire 4.00 @ 4.05¢ IX 14 x 20 st 2 Bismuth— 
Open hearth spring steel @6.00¢ a - } +o S Per Ib. Sp a Pe $4.50@$5.00 
Sreaibie soclee eel 68. 00e Ime rican Coke Plates—Besseme» 
Best cast steel, base price in small lots.10@ 11« IC 14 x 20, 107 Ib 1 $8.90 : Aluminum— 
Special best cast steel 14.@ 1% IX 14 x 20 9,90 No. 1 aluminum (guaranteed cover 99 per cent 
Tank Plates—Steel— imerican Terne Plates rie ingots for remelting wer? a 
) cee oeeeeees I »« 
Per. lb. IC 20 x 28 with an 8-lb. coating .$15.30 In 100 Ib. lots 70, 
. ind heavie 5.15@5.40c IX 20 x 28 with an 8-lb. coating 17.30 . PARR CEASE ORES Y 
3/16 in 5.25@5.50 : 
No. 8 S OS @DS 30c Brass Tubes, Copper Tubes, Rods and Wires aoe Old Metals— 
ealers’ purchasing prices paid in New York 
Sheets— Manufacturers have withdrawn all quotations | which are still pe ming are as follows 
Blue Annealed because of unsettled prices of raw materials Cents per Ib 
w _T » noes enend S peri 
n , as ih and will only name prices to actual buyers. Copper, heavy and crucible..... 29 506 
o. 10 5.25 @ 5.30 Copper Sheets Copper, heavy and wire.... ‘ 
No. 1 30 @ 5.35¢ Sheet copper, hot rolled, 16 oz. (net from Copper, light and bottoms.. 
Ni 14 5.35 @ 5.40¢ mill), base price, per Ib., 44c; net from stock, Brass, heavy ....... ey 
vo. le 5.45@5.50c | 46c base per Ib | Brass, light wat 
I Innealed——Black | Cold rolled, 14 oz. and heavier, lc per Ib, ad- | Heavy machine composition....... 
One pass, C.R. Woods vance over hot rolled. No. 1 yellow rod brass turnings... 
soft steel refined Polished, 20 in. wide and under, le per sq. No. 1 red brass or composition turnings 
Nos. 18 ¢ Per lb., 5.80@6.05 ft. extra Ce, DOT c x ccnvcenve - 
Nos ind 24 Per th., 5.85@6.10 6.30« Polished, over 20 in. wide, 2c per sq. ft. | Lead, tea .............seeee 
N ( Per lb., 5.90@6.15 6.35« extra SS PR are 
PAINTS, OILS AND COLORS 
9 
Animal, Fish and Vegetable! Of color f.0.b. wks. Green, Paris aa are Y @35 Brown, Spanish 16.00 @ 20.00 
ils— ; ® ton 22.00@24.00 Indian Red ........ 15 @20 . . 7am KE 
Linseed, Raw,Carload lots...93¢@—| Chalk, English...@ ton nominal | Venetian Red Carmine, No. 40, bulk.. 4.75@ 5.50 

City, five-bbl. lots and over.94c@ P K rench coo ee COR nominal |Sienna, Raw 16 @22 Green, Chrome, ordinary. 9 @13 
Geiccdl-tows. Grebih. lots ond China Clay, Imported Sieina, Burnt 16 @22 . 

over 93c@ P ton 15.00@32.00 Umber, Raw 15 @21 Green, Chrome, pure....40 @65 

Boiled, 1¢ % gal. advance on Raw. |, Domestic ..... s 12.00@15.00 |Umber, Burnt 15 @21 Mets Pp e 
Lard, Prime, Winter 1.50@1.55 Sek. Oxide “8 1 1.25@ 1.30 |Chrome Yellow 30 @38 "ieee ss egninainoes 18.00 @ 20.00 

Extra, No ORG hiting A Pp 100 Ih @ Tee cine) aD 7 

No. 1 sa wt Commercial .. ee o .. 95@ =e aie 
Cotton seed, Crude, f.o.b. Gilders ss... ees 1.15@ White and Red Lead, &c.— Ochre, American, @ ton..20 @30 

_ mill 86 @ Ex. Gilders 1.25@ American, Golden, @ 1. 6 @ 8 

Yellow, Summer, Prime.13.10@ | Cents @ Ib. Foreign, Golden, @ lb. 5 @ 6 

7, ee Commer @ Lead, English White in Ol1.12 @ SS BP lle nae 3 @ 3% 

ellow, Winter a > P ite gi = 
rallow, Acidiess 1.04@1.06 Putty, Commercial— Lead, American White Dry. 94@ Orange, Mineral, English. @- 
Menhaden, Brown In Oil White, 100-™ pack- French —~ cee @is 

Strained 75 @76 # 100 m ages, or over .2ee- 104% @Q@- German @i3 

Northern Crude @ In bladders ... $1.70@2.00 |Litharge, American, powdered. American a @ 

Southern, f.o.b. factory.68 @70 (In 1 ™ to 5 ™ tins .» 3.30@4.00 9% @9% led, Indian 

ight Strained 77 @is Y , % a ) 

“n plgg eg 7 & 44 Standard # 100 f... 7 @10 
White Bleached Winter..81 @82 Zinc, Dry— Red, Tuscan ..........+- 25 @30 
ba seen jms be ge em 16 a 18 Spirits, Turpentine— an Red, Venetian, @ 100 .. 2 @ 2% 
ochin Imported, spot M20 y iD . . * r 

Domestic 16% @17 P gal. American = . 9% @9% mone Die cscwnws ....30 @45 
Cod, Domestic, Prime 75) @77 In Machine bbls 51 @51% |Red Seal (French proc.).17%@17% Sienna, Italian, burnt and 

Newfoundland 78 @80 Green Sl. (French proc.).18 @18% rrr 5% @10 
Corn, Refined 12.01@138.06 White Sl. (French proc.).18%@18% Burnt, lump Pr eS @ 6 
Porpoise body 65 @70 Gum Shellac— . . ' Italian, Raw, powdered. 4 @ 4 
Olive, denatured 1.40@1.50 Shellac German Red Seal (French American, Raw . 24@ 3 
Neatsfoot. Prime 1.00@1.05 em. aoe a ® ves snes nominal American, Burnt and 
Palm, Lagos, spot, per 1.14. @14% | Di tI ois “de ireen Seal .nominal Powdered : : 2 @3 
Sova Baan, Masih. wot ‘ piemens a a 4@ 58% White Seal .. nominal 

bbls @ pag ree vt @ve —_ a i ‘ Tale. French .B ton $15.00@22.00 
Manchurian, spot, bbls 13 ,- A C,. Garnet 46 @4i French Red Seal 16 @18 American ....@ ton 10.00@13.00 
' : “a hutton : 55 @56 Green Seal nominal Italian .. ton 35.00@ 
Mineral Oils— Second Orange 49 @50 . aT 
Black, 29 gravity, 25@30 # gal. Kala Button 44 @45 Terra Alba. 
cold test 1% @14 T. N 48 @49 D ?renc % 
; r ++ ie , © xo oe ae ry Colors— French ...... #100 Ih .90@1.10 

29 gravity, 15 cold test.14 @15 Vv. 8. O 57% @59% y English ....@ 100 TD 1.00@1.10 
; omer .. 13. @il4 P MD. American. #@ 100 1 No. 1 .85@ .90 
Cylinder, light filtered 21 @26 Black, Carbon Gas .22 @32 American.}@ 100 1 No. 2 .70@ .75 

Dark filtered 18 @ Colors in Oil— Black, Bone . ae 1} @8 , 
Paraffine, high viscosity. .29%@ Black, Drop 7 @i2 Umber, Turkey, Burnt 

903 sp. gravity 2114 @22 : ~ ™.~ Black, Lamp ..12 @18 and Powdered ‘ 4 @5 

865 sp. gravity .. 18%@ Black Lamp 24. @3 Black Ivory »-16 @30 Raw and powdered 3 @3% 

Red Para ffine 18 @19 ~ aang Ri a Japan... - @32 Mineral Blacks, } ton 20 @30 Burnt, American . 2% @3 
, rop Bla ° 6 @22 Blue, Celestial 20 @30 | Raw lumps .. 34@ 5 
—e ~~med a 1,50@1.75 |Blue, Chinese ..85 @l 05 Raw . 24a 
gp Aare : : lue, Prussian .. 1.45@1.70 Blue, Italian Sr Oe , C ~~ on @2 
Pee © - $38.00@ 40.00 Blue, I Itramarine 10 @h0 Blue, Prussian, Domestic.85 @1.05 Yellow, Chrome, Pure 25 as 
. » Eee, wale Brown Vandyke 25 @3 Blue, Prussian, Foreign @ Oxide Red @15 
or floated, f.o.b French Ochre 11 @18 i0@ j 
Seske ton 25.00@35.00'Green, Chror Mis Blue, Soluble . ....1.50@2.00 Vermilion, English 25a 
.s - oe rreen rrome 70 @a— Blue, Ultramarine 20 @40 Chinese 2. 50@ 








Ma r 


Piled Hi 
Every Week 


HARDWARE AGE 


gry aged 
Rel Beebo) BES ee 


6 et creer Oot 


ONGIBEACESQUBBERECOS | \ + i 


‘ 
U*)' t tee ’ 
$22) vitebiiete 
mee 


- 


—_— = 


—One of the weekly full truck load de- 
liveries of Diamond Tires necessary to 
supply the customers of the Long Beach 
Rubber Company, Long Beach, Cal. 


This big business rests on the solid foundation 
of Diamond quality. No tires, regardless of 
prices, promises, or guarantees, are piling up 
bigger mileages than Diamonds, whether in 
California or any other place. 


And the business is bound to keep on growing 
fast, because it is backed by the Diamond ad- 
vertising campaign conducted in local papers 
and on city billboards. 


This unbeatable combination will build just as 
successful a business for you. 


Send for the liberal Diamond sales plan for 1917. 


Every Diamond is sold with the understanding that it 
must deliver full value in service. If ever a Diamond Tire 
fails, a cheerful, willing adjustment will be made promptly 


Distributors Everywhere 


~~ 


Diamond Tires 


Factories: Akron, Ohio 
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those obtainable by the 


lower prices are 


BPECIAL GOODS 
relate to goods of 
publication of the 
correctness, 


prices 


fair retail Hardware 
orders and broken packages often command higher prices, 
urually given to larger buyers, 


prices named represent 
trade, Very amall 
while 


Quotations printed in small type (Roman) 
particular 


manufacturers 
bamed and are 


who request the 
responsible for their 


They usually represent the prices to the average 


Current Hardware Prices 


GENERAL GOODS,—Goods which are made by more than one 
manufacturer are printed in /talics, The 














retail trade. On some goods slightly lower prices are obtain- 


able for large 


leading goods. It is 
kept up-to-date 


Contains the list prices of 
lished in loose-leaf form and is 
subscription service 172 pages, 7 x 10 inches 
ADDITIONS AND COKRKRECTIONS.——The trade are requested 
to suggest any improvements with a view to renderin 
quotations a» correct and as veeful as possible to Ketal 
ware Merchants, 


many pub 
noonthly 


$5.00 


by a 
Price, 


these 
Hard- 
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STANDARD LISTS AND DIRECTORY OF MANUFACTURERS 
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Aosusters—Biing— 
H. B. Ives Co,: List Feb. 1, 
Upson's Patent .- 83 
Window Stop— 
Ives’ Patent List Feb. 1, 1917 


aby ¢ 

Ives’ Stop Bead Screws and Woe 
ers List Feb. 1, 1917.....438'4a% 

ADZES— 

Carpenters’, per Gok. ..cceees $18. 00 


Ship Carpenters’, per dot..ees 22.50 


Ratlroad, per dos..ccccccccee 18.00 
ANCHORS— 
Parker Supply Co.: 

Screw Anchors ...+eeeceesees TH% 
ANTI-RATTLERS— 
Fernald Mfg. Co, Burton Anti 


pairs, Nos 1, 
$1.25; 


Ktattlers, @ dow 
$1.00; 2, 90¢; 38, 7Th¢; 4, 
6, 70¢ 


Fernald Quick Shifter y doz 








pairs $2.25 84.00 
Safety Quick-Shifter, t dow 
pairs $2.00@82.25 
ANTI-SPLASHER — Dish Pro- 
tector 
Durst Mfg. Co. 
Duma Co Red Rubber, per doz. 
One 
ANVILS-—American 
Fisher & Norris 
nae, GH We. ove atvcrpeeoese li¢ 
Hunt lielm, Berr & Co tas 
w doz, $15.00 
Imported 
Peter Wright & Son % mh. 80 to 
2490 Th. 18¢; 350 to Goo Ih 15 Ye 
Anvil, Vise and Drill 
Millers Falls Co., ea - + $21.38 
APRONS—Blacksmith’s— 
Livingston Cooper Cory 
Leather, Livingston list: 
Medium and Heavy Split. .net let 
Medium and Hlenavy Mule % 
AUGERS AND BITS— 
Kevised list 
Ordinary Double Sfur - 65 
lennings Pat Bright 00 wun 
Black ij a 1 ) ) 
Born ul ! or Is 
uy [sits t st . 454 
W. A. Ives Mfg. Co 
Mephisto . oes e BOG 
Irwin Auge Bit Co; 
Auger it Ws 
Anger Kit Set Ve, 
. i Jennings & («+ 
No. 10, ext. lip tandard Hat. 25 
No tO, standard list OAT ! 
Russell Jennings Standard List 
B0K2 4 
Lebanon Machine Co, : 
Ne 1O8 High Speed Z Twist 
Ok TOC 
No, 3O8 Cabinet Z Twist, 
sOAK 10° 
ext Solid Center ee er Hoc 
Progre ive Mig Co 
Forstner 
a Mined 
Smith & Hemenway Co., Ine.s 
Red Devil - . oo 
Snell Mfg. Co 
Bates 70 
Extra es "0 
Jennings’ Pattern DOK TORS 
Jennings’ Pattern, Blued aa 
Star HO@MDN&10™% 
Jas. Swan Co 
Auger Bits, No, 10 70 
I'wist Ni 0 Oe TOD GO 
Jenning’s Pattern, No. SO 50810 
Jenning’s Pattern, Black, No. 87 
60% 
Jenning's Pattern, Blned, No 
RO aor 
Single Twist, No. 20... 50@50&10% 
Car Bits— 
Irwin Auger Bit Co. old list 
HO&k10% 
Russell Jennings & Co 40% 
Lebanon Machine ¢ 
No. 112 High Speed Z Twist 
BOK1TO% 
No. 312 Cabinet Z Twist 
10K10% 
Dowel Bits— 
Irwin Auger B ’ how 
Russell Jennings Mfg. Co 
B0&2 1 
Expansive Bits— 
C. EB. Jennings & Co., Steer's Pat 
25% 
Russell Jennings Mfg. Co.. % to 
2% in $244 BORD, « 
Pexto Clark Pattern -BOk10% 
Swan's rr re 600% 


Gimlet Bits— 


(See Gimlets and Gimlet Bits.) 
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Hollow Augers— po rt cor hue BRACKETS— 
, , ¢ oz 6 eufte Enser O0....+06 3349 ° 

Bonney A ad = $5.50 @ $6.00 | * D se Wrought Steel r12%$ 

Hussell Jennings & Co........ 50% | BOLTS—Anchor— — oa Co. ; osna 

Lebanon Machine Co.: | Ankgra Mfx. Company: G min’ “" a ‘a vee ou pice 4 
Combination Point ..,.... 50 o LON Ankyra Anchor Bolts........85% | crimes ressed Krew WU lOD 
Serew Point WA Auvkyra Collapsing ‘Tools 20% Griffin > Folding Brac wets 10% 

- cembere’ Bits— | Parker Supply Co.; pa ea P tne xy aor vsioue 

“Ne. 400 High Bpeed % Twist Anchor Holts or Screw Ancnere, Stanley's Folding Brackets, 2 
: f 7 w % BMA % 
HO&10% | Star Expansion Bolt Co. : : She é 
Ship Augers and Bits— Hebco Berew Anchors. .7o%10810% |=" * B- Wrought Bhelf........ —" 
Revised list Carriage, Machine, &c.— 

Ship Augers ... eee DVT | Common Carriage (eut thread) BROILERS— 

Irwin Auger Bit Co | My x 6, and smaller...... 304 
Ship Augers (old Mat) ...... 50% | I j Wire Goods Co.: 

C. BK. Jennings & Co | Common Carriage (rolled threas gs Brollers, Common 60% 
LL, Hommedieu's 1% Ma x 6, and smatier....... 3 Ieoller, Sherwoede | ps, 
Watrous’ 8214 % | Larger ov longer...ccceses ” P as — 10% 

Lebanon Machine Co Phila., Eagle, $3.00 list.. é ‘ 

No, 118 High Speed Z Twist Bolt Ends, H. P. Nuts..... oe 308 
. P ‘ - BOK10% Machine (cout thread) BUMPERS—Barn Door— 

E No. sae Cabinet Z 1K 10% M% x« 4 and gsmaller.......... 404| National Mfg. Co., No. 16 Barn Door 

a Ay B 5% | Larger ov longer.....cecccaes 30% Bumpers, # doz......... $1.50 
; . 4 = i Door ane Shutter— 

Solid Center 5% | wWros ahe Is 
bs s eeeveeeeeoeeene OG ts 4 F 
“eee ‘ | Barrel Japanned BUTTS—Brass— 
AXES— ‘ Light dvncs aad dauet 50& 10&54 Ww he N 
single Bit, base weights, unhandled | | eR aii is MRNA? C8. 604% voug eoevvcccce eovcce eeeeers Net 
ince Pisatl Per S + Barrel | ee ed 
irst Oual $104 I igh ce G 254 T 
Meals, Oual lits sah : $9.50 af nal eeoneee oi ght BRIGHT 

Double Bit, base weights Shyla D "Sheahan sie islet: Light Narrow ........0+:. 54 
Fires Oualit $13.00 > te Ne "hela ate soers Reversible and Broad. 104 
Second Quality $10.75 Ss: uay ‘Spits. nena ppc ee 504 Back Flaps . Sigh Wael, 

| Terese eee ercrererrereseees Table and ( hest Hinges Fowese o® 

B Spring . Dhan rowan een 9314, & 54 

ALANCES—Spring— Spring Neck 331A G54 BRONZED 

Light Spring Balances.........-+30% : List Feb. 1, 1997 Light, Narrow, Loose Pin M4 

Chatillon’. Ive al Mortise Door | | 2314 % | Light, Narrow, Loose Pin, Ball Tip, 
Light Spring Balances 30% | Ives Wrought Door § P > wg doz. pair, 

Straight Balances Expansion— 2 bts 
Cirenlar Balances oe sty 7 Ankyra Mfg. Company: $} 10 1.68 L&s ? 21 C 
Large Dial 20% Ankyra Anchor Bolts Bh % Broad per 100 pair, 

Jacoles Ae Co pee 10@n0% Ankyra Collapsing Toots 15% 3 TA 4 4 j 
Straight wring talances ey e ve er Supp! %. ¢ 
Light SI ring Balance 100% g ~A-. y fe : d. 00 50 "50 20.75 21:00 28.00 41.00 5i.00 

Dx pt on Bo 7 

BALERS—Waste Paper— Lag Nerew Type gO 

Davenport Mfg. Company Machine Bolt) Type 70 
Schick Steel Baler No, 1, $38 Richards-Wileox Mfg. Co TORTS Caces—sira— 

‘ ® $48: No. 3, 860; Ne Star Expansion Bolt Co 
4 $85 Seht “ No. 3. Open Sebco & Star Expansion Bolts ©. Lindemann & Co,: 
Top, $65. 0s hick, No TOK10% Japanned Canary 1 
Open Top, $05. Stove— Brass Canary .. oe , 

BARS—Crow— Stove Bolts jcavtenngee Parrot | Cuges, Aviaries, Cugy 
eel Crowbars, 10 to 40 lb Tire— : EN sha aint 0.0% ake ; 

per 1b.,434¢ | Common Iron 50.754 

BASES—Porch— agile 1575 

Ss. Cheney & Son Pak American Serew Co CALIPERS AND DIVIDERS— 

; EAMS_-& oo, 20% Bay State, list Dee, 28, ay _ Athol Machine Co. + 

2} fol —_— B ¢ — . ’ 
le Beams 495 00 abo gee FRagle Phil., list Ort. 16, "4,706 Premier; A. M.C......... ' 

meee ee ONE Behee ees net Norway Phil., list Oct, 'S4 T5% 

Chatilion’s No, 2 1% Toggle _— CALKS—Toe— 

rs. & W 10% Ankyra Mfg. Company: 

Sargent & Co ‘ 10% Ankyra Anchor Bolts 40&10% | Blunt and Medium, 1 pene, per 

Aukyra Collapsing Tools one 100 th, £7 

BELLS—Cow— " - “ a 

Wrought Cow Bells. ......+.+.. 504 py & Oo. na Sharp, 1 pro ng, per 100 lb. ( 

Hand— Star Expansion Bolt Co.: 97°" 

Polished Brass ? 10& 54 Mebes  Phawle solts ee I % : Heel— 

White Metal .. Perr 104% Blunt and Medium, 1 prong, per 

Nickel Piated ...... 0” | BORERS—Bunq— EME ubsccheunudeatanwese 4 

Swiss .. 04% Enterprise Mfe a one, | >AarP, 1 prong, i 7.04 

‘Miscellaneous ; Swan's exten sipiciclahtl Akg 

Farm Rell $ : b., 5 & + eo DP see eee eee eee eeneesees oe a es 

Church and School. ...eeseeeees 45 CANS—Milk— 

Trip Gongs se neeeeebantbacet 10¢ BORING TOOLS—Automatic— |Sturges & Burn Mfg. Company: 

BELT DRESSING— Millers Falls, No. 3, per doz., $11.50; | "ies, Guaranteed = Capacity _ 
See Dressu ; No. 4, $14.64; No. 45, $15.86, Pe GE veces dsneess oe ea Te 

RELTING- “Senate 

From No. 1 Oal Tan ied Butts pence oa ars .,, |CARRIERS—Litter— 

Belt 5 s H — 354 ) ennings ¢ 0 oon % ? _ ar ones 

Belting, Heovy, 06 0 jne5q | Millers Falls, New Langdon, size1, | "uot, Helm & Ferris Co.......25% 

“4 “Wee watt dy ; a $4.40; Langdon Acme, size é 

Belting, Medium, 14% 10 ASE | $6 40; New Langdon, Imp. size 

Belting, Light, 13 0 sone SOG5E | ; P8505 CARTRIDGES—Metallic— 

Second Quality, Sides........ i 4 iS Sheif— = ‘| Black Powder, 22 Rim, $1.80 
cond Quality, Shoulders... .60&5%| A, H. Green Co.: Blank ..... eaanaar 

Gg, rather, Lacing, | Strictly, | “snteretangeable Cached Coraer, 4 42 Mm, $430 Bland. *< 33041 | 

Leat! nq Sides, per sq 16¢; 4, 21¢; 5, 30¢; 7 oe; ‘29 ‘ * ef ,~ ye ae | 
t an \ 1. in sides 22. 22¢; 23, 24¢ 4, 30¢;: 2 . mn A } 
17 sq. ft Bite 19¢ Mes citaeuiee as 50% |B. B. Cabs, Con. Ball, ¢2 45 
Und f ae ee 76 | B. B. Cope, Round Ball, iad 

d 4 $2.10 33 4 

| BRACES $2 idmiae Ree eae we - e- 

errr . > — age! 22 "Sho mrt and 22 g 
ot pa Grade). « inesy | Common Balt -$3.00@$3.50] “Long, Black and Lesmok nd 

7 es C le . tees 408 10854 Cc. EB Jennings & Co. - BB'&7%% | R. F., .22 Lona Smokeless .33 2 

Ics PVTAGCS wr cvcevessecs cr Croat 2 - i123 

Bes ades io -E w io. 8 10 10 R 7 .22 Long Rifle ‘hea 

RLOCKS—Tarkle— | Steeneres’ aw Benen . Black, Lesmok and 

Common MON Sao x soyees 45% | Series 8000. $28.75 $29.50 $20.00] « Smokeless .....scecees 73 

aE ese ar altace 4%| Series 7000.. 22:75 23.75 25.00] Smokeless, .22 Short..... 33 

| Series 5000.. 21.50 229.50 24.00] 4/) other sizes....... 33! 

First Quality | Series 5300.: 12:00 13:75 14.75] C, F. Pistol and Rifle 

Athol Machine Co.: | Series 3900.. 1300 138.25 18.75 plus ttt tees ee ese eane 4 
Drill Blocks | Series 3400.. 11.00 11.40 11.75] Military and Sporting plus .33! 
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Warner-Lenz are now standard equipment on sixteen cars as listed 


Sache: 
MARMON 


STuTZ 
HAL 


TWELVE 


~Mhhhito 
MeFAALAN 


S1% 


LENOX 





Bly 


Singer 
DANIELS 
EIGHT 


OHIO 


eLectei 


FIAT 


WOOBLE 


STEAM CAR 


BIDDLE 


A Big Money-Making Opportunity 


Kvery owner of a motor car in your community is aware of the 


dangers of night driving with the old, plain, glaring lamps. 


They all know—and so do you—that dimmers are useless; 


that 


there is a law against those makeshift lights just the same as the 


blinding glare. 


very motorist is vitally concerned in sols 
ing this night driving problem, hence the 
remarkable success of Warner-Lenz. ‘They 
turn night into day and make driving safe and 
pleasant. 

In less than a year over 350,000 drivers have 
become users of Warner-lenz—16 discerning 
automobile manufacturers have adopted them 
as standard equipment. Law makers and 
police officials everywhere approve Warner 
Lenz. 


Blinding Glares Ended 


Most night driving troubles come from im 
proper lighting. And experts unite in saying 
that Warner-Lenz are the final solution. 

For this new scientific light breaks up the 
beam. It diffuses the light. One can look 
straight into a Warner-Lenz and aot blink. 
Yet the light is not reduced. Warner-l.enz do 
not dim. 

3ut here is the great feature—Warner-Lenz 
light up the sides as well, beyond the curb or 


Write today and ask us about this. 
send full particulars at once. 


WARNER LENZ 


905 South Michigan Avenue 
Chicago 





roadside, just as your eyes give a circular 
vision, even when looking ahead 
dangers are disclosed. 

Turns are lighted up plainly—and while 
turning. 


Your Chance to Make More Money 


Seldom before has such an unlimited source 
of profit been made available to hardware 
dealers as that presented by the sale of 
Warner-Lenz. 

Every owner of a car in your community is 
a prospect for Warner-Lenz. And we help 
bring customers right into your store. We 
will spend $200,000 in advertising this year, 


SO sidew Ise 


to help Warner-Lenz dealers increase their 
sales. 

ven though you may not be handling auto 
a money-making 
opportunity too good to be overlooked. We 
want good dealers in every section of the 
country. 


mobile accessories, here is 


We'll 
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Petera ( lartstdge (o,: 
B. Capa, S« mi-smokeless 
43 





C. B. Caps, Semi smokeiess 
Short Seml-smokelesns a5 ‘ 
2 Lang, Semi-smokeless 3 
22 Long Hitle, Semi-asmoket 
43 ‘ 
c&, F. Revolver & ith B33 ‘4 %o 
Cc. KF. Military & Sporting... .634,% 
CASTERS— 
Bed seccccvecrececevenceeessssten 
Peet sccantdecanves Coecressere 45% 
Philadelphia cocsseceseveves 15% 
Truck Plate aeeeecnewed ‘50& 104 
Faultless Caster Co. : 
Fauitiess «(Vivot Hearing), 
45 
Fibre wa AD% 
Giass (Insulator) waaay 
“ ither wheel hoa ah 
Pinte 40450 
Hospital Th 
Ne “ere. “Mf Company 
Acme Dall-bearing ao 
M . Schenck Co 
Giem «Holler Beartog) ..00 
Steel Gem (Roller Bearing) TO% 
Yale (Double Wheel) low list. 55% 
CATCHERS—Grass— 
Specialty Mfg. Co. : 
asy Emptying, Nos, 1 ic. -& 
20 HOK1ON% 
a Buptyiag, Nos. 5G, 6G, 8, 
1K % 
a Empty! og, No 10G 
20 40) 
Easy Emptying, No 14W, 15W, 
15% 
Detachable 408% 
Pennsylvania Lawn Mower Works 
Pa. Brawn Grasse Catchers 25% 


CHAIN—Proof Coil 
Small lots, f.o.b Pittsburgh, per 
10o0o TD. : 


Ame rican Coil Straight Link 
16, $11.10; 44, $8.55; 5/16, $7 
Ma, $7.00; 7/16, $6.5 ’ ¥/ 10, 
$6.70; Ll, 16 k, $0.00) 


American German Pattern Coil: 


13/16€r¥4, $6.50; 15, 16k, $6.40 

1, $6.30; 11/16, LY4aerl\4, $640 
Halter— 

German Pattern 

5, G sececocsrcscoeevecoseces 106754 

BJO 00 Zevcvvccvvesvvens cose 

2 to Goce peeeecenseeuaa S34 Ss 
Jack— 

Tron CHOU coscressevecesees 00 ode 
Brass Chain weoeseee coeecceoce cde 
Pump— 

Galvanised Pump Chain, per lb, 1044 

Safety— ’ 
Safety, Brass ......+00. YTriyy + 
Sash— 
Niagara Falls Metal Stamping Works: 
Premax Steel Chain Bright; 
Electroplate Copper, Nickel, 
Brass and Zinc......60.+.-76% 
CHAINS—Miscellaneous— 
Niagara Falls Metal Stamping Works: 
Premax Coll Chain..... 40% 
Premax Special and E ‘xX pansion 
RO WED co ccc decees 40% 


Trace, Wagon, &c.— 


lraces, Western Standard 100 pr 
6%4—6-3, Straight, with ring. .$45.00 
64%4—6-2, Straight, with ring . .$54.00 
6',—8-2, Straight, with ring. .$60.00 
6%—10-2, Straight, with ring .$68.00 
NOTE Add 2¢ per pair for Hooke 
Twist re’ add per pair for Nos. % 
and 3, ¢; No. 1, 34; No. 0, 4¢ to 
price of “Biraight Link. 
Eastern Standard Traces, Wagon 
Chain, etc. occcccccccccccccs op 
CHALK— 


Blue .. ° 
Red we. 
White ceceoce 3. gro., 84¢ 


Carpenters’ 
Carpenters’ 
Carpenters’ 





CHECKS—Door— 
Superior Spring Hinge Co.% 
Superior Screen Door... ....83% % 


CHESTS—Tool— 

C. E. Jennings & Co.’s ¢ onamen’” 
Machinists’, Empty 25% 
Household and Boys’........ 20% 


CHISELS— 
Socket Framing and Firmer 
tandard List 
Socket Framing -40@ 40 104 
et firme eevee AF IGAIOGS4S 
Ww. Ives Mfg. Co,: 
Mephie OD cccvsceccosecencever 0 %e 
( ki. Jenuings & ¢ 
ocket Firmer No 10 and 70, 
vay) 
whet Framing No, 15 25 
Pexto Firmer, Cabinet, Pocket 
Hutt TOA 10 
Framing 1a 
Swan Socket Firmer oe  AUKIOY 
Swan's Socket Framing......-4&5% 
Tanged— 
Tanged Firmgrs sesvccccevecess cog 
(. BE. Jennings & Co., Nos, 191, 1st 
16 4% 
PORtO .csscccccccceccccsees 10 
ly Berrrrrer . . eveeee s AO% 
CHURNS— 
turge & Burn Mfg, Company; 
turge Steel Churn, 
No. J > gal. each $5.46 
Ni c, F Bal ORM. ove cene 440 
N 10 gal. euch. .ccece 1.55 
CLAMPS— 
Athol! Machine Co,: 
Machinists’ and Tool Makers’, .25% 
lintimer & Co 
Adjustable en 
Carriage Makers’ HL. BP, Serew 35% 
YP. Ss. & WwW. Star 
Carringe Maker B06; 
Sargent & Co 
Currtliuge Makers’ Clam, yw doz 
No, 1 $4 13. $3.50 
No, 14 oo i 50 (3 
Neo 16 ml 17 So ia 
No, 18 11.00 \ Bt 3.0 
No, 20 15.00 N 2 17.00 
J. tt. Willlinims & Co; 
Machinist Agrippa 0% 
Machitists’ Vulean 20 
liose Clamps, see Llose Attachments. 


Crew, Levi 
Mistolklee 
Mistoklot 


Pennsylvani 


Foster Bros 


Shearit 


Stewart 


cocKsS— 
Brass 


Plan B 
Ae scene 
r, 40é 


Compressio 
Iron 


Galz ants ed 
Galvanized 


Copper ... 





See 


a. Lawn Cleaner 


Rearing 
Stewart's 


17 Va ; 


Petroleum 
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CLEANER—Automobile— 


k Co 
n ‘a . or 
Mm « eene bO% 
Lawn— 
a Lawn Mower Works: 
Rake.....%3 


CLEAVERS—Butchers— 


& Chatillon Co. .List net 


CLIMBERS—LInemen’s Pole— 


Smith & Hemenway Co., Ine. 
RAN erent 0% 
CLIPPERS—Horse and Sheep— 
Chicago Flexible Shaft Co.: 
0 2 Chicago Horse each 
$10.75 
Lightning Belt Horse, each 
$15.00 
Stewart's Enclosed Gear Ball 





each $7.50 
Model Sheep [te 


Horse 
New 





1g Machine, each 4 
$12.75 | = 
Enclosed Gear Shesr- 
ing Machine, No. & each 
$9.75 


Stewart Ball Bearing Enclosed 


fiear Sheep Shearing Ma 
chine, No. 9 each....$11.50 
CLIPS—Nail— 
Hi. ©. Cook Co.: 
Gem, Ber Geb. ..ccccevesessee 
Ansonia, per GOB...cesceseee 00D 
CLOTH—Emery— 
See Paper. 


Hardware list: 


ibbs, 704+ Globe, 

604; Racking, 50¢; Li- 
Bottling, 40& 7h. 
n Bibbs .. 6624 & 54 


COMPASSES, reimeeesees Ge — 


Ordinary Goods ...secseees “ss 
Keuffel & Esser Co........ Serta 
PORES coeeccvcece coccccees OR 


CONDUCTOR PIPE— 
Corrugated, Round or Square: 


rr ere 60& 54 
Charcoal Iron........! 504 
pont bsececensnsweeese 154 


also Eave Troughs. 


504; 


505 10&5a 60% 








No. 0. 
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Morgan Mfg. Co.: 
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COOLERS—Water— 


CUPS—F orce— 

Che Durst Mfg. Co.: , 
Dumaco Spee., 4% In... # doz, 
Dumaco Spee., 5Y% in. . Bt doz. 

Priming— 








L. & G. Mfg. Co 

Galvani a d Lined, side handles, 
Gal, 2 i] 6 lal 
Fach $1.50 1.75 2.25 2.75 3.50 
White Enameled Lined, Side 

Handles: 
(jal 2 Mi} 4 6 s 
Kach $2.50 3.00 3.50 4.75 6.00 
Agate Lined Side Handles 
Gal 2 3 ‘ “ 5 
Bach $4.00 4.50 6.00 7,50 9.00 
ia Soidering— 

OO Lb daa etal tats da hase 434 

[v0 os ii al Ot bos a i weak be a ee die 

Less than 100 lb. secese oe Og 

CORD—Sash— 

Hraided, Drab , lh ¢ 

Braued, White, Cor No 8 to 
12, 32¢; No. 7, 3244¢; No. 6 ‘ 

Patent Kussia b, 404 

Cable Laid Russia lb, 42¢ 

India Hemp, Braided li 4 

India Hemp, Tusisted lb, 17 a@22¢ 

Patent India, lwisted lb, 2000 24¢ 
immson Cordage Works 
Braided, N S to 12 i. 

Ibrab Cotton T0e; Itallan | 

Hlemy 7 he Linen $1.00 

White Cotton tee Spot Lo 

Cord . eee . 
Massachusetts, White, pt Mb ft, 
Massachusetts, Drab, ¢  G5¢ 
Vlioetix, White, Now bal to 

12 ihe 

Silver Lake Mfg Ce. 3 

Milver Lake per Th. : 
\ Drab ihe A White, 
Oe Italian Hlemp, T5¢5 
Linen, $1.00 
Silver Lake, Drab, 50@; White, . 
eddy tone Braided, No Rt 1 
he: 7, Bue 6 ah 
Wire, Picture 
/ ed 25 ft nls 10% 
F< s / 104 
lt 5 ft. Corls 70é7 10% 

/ J Lemathe «vccovscecs 75é7 109 

furner & Stanton Co Wire Picture 
COE 6 vkcadewe acexerarverde sO % 

COTTERS—Spring— 

Spring cotters in PackageSseses- 55 

CRAYONS— 

Wilite Kound Crayons, Cases, 100 
gro., $8.00, $8.50, $9.00 and $10. 00 
according to grade 

Joseph Dixon Crucible Company: 
Lumber Crayons, in Colors, per 

gros $0.00 
Lumber Crayons, Graphite, black 
POP QLORB wo cece ceeee ° $5.00 

CRUSHER—Ice— 

Alaska Freeger Co.: 

Toy Town, @ach,..scceeesee+$ 





$4.50 


6.00 


-50&20 % 





Priming Cupa secceseece 
CUSPIDORS— 
Cordley & Hayes: 
All Fibre, per doz., 7} 
No, 2B wccccccccccces $10.80 
a Pree ee $8.30 
NO. B ccccvcsccrccecs 7.30 
Indu-Namel, per doz., 
ey Boat awe err i} 
NO. B ccsccsee . 80.60 
MO. B ccccvcctovvcecs $8.50 
White Tops, ger doz., 
No soccneccedenee 
me. OD cesrovdutovars $10.00 \, 
ee re . $8.70 ' 
Brass Tops, per doz., 
ee ee errr $18.00 
eS Mere tert $15.00 
MO: BS soonvectieveces $11.00 
Nickel Tops, per doz., 
MO: 2 scovecssvreees $19.00 
No. B wvcccccccceecs 16.00 
No. 8 ...2sé0 eeccese $12.00 J 
CUTTERS—Glass— 
Smith & Hemenway Co., Inc.: 
Red Devil ETC rrrrr TTT eT 40% 
Meat and Food— 
Ente rprise : 
Nos 10 12 22 82 
I ch 2.00 $3.00 $2.7 5 5 
Nos, 501 602 70 
Fach $1.25 $1.50 $2.25 
25@25&7% % 
P. S. & W. Favorite: ® doz 
Dall, Ne. 8%... cseccsvecss $8.2 
Family, No. 27...ccccscere 10.00 
Large Family, No. 37.....«.2 13.00 
Hotel, No. 47.-.--..eeeeee+ 17.50 
Slaw— 
Bloffton Slaw Cutter Co. : 
Rapid Slaw and Vegetable Cutter, 


per doz. with metal box, 


$12.00; No. 1, per doz., $3.50; 
. $2.00; No. 3, per gross, 
. On Nos. 0, 1 and 2, 
8% in gross lots. 
Tobacco— 
Enterprise ........00. +++ +25@30% 


—— —————— —_— 
— 
CYLINDERS— 
F. BE. Myers & Bro.: 
Myers Polished Iron, } — 
HMrase [ined Working Bere 
30% 
Brass Body traxs 1, nd all 
Brass Cylinders and | nathe 
Cylinders ° 20% 


DisPENseRs—tiquid soap 


Morriil’s Soapurna, yw d 
N 1 wall, $40.00 1 








$56.00; No. + ill, 
7.00; No. 2 alab, § 0g: Ls 
) slab, $80.00 ; a f4 
$24.00; vo. 4 iié 
$18 00; No, & walk $24.00, 
DORESSING—Belt— 
Jobber Mig. Company 
Blue Ribbon Stick, pe 1 ohe 
Paste, 5 & 10 MH. can 2he 
Liquid in gal. cans, $1.75 
DRILLS AND DRILL 
STOCKS 
Twist Bit Stocks . 
lwist Taper and Straight 404 
Small Wire, N 53 and 204 
Larger than ) 
i d Drills for Brac "4 
Gioodell Automatic Drills, List, De 
27, 1016 0 
Hatchet, Parker's tT) 


Smith & Hemenway Co., lr 


ted Devil 1D Ge 
Brick and Stone 
Star Expansion Bolt Co ..95¢ 
DORIVERS-—Screw 
Goodell’s Auto, List Oct. 1, 1916, 
10 

Iiyfield Mfg. Company 

figh voltage nleetriclan 25 
W. A. Ives Mfg. Co.; 

NE 5 caus 0ereees - 30% 
Miller Fullx, jp doz., OM ll, 

£15.10 12, 20.01 1, £14.09 
21, $15.10; 41, $10.52; 4 $24.42 
Pexto Solbur am LD) 
Smith & Hemenway Co., Ine 

Red Devil ... Weve WO 
Swan's: 

Nos 7565 to 756s, WORTH 
7561, GO&1lO%; Th62, Wy; 
7540, 40%. 

Eaves TROUGH— 

Galvanized Stecl ..cccccees 70 t 
Galvanized Charcoal Iron... Ot 
COPPET covsccvercvccecesece 15% 

Kee also Conductor Pipe and El- 

bows. 


ELBOWS AND SHOES— 
Galvanized Steel 


Plain, Round and Corrugated, 
all sises to 6-in....... 70% 
Squares, all sizes to 6-in. ° ; 
Copper, all sizes seeeeene 20% 
Ferdinand Dieckmann Co : 
Plain Round and Corrugated, 
ED 65: 6t-e46 ots TO% 
26 seue 
COE Ste é:a0 6066 0 
Square “Corrugated A and B 





EMERY—Turkish— 

Out of market at ee’ time. 
PO Dis ccbiscviccess oo dat 
ENGINES—Chemical— 

0. J. Childs Co. 


Copper Tank, 40 ef 
£08.00 004 $350,00 


EXTINGUISHERS—Fire— 

O. J. Childs Co. : 
Utica, ea. $14.00... 
Childs, ea. $15.00., 

Nu-Ex Fire Appliance Co. : 











Nu-Ex Fire Killer.......00..2 
Nu-Ex Auto Extinguisher... ..30 
F asteNeRs—Biind— 
H, B. Ives Ce 
Upson's Patent, List Feb. 1, 1917. 
Cord and Weight— 
H. B. Ives Co.: 
Ives, List Feb. 1, 1917....22% 
Titan, List Feb. 1, 1917...33 
Corrugated— 
Acme Steel Goods Co.: 
Saw Edge ...... cee ee OKINR % 
Plain Edge ..... eeserces TOK 
a Mfg. Co.: 
w Edge ...... eoccccocces 65 
P lain Edge ..ccccccccces 7 
Stanley Works: 
Saw Edge ...... eeceres GO&T0 
Plain Edge.......... 0  TOK10K5‘ 
FAUCETS— 


Cork Lined, Common, 504; Best .40% 
Metallic Key, Leather Lined... 
Red Ced@P. .ccsccscciocesoces 


50& 10¢ 


Petroleum ....... ecees OOF109 

John Sommer Faucet Co. : ? 
Diamond Lock .......+++- 25% 
Deeriees Tin Bey .cccccece 30% 
Se “EOD: Me vcccacecoccess 40% 
Victor Metal Key....-...-.++ 0 
a? BS OR ccc ceece 60 





L. Cork Lined 


Heitable Cork Lined 

0. K. Cork Lined i 

Chicago Cork Lined......... 60% 

Washington Red Cider,......49% 

Leader Butternut Key...... 10% 
Enterprise Mfg. Co.: 

Enterprise, Self Measuring and 

Priming Pump, @ dos., $96.90 
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It is a handsome sturdy piece of equipment operating 
equally well on alternating current or direct current. Any 
motorist can use it. No tanks or piping required. 

The attractive and artistic light at the top makes it an 
advertisement at night as well as in the day. Finished in 
deep green enamel. 


All working parts are in the upper locked compartment 


able for dealers to give 
because the car owner comes back to purchase acces- 
sories, oil and gasoline. 
are making profits with the 


Lectroflater 


Free Air Station 


When a man voluntarily accepts a service he 
naturally feels indebted to the person who renders it. 
It is that trait in human nature which makes it profit- 


‘free air’ for inflating tires 


This is why so many dealers 


there is nothing to get out of order—nothing to tamper 
with. 

The gauge shows motorists the tire pressure before the 
tire is inflated as well as during and after its inflation, 
This gauge is illuminated by a concealed lamp inside the 
locked compartment. 

Send for free catalog desc ribing this valuable business 


builder. 


The Black & Decker Mfg. Company 


Calvert Street and Cheapside 


Baltimore, Md., U. S. A. 








lll meta nanrne eeregpenain 
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FILES—Domestic— 


Best Brands OE 10% 


standard Hrands 104 
Lower Grade KOE 104 
American osee .- G10 % 
Arcade ° . 65410 Ye 
Biack Diamond ....+6- OO% 
Delta Brand HON 
Delta Utility 9008 40% 
Delta Bwine Pattern 20% 
Kage , T0KS Ye 
Gireat Western O5& 10% 
Kearney & Foote os + OO&lO% 
Liveright Bros., Gold Medal 10% 
Liveright Bros., Blue Kibbon Special, 

10% 
Liveright Bros., Electric 10% 
McCaffrey Amer, Standard, , .70&10% 
Nicholson OU % 
Mimonuds Mfg, Co TO% 
J. Barton Smith OOK 1LO% 
X-F Swiss Pattern 20% 
J. B. G 65410 % 


FIXTURES—Fire Door— 
Kichards Wilcox Mfg. Co 








No, 102, Monarch Ay No, 201 
Mutual .. 15% 
Fusible Links, No. 96 40% 
Grindstone 
Net f'rwes 
Linch 1s 17 19 él 
Per dos.. $5.85 $6.30 $7.00 $7.70 
FRAMES—-Grindstone— 
Athol Machine Co, ; 
Iron Grindstone Frames 10° 
FREEZERS—ice Cream— 
Alaska Freeser Co 
Alaska 440, each $2.16 
North Star 4 qt., each $1.85 
North Vole, all metal, 2-qt., 
per dos PYG $14.00 net 
less Freezer Co 
Peerless, 4qt., Hat, $3.30 SO% 
Freao, 4qt., list, $3.00 BO% 
FUSE—Safety— 
Kusign Bickford Co,: 
Hemp $5.50 
Single Tape i) ) 
Double Tape i = 
Beaver Brand t 
Anchor Brand 
Kellable Gutta Percha 
GATES—Molasses and Oll-— 
Stebbins’ Pattern... .. 6.000% 70& 10% 
GAUGES _ 
Varking, Mortise, etc... 25&194 
Athol Machine Co 
Depth, Serew Pitch 25% 
Comteh .ccccvscevere e6eeeees 20% 
GIMLETS AND GIMLET 
BITS— 
Per Gi 
Gimlet Bits 
Common Dbl, Cut....+++ $5.70 
German Pattern Vos. 1 to 
$7.70; 11 to 13, $8.75 
Single Cut Gimilets Asst fer ar 
Nail, Metal, No. 1...$3.00; 2, $3.50 
Spike, Metal, No. 1, $5.50; 2, $6.00 
Nail, Hood Handled, No. |, 
$3.25; 2, $3.50 
Spike, Wood Handled, a? 
No. 1, $5.50; 2, $6.00 
GLOBES—Gas— 
Safety Wire Gas Globe Company: 
Protect-a-lite Inverted and Up 
right, per doz, $2.10; per 
mt; $24.00 
Protect-a-lite Inner Wire Globe, 
per doz., .80¢; per gross, $9.00 
GLUE— 
Cents her lb 
Cabinet .. eer eer Te 3004 ASC 
Common Bone 20 25¢ 
Fish, liquid, bottles or cans, 
with brush eae eet 251.00 
Fish, on ng 50 gal. bbis., 
per gall 80@ $2.00 
Foot Sto ke White ...+++ 30@ 35¢ 
Foot Stock, Brown Pm 20 25¢ 
Vedium White 40 (a 50¢ 
Marine— 
L. W. Ferdinand & Co,: 
Marine, Jefferys, small cans, 
33% % 
Marine, Jeffery’s, bulk, per ™. 
12¢ to 40¢ 
Waterproof, liquid, per gal. ..$4.00 
GONGS—Stee!l— 
P. Wall Mfg. Supply Co. : 
Foot or Hood, Street Rallway, 
B34 
Spring or Locomotive... .60&10% 
GREASE—Axie— 
Common grade: 
1-lb, tins, per doz......0... $1.00 
15-lb. pail, per dos..... $10.80 
Dixon's Everlasting, 10 th. “pals, 
ea. 96¢; In boxes, ® doz., D., 
ee ere aaes $2.00 
Automobile— 
Crew Levick Co.: 
Grease in tubes 30% 


Harris Oil Co y 


A. W. 

Harris Transmission Compound 
bbis., 12¢. and % bbls.. per 
T™., 12% ¢; 50M. tin, $7.50; 

25 ™. tin, $3.95; 10 Th. tin 
$1.80; 5 ™. tin, 95¢. Harris Le 
Light Transmission Grease, [2 
bbIs., 13¢, and % bbis., per | & 
™., 123%¢; 50M. tin, $8.00; 

25 TH. tin, $4.20; 10 Th. | 
tin, $1.90;'5 ™. tin, $1.00. / 
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JRINDERS— 
Athol Machine Co.: 
Bench Grinders 25% 
4. Cheney & Bon 
Royal . 40% 
Luther Grinder Mfg. Co.; 
Dime Grit: each 
No. 14 (Mechanic Special, No 
iM) ‘ $2.60 
No 15 (Mechante Special, No 
»M) ee s* b.5% 
No. 16 (Mechanic Bpecial, No 
iM) $4.45 
Ne 17X (Mechanic Byecial 
No. 7M) ‘ $6.80 
» bo Compacto $5.00 
No. GL (Hest Maide) $4.25 
No 6% (Farm Special, No, %) 
$4.45 
No, 8% (Mpartan) a0 
No. 104 Multigeur $4.50 
No. 271) (Hummer) $14.25 
No. B00 (Power Bench Grincers 
$0.20 
No. 310 (Power Bench Grinder) 
$0.05 
Star = Bypec Mfg. Co, 40% 
Hiyfield Mfg. Co.: 
Perfect Emery Wheel, 20% 
Wonder Kleetri de 
Wonder Ft. Power 20% 
Valve— 


Frank Mossberg Company: 
No. 605 Vaive Grinder for Fords, 


Oe 


a<4 


GRIPS—Buffalo 


Smith & llemenway Co., Ine.: 
Ked Devil HO% 
GUNS—Shot— 
Iver Johnson 
Champion Single Barret 
$6.50 @88.00 
Hammerless Double Barrel. $20.00 


Hatters AND TIES— 


Cee Fee aicicdavdebs-peveann $4.67 
eT COPTE PPR CT Tr ee. 
Niagara Falls Metal Stamping Works: 

Premax Halter Chains 40% 


Premax Special Halter Chains.60% 


Premax Cow Ties 10% 
eT. Rugg & Co.: 
Web Ilalters.. 290% 
Jute Rope Halters and ‘Mex 0% 
Sisal Rope Halters and Ties O% 
Cotton Lialters and ‘Thes % 
Cotton Livery Tiles noe 
Leather Halters 50% 
HAMMERS — Handled Ham.- 
mers— 
Maydole new list: 
Blacksmiths’, Hand I&10% 
Bricklayers HOM Td ay ( 
Furriers’, Driving BOR2% 
peaeniniata’ Ball Pein 60% 
nil, Adz Eye SOM % 
i veting OX2* 
ee SOM2% 
hor extreme Western states 


prices are approximately 54 higher. 
Pexto, Machinists Hoe 
Nall ° 20&7! 


Heavy Hammers and Sledges— 

2 2 Sees 

Over 5 Ilb., 30¢ 404 
Magnetic— 


A. R tobertson 
Horseshoe Magnet tack | te 
NOPMEZ.00 FS 
Billposters £1.15 @8z.50 
HANDLES— 
* ie agi Tool— 
tre, Pick 40&54 
Hoe, Rake, "Shade. Fork, Shovel, 
&c., New List... 454 


Cross-Cut Saw— 
Atkins wre 
Tool— 
$3.50 $4.00 
$1.75@$1.85 


3’ 
-970., 
gre., 
uss'd, fe ” 
Apple. ..$3.00@ 
. $6.00 @ $6.50 
Apple. . .$2.25@ 


Mechan 
Iuger, assorted 
Brad Awl 
Chisel Handles 
Tanged Firmer, 
$3.25; 
Socket. 
$2.35; 
Socket Framing, 
hile, assorte . 
Hammer, Hatchet, 
Hiand Saw, Varnished, 
Not Varnished 
me Handles 
Jack, doz., 50¢; 
Grover File Co.: 
Grover File Handles, 
No. 1 for 6 In. files f 
No. 2 for 8-10 in..... 5.50 
No, 3 for 12-14 in 
No. 4 for 14-16 in 2 
No. 5 for 18-20 in. and 
soldering coppers .10.5 
Nicholson Spun Ferrule 
PME ban tpasigescsnrs 
Pott’s Sad Iron— 
Aluminized or Japanned, per doz .96¢ 
Tinnec¢ fer doz., $1.20 





Hickory 0 
gro., $2.90 
4 SRO 454 
doz., $1.30; 
$1.20 


Fore, doz. .70¢ 


P gross 


sat 


22 0T 


File 
O&5% 


HANGERS— 


Note.——-Barn Door Hangers are gen- 
erally quoted per pair, without track 


and Parlor Door Hangera per double 
eet with track. de. 
Allith-Pronty Co. : 
House Door ....... . Sees 
Accordion Door ..... . Ha50% 
Garage Door ......... HA@M5I0% 
Griffin Mfg. Co.: 


Solid Axle, No. 10, $12.00. 5i% 
Roller Bearing, No. a4, $15. 00 





55% 





Spring Butt Hinges 


Myers & Bro., Stayon; O, 





Triplex Spring Hinges 








Chicago Screen gee 


Chicago Screen Door (3000) 


Non Hold Back Sereen a 


eaSul}] 260g) JO yeou: GO waasS GVIJ0 GWOT BIT 


Richards: Wile ox Mfg. 
Double ted Fieor “Thugs, 


She Iby Spring Hinge 





We $7, 
Tit, Sheet Stee! Noiab'i 





Adjustable Sc. Door Hinges, 


Superior Spring Hinge Co 





Moore Push Pin Co.: 

» SOG; per gross. $0.00 
Ww 

Screen and Storm Sash— ay“ and 7 Hinges, 


Nereen and Storm Sash 


McKinney's Safery No 


M 
Cleveland W 8 0. : 
HEATERS — Automobile and eveland Wire Spring Co.: 


Scovil and Oval Pe rcs eseers 


HOLDERS—Door— 
———— Wilcox ae. Co.: N 


2 





Seeneene stone and Shutter— 


cel Grav ity Locking wert Shelby Spring Hinge Co.. 


Rone Wire ber Co. 5. 
11, ; 
meet ‘Spring Hinge Co. 


Cc 
North Wayne Tool Co.: 


Miscellaneous— 4 
Bent Shank, per doz.... 


don 
we Kinney. Mie. Co.: 
Surface Embossed 


Pivot— 
Pivot, Ball Bearing 


Wall, 
C. TF. ay oy Wire Novelty Co.: 
Picture, Thumb, | 
. aa * 








Non-Holdback, Cast Iron. : 
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HEATED CuvELOPA 
ay, POET f 


























million 
been 


ORE than a halt Marvel Jr. 
Vulcanizers have sold by our 
dealers. Its success is absolutely estab 

lished. Here is your chance to make a record- 

breaking turn-over of your money—and nearly 

100% profit. 








Tear off the coupon—fill it in and mail it 
now. We will send you one dozen Marvel Jrs. 
through your jobber. Send you four dozen 
patches and chemicalized heating units direct. 
Your investment—$8.40; your profit—$7.60 
plus the repeat business that is bound to follow. 








With your order 
for one dozen 
MARVEL Junior 


Vulcanizers 





IN ADDITION—with 
free window display outfit and demonstration material 
eighteen patches and chemicalized discs free to show your 
customers they can “put on a patch as easy as you light 
a match.” Mail the coupon now 


your order we will send vou 







THE MARVEL ACCESSORIES MFG. CO. 
7251 St. Clair Avenue 
CLEVELAND, OHIO 


MARVE 


ATUINTIONR 


MARVEL 















































THE ACCESSORIES 











and chemicalized discs gh og We od 
to retail at $4.90 FREE! pean 














ft 
} 
; 
: 
i 
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HOOKS AND EYES— 
Brass 04. .seseeveses 104 
Malleabi e lron .. 404 


HOSE ATTACHMENTS— 
Morgan Mfg. Co.; 
Howse Clamps veieen WMT 
tuber & Kuch 
Hose Menders, ‘§ doz, % in. 80.75 
% in., 80.7% 
lowe Couplings, @ doz, % and % 
in., $2.85. 
William Yerdon: 


lowe Clamps, Garden Tlom Chest 
Hras per doz.. aan 
All other seizes, Water Mtenm, 
Air, ete., list) less. Ha 
HOSE—Rubber— 
( len H Weanch 
f-pl Gueranteed ere OMe 
(,uarantced eee 
7 pl (uaranteed veane Cee 
Gerden Hose, js inch 
( tiftton . ft.7@7%e 
y (uarantced coef @ agra 
dply Guaranteed ....ft94@l“nre 
( n Girden, VYaan., coupled 
/ W GVOGE ceocccecceoes jt. 6@8e 
Quality savvece oe ft. LOMi2¢ 


Ice TOOLS— 
iifford reed Co,t 


¢ rin eoeeree 20% 
INSECT POW DER— 
Kotanion) Mfg. (e 
ted Wing, le size, per doz The 
IRONS— Sad 
From 4 to 10 lb., %@ 
rs. Potts 0 § wo ¢ 
Jap’d Caps . 87 85 91 88 
Tin'd Caps . 92 93 1.00 97 
f whe Western mfaqpr 


’ prices 
Asbestos Lined— 
Dover Manufacturing ¢ 
Dover Laundry set No, 60, 
per doz. . $9.50 
Electric— 
Dover Manufacturing Co 
A Ttest-O Automatic Electric No 
i! each $4055 
Dever Electric N 6, each, . 84.80 
Bar and Corner— 


Richards Wile Mfg Co., Kar 
Iron Ww Corner Tron Nov 
i7 mod au 1" 


Jacks—Wagons 


Richards - Wilcox Mfg. Co., Tiger 
Steel, No, 130 ‘ganeaes 3 ‘ 


Knive S— Bread— 





orth Wayne Tool naa rh doz 
rook read) Woly " $2.00 
Butcher, Kitchen,  &e 
Foster Bros tutcher, &c,,.. List net 
Drawing 
Standard Lust aa 3 $ 
‘ MW. Jennings & Co., Nos, 45, 46, 
164, % 
‘ EK. Jennings Folding Handle. .25° 
Jennings & Griffin revised = iis st, 
Nos, 41, 42 ee bl aT 
Pexto Nos >& 15 33 7 7 
Swan's Regular Grade No, 1480 
$0K100 ; Extra Grade, No, 7480 
40° 
Hay— , 
North Wayne Tool Co,: t dow 
Brooks ere, 
Littl Giant e068 v.00 
KNOBS— 
Bas inch, Birch r Maple 
Rubber Tip ....gro., $1.40 
Cherr and Oak o 00 094.00 
Vineral | $1.2. 
Door, Por. Jap'd $1.35 
I r, Por, Nickel $3.50 
Lapvpvers—store, 
Licyele Step Ladder Company: 
Ladders, each 9.00 «$12.50 
Track, per ft 12'9¢ 30¢ 








Myers’ Noiseless Store Ladders. . 
Milbradt Mfg. Co.: 

Rolling Step Ladders, each $8.00 to 

$12; Tracks, per ft. 15 to 25¢. 


LADLES—Melting— 
lL. & G. Mfg. Co.'s Mat, — * 
and Plumbers’ errr. oeedn 4 


LAMPS— 
Hammer's M. I. Hand......0++.85% 


LANTERNS— Tubular— 

rn. E. Dietz Co.: Per doz. 
D-Lite Short Globe ...... oy 00 
Wizard Short Globe ...... 8.50 





Little Wizard Short 7.00 
Large Fount Wizard, 8.75 
Victor Hot Bilast.........>. 4.75 
Monarch Hot Blast........ 4.75 
Junior oes eee 6.25 

Blizzard.... ctoccnes Be 

ye Dash Lamps R00 





Blizzard Dash L amps 12.50 
1 





Victor Wagon Lamps.. 0 50 
Junior Wagon Lamps ... -10.75 
No. 2 Wizard Wagon Lamps. .14.25 
Octo Driving Lamps........27.00 
Union Driving Lamps ......30.5 


Eureka Deiviog Lamps......12.75 
testovy Hand Lamps 5 
Pioneer Street Lamps..... ea. 3.75 


LATCHES—Door— 
National Mfg. Co.: 
Washburn, No. 28, per doz. ..$2.00 
All Steel, No, 29, per doz... .$2.25 
Richards-Wileox Mfg. Co.: 
Bull Dog, Heavy, No. 125 20% 





LEADERS—Cattie— 
: ; large. 
Pexto, malleable, small 70¢; large 80¢ Fibre, per dos., 


per doz,$12,00 Fibre 


Transom— 








Line 


6-7, gu 50. 
Clothes Tine nO Naics— 





2 DW B. o.» n% 
and Shade 


Ice Cu tting— 


Stave Leg 





Tub Electric Bench 
‘g dolly, 1 Vecvem (Fair quality goods.) 


Company : Each 
Power... 








Everlasting Flexible 8 
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jenn 664% % 


LIFTERS Stove Cover— MOPS— 


20% 

“PPT: $4.00) MILLS—Coffee, Corn, Etc.— 
TeTTTTriT 3.00) kuterprise Mfg. Co, 

eeeeceve b.05 Coffee 

coecvecce 4.00 Boue, Shell aud Corn., 
LA scccee 1.50] Charles Parker 
TreTTTTi 2.00 Ball Bearing Store 
cocccceee BBO Box and Side ©. 

with ring, Common Cotton 





ero., $5 String ; 
bere, BT.507 be vtra Ping 


ae Polish— 
25% | 0-80 Eay Products Company: 
()-So-Ezy 2 
per doz 
18 19 20 Single O-So-K zy ‘boll wh mop, 
:, 2.80 2.70 _ doe . 
296 238 2.25 Kezy Slip-On 
b per doz 
: “ 
é 
ne F si gt 154 MOWERS—Lawn— 
4 $1.40 Pennsylvania Lawn 
* ay so8 50.8 ° Pennsylvania and Contin ntal 
Vorks : P Pennsylvania : 
Noa, 0 to 3, Great American 
renee shet Shock Absorber ; 
Cord, Ih 17 
Cotton, } $4.00 $10.00 
$2.00; UZ Pennsylvania 
$4, (4 Underecut 
si 00; No. 5, J Penn. Grand Horse, 
é Penn. Pony : 


$11.25; 100 Wire Nails and Brads 
laneous . 
Clothes Lines: Cut and Wire 


Tiun garian, 


& 20% on Hat] Star No. 5 


Mason's and Picture— 


50°7 | Brass Hd., aro 


'* | Plated Head 
Cotton zor 
20% Brass 
Plated 





etal Sash 
41 


4%! o, Cold Punched, 


M acHines—Boring— ern Pere re re 


1917 Hexagon 
DOMES wc cence 
Hot Pressed 
lugers. $3.50 POONER oss.carvenseweseanss 
it Augers. 4,00 


145 and 146 
$7.88 Onens— 


eel, € telithor SEO 
hace, Bours and Copper. 


40K 10% 


TG ( ace Zine 
re alr ‘ad, coppered 
Washing— R ailfoad, brass 
Fach | Malicable Hammers’ 
Power 11, 12 and 10 
$31.50 tern, Nos 
eke. P. Wall Mfe 
ee n6.00 Bench Oilers. 
DH &.50 Railroad Oilers 
8.59) o1L.S—Motor— 


oo 





. ... 45.00 }OPCENERS—Box— 
Com p iny: Morrills No, 1, 
Minute Hand 

- $8.25 | Schatz Mfg. Company: 
Power Washer. Acme, per gross 
$26.00 Kan Kut, per gross 

tjench Washer, 


$46.50 


Tub Bench Washer, Packinc— 


1 Vacuum Dasher, 








Sheet, C. 


1, Electric. 
» No. G-41 22.50 
PAILS—Galvanized— 
catin Ne aennwoass seine Net, 
ps 1cee ghee sbabeenes 104 Onarts, 
cnd betel Light 
sees eevee 104) Fir. heaz 


Round B tte 


Re d Painted 
40% | Well Pails 
vo} 





% |PAINTS— 


special sizes. per 25 gal. bbis., $1. 35; 50 gal. 





new list 25% Silica-Graphite, 
$1.75; 1 gal. 
sizes 5% kegs, $1.60; 
40¢ $1.30 





March %, 19}7 





MEASURES—Liquid— 


soeceses WG] Cordiey & Hayes: 
2 qts 
1 qt 
1 pt 








ers, &¢. See 
Jobbers’ Special 
Union Horse Nail Co.: 


up 
Northwestern 


Upholsterers’ : 


Turner & Stanton © 
Nails, Furniture 
Nails, Matchleather 

oy PIRCOE cc cdcs'vvcvee 


NUTS—Blank or Tapped— 
ff 


| Crew Levick Co.. 


Ashestos, Packing, “he and 
Rope, any quantity. 


| PEP 
eet, . O.. S. riscics ove 
.. $8.00] Sheet, C. O. 
Power...... 8.00| Sheet, C. B. S.. 
3-1 26.00| Sheet, Pure Gum. cases 
48.00 | Sheet, Red ...cccsccccccececoes .35¢ 
5 


Fir ee, s, 


Joseph Dixon Crucible Co.: 





Moller & Shumann Co,: 


Hilo Molmanite White } | 7) 
vw gal. oeee ‘ we 
Hilo Compo Coating were: 
Wall Enamel), % gal 1ou J 
Montauk Paint Mfg. Cx a 
Dimebline Aluminun ime} 
Gold and Prepared ts ‘ 
ea. per y $1 
Di mel-ine Stowe Pipe —" 
Knimels, ea, per gr 510.6 
PANS—Dripping— 
DOPE LAD pcs cckicdce 070854 
peerigerater, Galvani zea— 
Inch 12 M4 18 
Per doz. ....$3.50 4.00 775 
PAPER—Building, L. C. L.~ 
r Kou 
Rosin sized Sheathing; y. ft 
’ Om nde 


Deadening Felt, 50 sq. I, + 

36 in, wide, per ton.... $95.00 
Rooting wea her, see Koons 
Berlin Milis Company : 


Bermico, carloads per ton £0.00 
Less than carloads per ton. 875.00 
F.O.B, Mill 


Flint and Emery 
Flint Paper and Cloth 
Emery Cloetl 


I:imery Paper , i 
Garnet Paper and Clotl ‘ 
Tarred Feilt— 

I-pl i OP WM 6 ito boss BOOM) 00 

2-ply, on FOU 6 60 6 vee , 
3-pl r r coef ) 
Slater's i elt, “hay roll; 
BPE sbscheneswecnends ove. -$1,00 
We, chaSevedsenths eocese ( 


PENCILS— ieee 
Joneph Dison Crucible Company 
Kea n Black Fra 


Vortolse Finish, per gro Siw 
Polished Cedar, per gross B25 
PICKS AND MATTOCKS— 
Natlroad erocesovcoues 
Contractors Fick’ scvcceteore Ol 


PINS—Escutcheon— 
DRE vascuseiniesedeees veel t 
Push— 
Moore Push-Pin Co. + 
Moore Push Vins, per doz pa 

ets, BOG; per gross. SU.00 
PIPE—Vitrified Sewer— 
Standard Pipe and VWittinas. 


f.o.b. New York points, carload 
$f Pitti es tadiseraes 
Be oe ere eee eee 
- to 36 Mm 0 


PLANE IRONS— 
Wood Bench 20% 


PLANES Wood— 


Bench, first qual..........005. 54 
Bench, second qual....cseeess ‘ 
NN oo eae a alta xp lnk cae: t 
PLIERS— 
Button, fair quality, per do 

414, $2.35- 5 $2.50: 6 ¢ 


$5.07 9, $5.50> 10. $6.80 J24 ; 
Gas Burner, fair qualit , ber 
5 in., $2.60; 6 in., $2.80. 
Gas Pipe. .7 8 9 10 1? 
$7.40 380 4.20 5.20 ¢ 
oo Forge Co,: 





Pesto "Mo. s 0 per doz. 
6 


x 
$10.00 11.00 13.30 5.60 25.00 
smith & Hemenway Co., Ine: 

“Red Devil’ Button Pliers No. 1000 


per doz: 
5 in. 6 in, 8 in. 19 in 
$4.20 $4.50 $6.85 $8.10 


PLUGS—Basin— 
The Durst Mfg. Co.: 
Dumaco Red Rubber, all siz 
per gross , B25 

Dumaco Suetion Basin Stoy 


per, per doz..  hie.e 40) 
Dumaco Suetion Bath Stopper 

PF GR csrcoesenass WO 
Dumaco Suction Sink Sto 

OTE, OOP. BBcevecces Ba 

PLUGS—Spark— 

Champion Spark Plug Co.: Mach 
UGRVY DIORe vevcewceces . Oe 
Regular & Bnick....... i 
Overland & Metz....... 17 
Ford . Se Orr ‘ 


Emil Grossman Mfg. Corp. : 
Red Head Spark Plugs 


Combination, ea. .. nie 
Big Boy, ea. Side nbeaes 656 
Platinum Point, eAa.. : RO 
Priming, ea. ... ; ee wee 

Standard. ea 4") WE 


Cabinet No. 50, ‘with plugs. en 


Cabinet No. 100, with plugs 


A. R. Mosler & Co.: 

Display Cabinet. 54 Pings. $24 80 

Spit fire . Platinum Point, ea me 

Vesnvir A né 

Motor« vc the, Mica or Mica Stone 
Base nn 

Sun rior, Fo rd Special ar 

Vesuvius Display Stand $19.80 
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There Is a 


Made to Fit All Pocketbooks 


HE Fisk line of tires is complete, embracing any style 
a person could want, from the plain tread to the grey 
Non-Skid and a step beyond to the handsome RED TOP, 
the Tire de Luxe. But there is this to remember about 
Fisk Tires, and car owners know it—every Fisk Tire is 
100% Fisk Quality, and there's nothing better than that. 


Let us send you full details of our unusually 
attractive selling proposition. Write Dept. H. 


THE FISK RUBBER COMPANY | 


of N. Y. 
Chicopee Falls, Mass. 





+ SS 
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Slurry Spark Plug Co.: 100 lots, each 


Sharp Primer, Mica Core.. THe 
Firefly Primer, Mica Core. T5¢ 
Sharp, regular, Mica Core the 
Mica, Ford Special su¢ 


Mica, Indian M/C Special B3¢ 
Mica, Goliath 33¢ 
Porcelain, Goliath Zs¢ 
Sharp, Open End 20¢ 
Porcelain, Kopper King She 


Bilvex Co 


Bethlehem, 5 point list eu. $1.00 


tegular Y%, % in. Metric, Ford, 
Overland & s#ulck Special, 
ea. H0¢ 
Mica Insulator 4 & % in. 
Metric ea. O5¢ 
Mica-Porc. Insul. %& In. Metric, 


ea. OD¢ 

stocking 36 plugs 
ea. $20.60 
Extra Cores .. oe ea. BOC 


Display Case, 


PLUMBS AND LEVELS— 


Athol Machine Co 
Carpenters’ and Machinists’ Iron 


25% 
Plumbers’, Pocket ....... - - 40% 
POINTS—Glaziers— 
Per. Do 
Bulk and I-lb, papers....... . $2.90 
1 papers ° ° 2.00 
DOGS ave edaesader ar 1.10 
POKERS— 


Morgan Spring Co.;: 
Nickel Plated, Stre tight or Bent, 
7 


\ x 20 in., % gro 50 
POLISH—Auto and Furniture— 
()-So Ezy Products Company: 

 So-Ezy cedar oil polish 40% 


Vetal 
Black Silk Stove Polish Works: 





oz. No. 60, case, 3 doz $3.75 

1 pt. No. 70, case, 1 doz 2.25 

1 qt. No. SO, case, 1 doz 3.75 

ly gal. No. 50, case, 4 doz 8.50 

1 gal. No. 00, case, % doz 6.00 
Stove— 

Jos. Dixon Crucible Co,: P er. 
Joseph Dixon ‘ ° $5.00 
Fireside .. . $2.50 
Gem , ‘tree $4.00 
Japanese ° $5.50 
Jet Black $5.50 
Dixon's Plombuage mm 12¢ 

Black Silk Stove Polish Works: 

Ver Case 

3 doz 

h oz. cans, paste, No, 5 $2.65 

% ID can, paste, No. 10 $4.75 

1 i) can, paste, No. 15 $0.45 

6 oz. can liquid, No. 6 $2.65 

4 pt. can, liquid, No. &. $3.7 . 
1 pt. can, liquid, No, 12 $6 

1 pt. air drying enamel, No. 
1 yee 
Veneer Liquid— 
Kuffalo Specialty Co. : 
Regular— 

4 oz. 12 oz. qts. 

Ver doz $2.00 4.00 8.40 

Wy gal. gal. 

Fach $1.20 2.10 

For Automobiles— 
1.-V Sprayer, per doz $10.00 


1 gal. Veneer and Sprayer, ea.$2.10 


POPPERS—Corn— 

1 ot. Square...doz, $0.90; gro. $9.80 
1 gt. Round....doz, $0.95; gro. $10,80 
1', qt. Square. .dos, $1.15; gro, $12.80 
gt. Square .doz, $1.55; gro. $15.30 


i 


POTS—Glue— 


Enameled 


convernne ae 


linned and "Turned. . 00s see scene 
PRESSES— 
Athol Machine Co.% 
SUONEES | 5-0600 0060 tb v0 08s oo AOR 
Kuterprise Mfg. Co.. Fruit, Wine 
and Jelly 20% 
Lard Presses and Sausage Bee. 
OD evesenvees ZA@25&T7% % 


Seal Presses— 
Merrill's No. 1 Jap'd, ® = dos., 
£16.00. a LOK TOG 
Morrill’s Pocket, $16.00 
20K10% 
Pocket Nickeled, $20.00 
soe eeoeesececces 20810 % 


Jap'd, 
Merrill's 


per doz, 


PRIMERS— 
111 Nos. 100 in box, new list. 
111 Nos. 250 in box, new list. 


Ad 
3% 


PULLERS—Nail, Etc.— 

Millers Falls, No. 3, doz $12.19 
No. 46, doz - eye |. 

Chas, Morrill Company 


No. 1, Nail Puller, ay ' don. $18.00 


20 % 

Pearson Cyclone Spike Puller, 
each, $15.00 . .20% 
Smith & Hemenway Co., In is 
“Red Devil” . re 35% 


PULLEYS—Single Wheel— 
4wning or Tackle, Jap'd .. 404 


4wning or Tackle, Gal.. 4104 

Hay Fork, Swivel or Solid I pad 
LTOUSE «+++> 

Hot Hou = 


Side sevccecverees® 
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. ~- —.. 
Sash— RINGS AND RINGERS— Wood Saw Blades 334 % 
Common Frame; Square or Round Bull Rings— Combination Sets .. 40% 
End, barrel lots, per dos.....- 2 2 3 inch, | Millers Falls Company : 
Small lots Per AOS. wcccvvcees 27¢| Steel ...eee ee. $0.75 0. 80 0. 45 doz, Butcher > ad waeee: 
‘ MORES $1.40 2.40 2.65 doz. 1 
wingae Petie enas sesmeans Wop ees sss ge lw ae ciken, shte alls 
P’ on oe c “< 2 26 
Pulley Blocks See Blocks. Hog Rings and Ringers— _ $16.10 17.08 17-96 18g 
fiill’'s Kings, per gro. boxes, Simonds Mfg. Co. 
PUMPS— $4.50@$4.75; per doz, boxes... .60¢| Butcher tenes 
ee 45a\tiilis «wingers, Gray lron, dos., ‘ oo aoe 
SS SRR RN . $1.08 ; 
Pitcher Spout Tron. .ssecceeee “154 /1ill’s Ringers, Malleable Iron, Bu 
| af Aeeeearedenges 405 54 - ne doz., 75@85¢ Red, id (d Teens, . r 7 do $5.25 
Wood P Tut WGsiaade 3lair's Rings. hed gr0., $5.00@$5.50) °° e Brace, per do $6.50 
00 umps, Tubing, & 50% Blair’s Ringers....per dos., 69@70¢ Plain Frame, per dos..... 0¢ less 


Barnes Mfg. C nen $ 


Pitcher Spout MYETE ETT... 

No. 4 Fig. 606 set length with 
fron cyl 2 .... net, $4.00 

Double Ac ting ‘ eave 30% 


tioulds Mig. Co, : 

Double-Acting Thresher Tank.$6.88 

Diaphragm No. 3, Side Suction, 
$16.80 

Spraying Pig. 1129 and White 
washing $3.38 

Lift and Force P ump Standards ; 

Force Pump Heads; Packing 

sox Hends; Cylinders (Iron); 

Db. A. Force Challenge; D. A 

Force Diaphragm and Sue- 


tion ; Rotaries, Iland = = and 
Power Sprayers and Hy 
drants : ‘ 45% 
Goulds Comb Pumpg. Hd. & 
Jack oo» 45% 


F. E. Myers & Bros., low list: 

boule Acting Force and Lift; 
Cistern aod Well; Hlouse ; 
Windmill; Cog Gear Handle; 
Pump  Stauds; Hydro Puea- 
matic Bulldozer Power; Hand 
and Power Spray; Ashland 
Force and Lift . ; 20% 

Thresher Tank Myers Ce ntury 
and Faultless Low Down 
Tank, Plain and Cog Gear 
Handle, new Iist . 00% 


Pump Leathers— 
Plunger Leather, Crimped, per doz 
Cylinder Diam, 

Inch 2 2% 23 2% 3 
96¢ “ 0 $/ ié $1.79 $1.93 
4 


Fy ? o4 $3.52 
Not Crimped: 
Inch 2 2% 2% 2K% 
66¢ 740 = 856 BS 
3 3y% 4 
96¢ $1.40 $1.76 


Valve Leather: 
Inch 2 2% 2% MH% 3 
83¢ 88 $1.10 $1.18 $1.65 


2.20 $2.80 


PUNCHES— 
Saddilers’ or Drive, good full “ 
fT Sr reer ee = 
POM Dewi iin edewens wh ukbeas out ii 
10 to 12. 
Half polish ote) twa baevees 10¢ less 
Spring, single tube, good qual 

ity $2.35 
Revolz ing (4 tube s). eer dos. $6.05 


‘volving (6 tubes)... doz. $8.35 

Bemis & Call Co.'s ‘Cast Steel 
Drive ... 40% 

Morrill's No. 1, Doz. $12.00 20&10% 
Hercules, 1 die, each $4.00 

20&10% 

RACK#~—Whip— 

John Hl. Best & Sons: 

Portable Revolving Whip Display, 
each: No. 1, with Display Shelf, 
$12.00; No. 2, without Display 
Shelf, $10.00, 


Rair— 
See Trax k, Barn Door, &c. 


RASPS—Hearse— 
W. L. Cooper, Star, 18 
&: 





slim, 
LAMENT 
14 in slim, 

$4.75 @S5.50 
Delta oe eee bn 60% 
Heller Bros. .. TOMTNK10% 
Nicholson oe oe BHOKRTO% 


W. L. Cooper, Star, 


RAT CORN— 
Botanical Mfg. Co.: 


Qh¢ size, per doz............ $2.00 
Hie size, per doz.......... 400 
$1.00 sine, POP GOB. .ccrcsces 8.00 
REELS—Hose— 
Specialty Mfg. Co. : 
Detachable, Handy, Speco. . 30&5% 


Handy Hose Rack 


REGISTERS— 
! Electroplated and 


and Carrier, 
KO&25 % 


fanned 
Bronced 
White Porcelain Fn 4 

Solid Brass or Srean ce ee. .254 





REVOLVERS— 

Iver Johnson Safety Automatic Tem- 
mer, $6.75: Hammerless, $7.50; 
I. J. Model 1900 Double Action, 
$3.00, 


RIDDLES—Hardware Grade— 


16 im..........per doz. $3.00@$3.25 
17 im... ....fer doz. $3.25@$?.50 
fee per doz. $3.50@$3.75 





For Galvanized, add $1.50 per doz. 








RINGS AND HOLDERS— 


Cc. T. Williamson Wire Novelty Pa 
Key Rings and ewer No, 02. 


We Wis GERD cccevecve «+ .35% 
RIVETS— 

Copper and Burrs ......... . Net 
Tinners’ and Miscellaneous Sones 35% 
Bifurcated— 

Assorted in Pasteboard Boxes. 
Per dozen boxes, 50 count....... 65¢ 
100 count ...... .80¢ 


Cop'd, Clinch, ‘Asst. '52¢,. ‘Solid. .4e¢ 


ROLLERS—Stay— 


Mere’ accccccgecccccccecccces 30% 
National Mfg. “Co. : 
Barn beer” Stays, No. 18, @ doz., 


$1.10 
Richards-Wileox Mfg. Co.: 
Ilandy Adj. and Reversible No. 


— SPT rT een ig 
0. aa Adj. and Reversible No. 
viceeedneCcSh Adare eo 80% 
L = Screw, Nos. 55 and 57...30% 
Underwr “iters’, Nos. 50, 60 BOG 
Favorite, No. 54 Feeeeaes .30% 
ROOF ING— 


Rubber, 108 sq. ft. rolls, 32 in. wide, 
per roll: 
First Quality: 
1 ply—35 Ib. rolls...... $1.60@ 1.70 
2 ol 45 lh. rolls... $1.90 2.00 
3 ply—55 Ib. rolls... ...$2.20@ 2.30 


Second Quality: 


I py—8S B.. CORB... cccecevs $1.35 
F Slpdb TE, FOND o 6s cok oot $1.65 
3 ply—55 Ib. rolls... .secese $1.95 
ROPE— 
Eastern Retail Ivade. Per |b. 
Vanila, % in, diam. and larger; 
FONG GHEE savorccessenset 4¢ 
RT OC EEE er 23¢ 
Hardware TS PRT 
Sisal, 54 tn. diam, and larger, 
Highest OS OTE TT. 
Second Grade ....... 19¢ 


Sisal, Hay, Hide and Bale Ropes, 
Medium and Coarse: 


First quality ......... .200Y¢ 
Sisal, Tarred, Medium Lath Yarn 
Piped GUBEY oc cccvcccesenes st 0¢ 


Cotton Rope: 
Best 5-16-in. and larger... .23@30¢ 
Vedium, 5-16-in. and larger...21¢ 
Common, 5-16-in. and larger...15¢ 


In cous, “ad advance. 
Jute: 
No. 1, “-in. and up...... . 13%¢ 
oe ctcnca eovearenne ee yer 12%¢ 
Fe a0vebassaeebetranees 11'4¢ 
Wire— 
Galvanised .....cessee Terr 
Special brands ...... oveowe vector 
Bright Givel ...sreece an. ots 5a 
Bright [rom .: 0c cccccecevees sO 
RULES— 
LVOTS) cc cwctotosbensoonsernevrs 15% 


KE. P. Johnson Rule Mfg. Co.: 





Comb. Pocket No, 46, 6 in., per 
es as de vee ace ree, 
Comb. Pocket No, 45, 12 in., per 
MG pave Utes ens earth aon sto 80 
Kenffel & Sane Co.: 
Pol@ing, Weed .cccccsceces 83 1s % 
Folding, Steel ............ 33! % 
Ilandy Shrinkage ....... oe 33% 
Lufkin Rule Co.: 
ar 10@1 
Hickory Lumber .....cscese. 10% 
Saws— 
E. C. Atkins & Co.: 
Cireular 3 30&10 % 
Band .... ; » os ogee 
Butcher ; owes aes 50% 
Cross Cuts . oveceusem 
One-Man Cross GE: ne ceenaea 20% 
Narrow Cross Cut eerry | ly, 
Hand, Rip and Panel 20% 
Miter Box and Comrnss 20% 


Mulay, Mill and Drag ROK1O% 
Wood Saws ..... : - 05% 
Cc. FE. Jennings & Co.: 

SS eee ee CS 
Rutcher.. oir 
Compass and Key Hole. 
Framed Wood a 
arrest ee rire 








Hack Saw Blades and Frames— 
- KE. Jennings & Co. 








Frames, Nos. 175, 180.25 ,4a7%% 
Saws, Nos. 175, 180, comp lete, 
335 &7 ly 
Arrow Head Blades . 20% 
Arrow Head Frames. . .35', 471, 
Goodell’s Blades ........... - 40% 
Millers Falls Co. : 
loch > 7 x 9 
Per gro. $3.79 $4.04 $84.24 $4.55 
| er 10 11 12x 
Per gro, . $5.06 $5.45 $5.22 
Scrolil— 


Millers Falls 


Co.: 
Rogers, comple te, $4.47 and $5.25 


SCALES— 

John C ~mal & Bon: 
PL) ¢@is keird b's : 20% 
EE, oes es sa «5 25% 
Grocers’ Trip ........... 20% 


Jacobs Bros. Co., Inc.: 
Portable Platform 
Union 


S0M40% 
304 40% 


SCiISSORS— 


See Shears. 


SCRIBERS— 
F. Brais & Company: 
Improved Gem, per gro.. 26.00 


SCRAPERS—Foot— 
National Mfg. Co., per doz.: 
No. 61, Self Cleaner, 80¢; No. #62, 
Upright, 80¢. 
Richards-Wilcox Mfg. Co..... 80% 


SCREWS—Bench and Hand— 


Bench, oe ri er doz.: 
1, $5.85; , $6.75; 1%, $8.50; 1 
in., $14.0. 

Bench, Wed vicsccsiccdece 204 
PE, HENNE 9.8456 0sen6eun 65cr5% 
Coach, Lag and Hand Rail— 
Lag, Come PONE... sccccccesces 404 
Coach, Gimlet Point.......... 104% 
Jack Screws— 
Standard List ......+0++- eoeees 40% 
Machine— 


Cut Thread, Iron, 
Flat Head or Round Head. ast 
4 


Peter TOGE wccccccccccecs (6 
Brass: 
Flat Head or Round Head, .27'1% 
Filister Head ........ np: 
Rolle . pure ad Iron, F. R. or 

a SPR ear ereey 66244 
F Wuicned Fea) crvcvvvvones oo Oe 
rass: 


> H. or R. H., Nos, 8 to 14. .304 
Filister Head ...... .. 208 
Set and Cap— 


Sat CrOn) ccvevvcsecser eset 505104 

Set (Steel) net advance over 
STOR vo nred voeseteatees ess 25% 
Be. GEA. GOP cscececsavereds . 45% 
Her. Hd. Cap..sseeeeeeeeeeess _ 504 
Filister Hd. Cap.........+-- 25554 

Wood— 

List July 23, 1903. 7 
Plat Bead, Tr0@escvccnvcsy 754 | 3 
Round Head, Iron........72'24 | > 
Flat Head, Brass ...... 47144 8 
Round Head, Brass....... 454 7 
Flat Head, Bronze........ 354 | & 
Round Head, Bronzse...... 404 | = 
Dre SETEW cevvccssoccess 70a) 

SCYTHES— 

Per doz 


Plain, Grass, Cutting Edge Pol 
UE foo cota erreur 9.00 a $9.50 

Clipper, No, 2 Finish. ..$9.50@$10.00 

Solid Steel, Web and Backs Pol 


DE scsanece casean $10.00 a $10.50 
Bush, Weed and Bramble, 
. Fee $9.5004 2$10.0 } 


Grain, Painted, Cutting I: 2 
|. ree 611 0 00 a $l! 50 

Clipper Grain, Bronze We! 
$11. 2@ $12 00 


North Wayne Tool Co.: P dos 
Little Giant Grass. $9.50 
Little Giant Bush and Weed.. 9.7 

SEEDERS—Cherry— 

Terre 162% ¢ 

Raisin— Ps 

BRITE vices cc cccesess 25@30 


|SETS—Awl and Tool— 


Millers Falls Company: 
Tool Holders, per doz., Nos. 1 
$10.00; 4, $11.60; 5, $14.18 
$9.43. 
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that doesnt need its puaran tee 


When we conceived the idea of The General Tire, we had one great, big 


thought before us— 


that tire users are no longer to be satisfied with adjustments for under- 
mileage; what they want is a tire that won't keep the manufacturer everlast- 
ingly in debt to them for more miles than the tire was ever built to deliver. 


So we designed a tire to put tire buying and selling 
We figured the 
users’ standpoint and resolved: to make him buy 
the second General Tire because he liked the first 
one and not in order to make good the mileage 


We figured the dis- 


on a sound commercial basis. 


the first one failed to deliver. 


tributor’s and dealer's standpoint and resolved to 


save them the constant expense, short- 
ened profits and worry that come with 
adjustments. 

We figured from our own standpoint and 
proved by calculation that adjustments 
and replacements cost the manufacturer 
more money than putting the right stuff 
into the tire in the first place. Our figures 
showed us that we could better afford to 
build a tire for 6,500 miles and guarantee 
it for 5,000 miles than to build, guar- 
antee and sell a tire on a 3,500-mile basis. 
That former is just exactly what we've 
done in The General Tire. Design, fabric, 
rubber, tread, construction, treatment, 
cure—every one and all of these things 
selected and done to make a strong, lively 
and long-lived tire. 


“GENERAL 


TIRE 


Built in Akron 








Double Protection by 
Guarantee and Quality 


The service must be 
5,000 miles or more 
never less. The actual 
mileage is greater than 
the guarantee. The 
General distributors and 
dealers are anxious to 
protect the car owners’ 
interests, because our 
liberal guarantee and 
unstinted quality protect 
theirs. 


Guaranteed for 5,000 miles, so the user will have 
the knowledge that he is protected—but a guar- 
antee he'll not be called upon to use. 
everywhere are piling up 8,000, 10,000 and more 
miles. 


Owners 


Sold at a moderate—a very moderate price. 


We've proved our whole theory by build- 
ing a sound and solid national success in a 
year's time. We've proved it by the fact 
that the new General Tire dealers and 
distributors who have taken hold of the 
tire have done it not through wonderful 
salesmanship on our part, but because of 
the enthusiastic recommendation of other 
distributors to whom we have referred 
them. They all say “it stands up’’—they 
couldn't and wouldn't say this if users 
hadn't found that it does stand up. 

This is the kind of tire car owners want— 
it is the kind of tire distributors and 
dealers like to handle. A good tire at a 
moderate price—a good profit—a liberal 


guarantee. We have no factory branches. 





The General Tire 
and Rubber Co. 





i. 


; 
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Cellar Window— SHOT— 

McKinney Mfg. Co. : 25-1b. bag 
Japanned, per gross, sets....$16.50] Drop, up to Bi.ssccccccceses $2090 
Ga vanized taser ar eeeeeee $20.50) Drop, B and larger....cececess $2.75 

National Mf Co , hilled spite $2.00 
No. 70, Gabeneieel, @ doz....$1.50 me ous cg asieulaaud ane aee 

Nail— 

Knurled . eee eee ee * doz. A &5¢ 

Swan's, Knurled, # gro........ ¢s.40| SHOVELS, SCOOPS AND 
Rivet— SPADES— 

Regular Hist .occcvsee seccee.---60%4|Piatn Back and Back } ae 
Rivet Sets ...... eovseccoses 60 % First grade OS 54 

Sa Second grade 15&5 

Morrill’s No. 1 O. ‘s. . @ dos. $8.00 TROPE GIOEE soccscvcccrevceees 10% 
ie yO OR cauteoe gan 2.00 | & Fourth gvadé ..e.ec00. oo ohst lt 
Nos, 10, 11, 95, @ en '18, 50 | & |Back Strap and Hollow Back: 
Special, B dos.......ee6 13.00 >= WOrTde GHGES 6s vbcetseccnteenes 15% 
Nos. 3 and 4 Cross Cut, > Second grade .sssceees cevsse 10% 

: a BP doz. .16.50 | ° RE DOES. 5 cvevaceennsvivas 5% 
No. 5, @ doz..........+.24.00 Pe. Ge <n vieneresseers List 


Screen Door— 


McKinney Mfg. Co.: 
Japanned per gross 





Plated 


SHARPENERS—Razor Blade— 
Hyfield Mfg. Company: 

Hattield Machine 
SHAVERS—Beef— 
Eoterprise Mfg. Co.......++-25&30% 


SHAVES— epee 


lron. ..doz. $1.50 
ui i, d 1 n., s ) f 
Millers Falls Co.: 

Nos. 1, $7.35 2, $12.75 net 
SHEARS—Cast tron— 

7 8 Gin 

Best 2.5 F558 3.95 4.45 doz. 

Good ....$3.00 5 3.75 doz. 

Cheap ...$1.40 1.65 2.00 do 
Stra t Trummers, &c.: 

Best Quality Jap— 

6 7 é 10 in. 
$4.25 5.00 5.70 9.00 

Best Quality Nickel— 

6 7 10 in. 
$5.58 64 7.46 5 
PaROre BANS cisssaveesax 1057104 

Pruning— 


Pexto No. R 70, per doz., $10.25; 
No. 50, $4.25; No. 60, 86.00; No. 
RK &5, 5. 

Scissors— 

John J. Conway © 

Wheel Braud Sharp Point Scissors, 


Full Nickel Plate per doz 
4 in. #% in. Sin, H5Min. Gin 
0 2 oO 2.70 2 so 2.00 





Gold Plated Handle and N, P. 
Blades, 
$2.80 2.90 3.00 3.10 3.20 


Tinners’ Snips— 
Bip DER o's 06 4s0einsdnd 40% 
Steel Laid Blades..........+. 25¢75% 
Jennings & Griffin Mfg. Co.’s A oad 


SO 80 IB. .cccascvve 
Pests Original ¢ c00sceces-c 16 ¢ 
-; @: GS We. BeMGOO soos 6s ecn cee 10% 
Smith & Hemenway Co., Inc 

ff fi ere ete ‘ 30% 
SHELLS—Brass, Empty— 
Re mingten Arms - Union Metallic 
Cartridge Co. : 
First Quality, all ganges....33'4% 
Club, 10 and 12 gauge......i 3B hy 


Paper—Empty— 
Peters Cartridge Co.: 
League, 10 and 12 
League, 16 and 20 ig 
Target and High Giun, 831: ¢ 
Ideal and Premier ce ; net 
Remington Arms - Union “Metallic 
Cartridge Co. : 
Arrow, 10, 12, 16 and 20 gange, 








Nitro Club, 10, 12, 16 
gauge 


New Club, 10 and 12 gauge. .? Ne 
New Club, 14, 16 and 20 gauge 
weaned 

Black Powder ..... 334 
Smokeless Powder, me di 

60 OTEEGE ...c000% y > 
Smokeless Powder, high %. 

gra le. 33! . 
Smokeless "Powder, 410 tg 

gauge 33149 & 
Boys Sc out Shot, case 

31 Ibs. ‘ rrr 
Peters Cartridge Co 

League, Black Powder % 

Referee, Semi-Smokeless ‘ 

Target and High Gun 





Ideal and Premier 
Remington Arms -U nion- 
Cartridge Co.: 
New Club Black Powders 3314% 
Nitro Club, Smokeless Powders 


—RI¢ 
] ? 
” Metallic 








Arrow, Smokeless Powders. . ¢ 
SHIELDS— 
Parker Supply Co.: 

Lag Screw Shields....... cocestewe 


SHOCK ABSORBERS— 


Silvex Co., South Bethlehem, Pa : 





Bethlehem Pneu. Spgs., rd 
Case, Tae Bibs aoc ceva 5.00 
For Packards, Cadillacs, ’p oo 
Arrow, etc., list set . $200.00 
| 4 Seg Pe on ule, Etc.— 


bh. Pittshurah: 


Tron or Steel. .per keg. .$4.75@5.00 





Snow Shovels— 


Long Handle, steel blade. .$3.50@4.00 
Wood and Mall. D cee 
4.50@5.00 


SIEVES AND SIFTERS— 
Hunter's Imitation, per doz... .$1.00 
Hunter's Genuine, per doz.....$1.25 
Sieves, Seamiess, Metallic— 
er dozen, 
Mash sscnne 14 16 18 a 
ron Wire $1.05 1.05 1.10 1.2 
linned Wire ..$1.25 1.25 1.25 1.6, 
Sieves, Wooden Rim— 
Nested, 10, 11 and 12 Inch. 
Mesh 18, Nested..... doz.$0.90 @$.95 
Vesh 20, Nested.....doz.$1.00@1.05 
Mesh 24, Nested..... doz.$1.40@1.50 


SINKS—tIron and Steel— 
Barnes Mfg. Company : 
Cast Iron, painted, 


aco 


20 x 36 and 


smatier . Trvrrrrer rt B4% 
Cast Iron, painted, 20 x 40 and 
larger eee rete beh ¢ 
Lalance & Grosjean: 
L & G list steel... .c.ccceeee 25% 
SKATES—Ice— 


Conron-McNeal Company: 
Extension Rocker and Hockey: 
Men and Boys, per pair: 

Polished ° 
Polished and plated 
— om 









pla ° 
F lint '' le xible, * polished and 
9 


plated . 2.50 
Girls’ and Laties’, per pair: 

Polished . . 1.00 
Polished and ‘pl lated... . 1.30 
Tempered, polished and 

Plated .cccccccsccecces 2.00 
Semi-Hockey all kinds, per 

PAIS 2. ccccserccccecese 2.50 


Joys’, per pair 
Girls’, per pair. 





SNAPS—Harness— 
GCOVINE: 6.00 b¥ 66 00508 66-0400 6 88 154 
DOMES. ccrceveccveccevesss 10&54 


Niagara Falls Metal Stamping Works: 

Niagara Harness and Rope... .40% 
SNATHS— 
Grass Scythe, we 
Bush, per Ph RAD ouawetene $8.75 


SNIPS—Tinners— 

See Shears. 

SOAP—Automoblle— 

Harris Ofl Co.: 

Harris Motorear Soap, bbls. ) es 

and \% bbls. per ™, 15¢; | & 
25 Th. tins, $4.00; 10 ™. r 
tins, $2.00; 5 ™. tins, $1.15 3 
each. 

SOLDER— 

eS SS. 3646 


SPOONS AND FORKS— 
Silver evoelt 


Good Quality .... sees oe 
CRON cnepcdeaaasarasadace cot 333% 
; Miscellaneous— 

Cara SEV sovcosr cei 33144 


Tinned tron— 
TOO cccesccecdeccess POP GVH, Bae 








Fae wwvcorece soeeee- Per gro., $4.20 
SPRINGS—Door— 
Chicago Spring Butt Co.: 
Chicago (Coil) ..cecccceess+.00% 
Reliance (Coil) .....eeee0% 2045 % 
Morgan Spring Co,: 
Perfection ..... Sev erseccsece 15% 


Carriage, Wagon, Etc.— 
Iv in. and larger: Per 100 Ib. 
Black 


$6.00 @ 6.56 





H Bright .......0.. $6.00 @ 6.51 

Bright : .$6.50@7.00 
Tuthill Spring Co 

Ground bi’k one half br’t. $7.25 

Ground bright ... ¢ 6040 
Painted Seat Seclaans 
1%, «2S 2 Mccccss per pair 75@80¢ 
its Ser. per pair 80@ 85¢ 
Se OS Os canes ber pair $1.20@ 1.25 
Tuthill he oy Co.: 

1% 2 x 26 in., per pair.....90¢ 


112 x 3 x 28 in., per pair.. 
With flanged washers 3¢ per pair 
additional, 


SPRINKLERS—Lawn— 


i I Pe 25@30% 
Stnher & Kuck: per doz., Nos, 1, 


$5.6; 2, $3.90; 8, $2.50. 





SQUARES— 

Nickel Plated Steel and Iron. .334%44 

Rosewoos di. ry en and 
fC errs . . 404 

Tron Hdl. Try Squares ond T- 


Bevels 
Athe! Machine Co.: 
Combination 
Pexto 


SQUEEZERS—Lemon— 





Wood Porcelain Lined: Per doz. 
CROP sicoccccovces coves $1.00 
Good grade. PPTTTTTT TT TTT 

Tinned lron: 

Lem GUGEG so +cscseescey sce: ste 
Medium quality......ee000. $1.25 
Goad ccccccccecee 1.85 


Iron, Porcelain Lined. . a $1. 75@2 2.00 
STALLS—Cattle— 
Hunt-Helm-Ferrig Co, : 

Star, Steel ......scccceces+ 20% 


STANCHIONS—Cattie— 


iiunt, Helm, Ferris & Co.: 

BaP ccccccccccccccccccces sO 
STAPLES— 

Barbed Blind ....... . per lb., 13%¢ 
ElLQCOViZIORS sccorccscovrvcees O57 54 
Fence, Bright, $2.10; 

Galvanized. .$2.95 f.0.b. Pittsburgh 
Poultry Netting ...... In bulk, 644¢ 
STEELS—Butchers’— 

John Chatillon & Son: 

Chatillon’s ......... ooeseeLAst net 

Poster Bros.’ ..cccccccs + --List net 
STEELYARDS— 

Peck, Stow & Wilcox Co........ 10% 


STOCKS, DIES AND TAPS— 
SEES cocccccccccevece oe 
Hiand Taps 
WV. S. Taper 





3,85 

%, ‘to 12 inc. 
O0Er5E 
VW. S. Taper Taps, Larger. .3343&54 


7 aps "No os 


STOPS—Bench— 
Morrill’s: 


os. 1 2 
Per doz $8.00 $10.00 20 % 
STRAPS—BOX— 
Acme Embossed, case lots...... 15% 
Cury'’s Universal, case lots......380% 


Stanley Twinrold, case lots....20% 


STRETCHERS—Wire Fence— 


Ilunt, Helm, Ferris & Co.: 
Elwood Rod, per doz........ $7.25 
Elwood Pattern, per doz. 
Little Giant, per doz...... 5.75 
Star, No. 482, Plain Bearing. $9.25 
Star, No. 482, Roller Bearing. $9.90 


F. J. Townsend: 
‘Townsend's Wire Fence Stretcher, 
Per GOS, 2. ccccccces eee: 
STUFFERS—Sausage— 


Enterprise Mfg. Co.: 
Stuffers and Lard Pres 
23@ 2b &T VG % 
SWEEPERS—Carpet and Vac- 
uum— 


Bissell] Carpet Sweeper Co.: Per doz. 


Super rba, Cyco B.B. Nic. . $41.00 
Triumph, Cyco B.B. Nie.... 38.00 
Parlor Queen, Cyco eo B. Nic, 35.00 
Elite, Cyco B.B. Nic. . 34.00 
Am. ‘Que en, Cyco, B.B. Nie. 32.00 
Princess, Cyco, B.B 30.00 


Grand Rapids, Cyco B R. “wie 29.00 
Grand Rapids, Cyco B.B. Jap. 26.00 
Universal, Cyco Bearing Nic. 27.00 


Universal, Cyco B.B. Jap... 24.00 
Standard, Nickeled Fittings. 25.00 
Standard, Jap'd Fittings... .22.06 
Grand, Cyco B.B, Niec...... 41.00 
Grand, Cyco B.B. Jap...... 38.00 
Superba Vacuum Sweeper, 

with Drush ...cccvcccces 68.00 
Grand Rapids vac. sweeper 

With Drush ...-ccsccccce 56.00 


Household Vacuum Sweeper, 


WHR DPUBR occ ccescccsse 45.00 
Vv — Cleaner, without 
DRUER ceccccsvccvoncccee 56.00 


Subject to guaranty allowances, 


SWINGS—Lawn and Porch— 


Myers Low Down Roller........35% 
Myers Porch Swing .....+++..35% 


TackLe—Fishing— 
Wise Sportsmans Supply Co. 
“Jim Dandy” bait, per , A . $6.00 
TACKS— 
Carpet, Bill-posters, etc. ...List: + 54 
Finishing Nalls— 
Copper Nails .... per Ib, 50¢ 
Copper Tacks ... per Ib, 52¢ 
THOME NOM, WE ssceccvecve ocee 08 
See also Nails, Wire. 
Double Pointed— 
Double Pointed Tacks....00++++104 


Thumb— 








Solidhed Thumb Tack Display As- 
eortment No. 22... .cccccesQanae 


TAPES—Measuring— 
American Asses’ Skin... 254 
Patent Leather ........ 104 
ar RE Se ere 205 
Keuffel & Esser Co.: 
Pn tsese eae NG25 
Metallic ...... 7) 20" 
Asses’ Skin ..  25410% 





Lufkin Rule Co,; 
Asses’ Skin 4.662.625 @ 25410% 
Metallic 


eorccecesess ‘220% 
Patent and Be nd, Leather 10% 
PINNED. -Wevnddeeessxe se 20@ 25% 
WOE ocbebtrnee crene ds 20@25% 


Wiebusch & Hilger: 
ar” nee rman’s Metallic No. 34L, 


Se Terrie 15% 
Che sterman’ s Steel, No. 1038L, 
GOR cdccesecocccecese 30&5 % 
TAPS— 
See Stocks, Dies and Taps. 
TEETH—Harrow— 
Steel, plain or headed, % inch 
and larger, per 100 Ib. .$3.00@$3.25 
THERMOMETERS— 
Tin Case, Cabinet, Flange, Dairy, 


TIPS AND BUMPERS— 


Elastic - ip Co.: Box Complete, 
MOD S06 snébedevvececs $11, 
Rubber Head Nails, pe T gro., Nos, 
0, 50¢; 1, 45¢; 2, 3: d 
Bumpers, per gro., N 
1 45¢; 2, 50¢; 
Wood | Peg Tips, 





per gro., "No 


25; Stetson ‘Tips......$3100 

Slotted Screw Tips, -. Bre; Nos, 
231, $2.25; 232, §2. 233, 

$3.60: 234° $3.50....... 410% 
Rocking Chair — per doz 

Ws’ “ieerueananawesece ki 40% 

unm 
8. Uheney & Son..... coaneoess 50% 
TOOLS—Haying— 
Hunt, Helm, Ferris & Co.: 
Harvester and Peerless Hay Fork 
CD | rcavedpeeaecc nea 
Track Track Hangers and Brack 
MOS Sisneviusseerbvesvces 30% 

Harvester and Peerless —' Car 
riers, Pulleys, Forks, etc. ..30% 

F. E. Myers & Bro. 

uy Fork Unloaders ; Myers 
Jouble Rail, Myers’ Single 
Rail, Clover Leaf and Fault 
less, and all wood track fork 
ee ea 30% 


Sling Unloaders; Myers § Sure 
Grip and Cross Draft ......30% 
Steel Track and Steel Track Fix 


OOD vcdtt adres dha wed ee 6 10% 
Myers Hay Forks, Slings, Pu! 
Ms: GEE écceveas eeeeesoen 30% 
Saw— 
Simonds’ Crescent ..... ° 30% 
urning— 
James Swan Co............ 00+ -30% 
TORCHES— 
Hammer's, Engine, @ doz...... $6.50 
Vv. Wall Mfg. Supply Co.: Dread 
naught Brazed Steel Torches; 
Gasoline Blow Torches. per doz., 
No. 8, $16.50; No. 21, $29.00; 
No. 31, $35.00; No. 10, Brazer 
BOTORGS vcccvvepesevecesss 920.00 


TRACK—Barn Door, &c.— 
Sliding Door, Painted Iron, per 

REPO Kecleecdutseeeeesces $4.75 
Griffin's: 


XXX. # 100 ft., 1 x 3-16 in., 
$6.00; 1% x 38-16 in., $7.00 

Hinged ‘Hanger, ¥, 100 ae 
8-16 in., $6.50; % x 3-16 in, 


$7.00. 
Hunt, Helm, Ferris & Co. : 


20th Century, round, per 100 ft 
$9.00 
Wee, COP BOO Obi eiiscee os $6.50 
McKinney Mfg. Company: 
— Hanger Track, ® ft 
Ds bab gp tbe 6 ue WOKE TEs 


1 x 5-16 Track 
Trolley Track 
Myers’-Stayon Trac i 





Myers Ne 7 


Way and Giant Tubular Trac 

and Hercules covered ...... "0% 
Faultless self-cleaning ........ 30 
National Mfg. Co 

Braced Rail, per 100 f $5.00 


Storm-Proof Rail, per 100 ft.$18.00 
Richards-Wilcox dived Co.: 
omen errr 40% 
No 


me. Serew Rail. No. 65 


Gauge Trolley Track, ® ft 
31, 32, 20%; No. 33, 
Nos. 61, $4.25: 65 





$4.75: 64, 
69, $6.75. 
Hero, Adj. Track, No. 19 20% 
Aditnstable Nie Tandem Trolls ° 
-: 2 | eer ne 
Royal Adjustable Track No. 122 


30% 
TRAPS—Fly— 
Baleon, Globe or Acme, doz 
LIGUZS - occas sewscesQee,, $10.8 
Hevbher, Chambion or Parag 
G6, CLE? DOs six neessxs- $17.50 


Safety Wire Gas Globe Company 


Columbus Sanitary. ..ner doz. $0.85 





per gross £9.60 
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In Canada, 
$1.25 

























Guaranteed for the Life of Your Car 


"Made Where Steel is King ** 7 
| 8 Sen Ae RRR RR . 


o 


PARK PLUG 


HE widespread interest 


}g (QO) 





and tremendous demand 
created by the remarkable sales 
and advertising campaign on 
Bethlehem products, show that 
the jobber—dealer—consumer 
public understand the sincere 
motives and appreciate the big, 
broad policy behind this new 










line of accessories. 


Write today for particulars 


The Silvex Company> 


Bethlehem Products 


[South Bethlehem,{Pa. 


H. SCHWAB, President 
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Game— 


Niagara Falls Metal Stamping Works: 
su 


DE wehssiccesvnvete 


Clincher ....cescceses ss TuelO% 


Oneida Community Ltd. : 
Victor— Per doz. 


With Without 
Size Chains Chains 


ms © csovdees $1.02 $ .7 





Oneida Jump Per doz. 


With Without 
Size Chains Chains 
MO. © cecccss $1.38 $1.06 


Newhouse Per doz. 


Size With Chi 
me. OB servsccveneces $2 
MO. 2  cavesvveseress 

me, Gh suse becsedericrve 
MO, OL saccccccesccese 


Triveaph Trap Company, Inc.: 


- ~ — Less than Bbl. 
$ 1.88 


o, 





Kangaroo 
No. 0 
No. 1 vee rrr re 
No. 1%. oe 2 
2 : 3 
4 


& 
ot 


No 
No. 
No. 
These prices are with Chains 





Mouse and Rat— 


Mouse, Wood, Choker, doz. holes, 


Mouse, Round or Square Wire 


do 

Lovell Mfg. Co.: Per doz. 

Erte Rat .wccccccsceccess $1.20 

Star Rat ..cccccvcvcccvese 1.00 

rear ’ 

Dead Easy Rat ..... eecsse 

Bure Catch Rat ...c.csccess 

Dead Easy Mouse ......... 

Rex Mouse er er ree 

Sure Catch Mouse oesee 

Delusion Mouse ..........- 1. 

Mascotte Mouse .....-eee0. 1 

Tin Choker Mouse ......... 


Wood Chokers, doz. holes... 


Niagara Falls Metal Stamp ? , 


Works; Enticer Rat.........! 
Oneida Community Ltd. : 


Vietor Mouse 


Hold Fast anamse cavaeunn 
Vietor Kat sevseeeneves 
Hold Fast Rat.......cc0c00. 
OGiciat Rat ....cccvsccvese 


Tin Choker Monse si a 
Wood Choker Mouse, dozen 
ee wrrrTy: 
mo. 2 e-2 
Hopper, No. 1, with Chain, 


per 

doz eee $1.40 
Hector, No. 1, with ¢ bain, per 

GOB. 2. ccceecccssscesvece $1.15 


TROWELS— 
Wm. Rose & Bros.: 
Phil. Pat. Wd. Hdls. 


$10.35 10 75 11.50 114 
11 


10 ss 11 1 
Witte Heel, Wa. Hdlex 


$10.65 11.05 11.80 12.2 
11 


10 10% 11 1 
E. C. Atkins & Co.: 


Plastering ....... pes 35 


TRUCKS—Warehouse, &c.— 
( 


McKinney Mfg. Co eueh, net 
No. 1, $18.50; No. 2, $16.50; 


No. 3, $13.50. 


TUBS—Wash— 


i 
Galvanized ....$7.00 8.50 9°30 11°90 


‘Cvpreee— 
Fale sacar Mfg. Co. 
Nos 


$19 ho 12.00 10. 50 . -28 


TUSNRUCKLES— 
Nationa! Mfe. Co. Screen Door, 
No. 195, Japn'd, per dozen. .$1.00 


tern sae gel 


Soft Laid thread—6 38\4¢; 


Hard Laid thread 
. a 


4.05 


American 3-Ply Hemp, 1-lb. Balls, 
> 
‘ly Hemp, 1¥-lb. Balls 


, Ply Light Hemp 
, 4 and 5-Ply Jute, % 


Common India, No. 18 





, according to quatey, 


Cable laid  Hetiony No. 
Ib. 0. 





VarNisHes— 


Di-mel-ine Furniture 
> 


Di-mel-ine Varnish Stain, 





Millers Falls Oval Slide 


Vulcan Chain Pipe 
Wood Workers— 


VULCANIZERS— 
C. A. Shaler Company: 


Tube Kit for egepeny nie 
it 


W AGONS—Coaster— 
Helm, Ferris & Co.: 
Overland and Star 
WAITERS—Dumb— 
Sedgwick Machine 
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WARE— 
Enameled— 


Lalance & Grosjean Mfg. Co.: 
Agate Nickel Steel Ware....15% 
EEE FE aT 40% 
All white Enameled ........ 15% 


Vollrath Co.: 
New Ideal Kettles, Cast Iron. 
40410% 
Imperial Hollow Ware, Cast lroua, 


Enameled Ware, Steel, White. 


and White, 30&10%; Special 
Blue, 30&10% 


WASHERS—Bibb— 


Durst Mfg. Co.: 


Dumaco, all sizes, per 100,....60¢ 


WASHERS—Cast— 
hOver Y4-inch, barrel lots, 


per lb., 3%4¢ 
— or hese 


Size bolt. Sh 
oor V9 630 530 5.00 430 


abeve prices are based on 


$4. 00 ‘off list. 


Ju lots less than one keg add 


“Ye per bb.; 5-lb. bores add 44 to 


sist. 
Leather, Axie— 
DONE  wéeevecdesctevcss seed 75& 104 
est FORD ced ccrpecoeecdesceres 80& 10% 
ou 7% ] 14 med, 


20¢ 23¢«-23¢«31¢ per box 


WASHING MACHINES— 


See Machines— Washing 


WASTE—Cotton— 
Rag hite ~ Ib, Colored per Ib. 
o Aer 16%¢ No. J. coce hl GG 
0. bo cece Lt 


156 
tae S BD. OagSe ccvccccoecvccevces cae 


WEDGES— 
Oil Finish ..cccvseessebb., 4@4U%4G 


WEIGH TS—Sash— 


Per to 


Eastern Maret ..ccccccce ee chated 


Viddle West ..ccceseess Perr 


WHEELS—Well— 


5 ie, 80 TE Me cence cccvers eS 


WHI 
Drop an Whips, per AaB s+00' . -80¢ 
Str't Buggy Whips, per doz. . .90¢ 


Featherbone Whip Co.: 


Drop top rattan, per doz.......80¢ 
Straight Rattan Buggy....... .90¢ 
Drop Top ‘‘Featherbone’’.... $1.60 
Straight ““Featherbone’ ‘ Buggy 1.87 
Straight ‘‘anti-whalebone,’ 

WT 6dbticssa taaceed ound 7.00 


WHITE LEAD AND OXIDES— 


National Lead Co.: 
Pure — Lead, ow and in 
ew Dd 


oil R 
In 100, 2 50 and 500 m kegs. 19%e 
In 25 and 50 ™ kegs........10%¢ 
In 12% ™ kegs.... P aa ¢ 


In,1, 2, 3 and 5 th a, as- 
forted’ (100 ™ In a case) -12%¢ 
On lots of 500 ponnds or more, a 


discount of %¢ per pound ts al 


lowed, 

Dry, Red Lead and Litharge: 

ee OS, beep aden 10%6 
In 25 and 50 ™ kegs...... «-10%¢ 
oS, 2 2 eee 1a 6¢ 
ted Lead in O11: 

SS ee cores DE 
In 25 and 50 ™ kegs..... 11' ¢4 
| eS Peers 11%e 


On lots of 500 pounds or more, a 
‘seount of % cent per pound is al- 
lowed 

Red Lead and Litharge, in bbls, 
and % bbls. same price as in kegs. 


WIRE—Barb— 


See Market Report. 
Fence— 


Market 100 Ib. Bundies— 
See Market Report. 


Bright and Annealed: Per 100 Ib. 
1b. 


6 and 9 lLc.l. 1000 
and over to retailer... base $3.25 
Smaller sizes take fence 
ertras: for. —- 
ge ye viz. : 999 
and 100 to 199 Ib. 
extras are charged. 
Galvanized, subject to same 
On EE PF base $3.95 
Coppered, subject to same 
Es evevapaane td base $3.75 
Tinned, subject to same 
re base $4.25 
Stone— 
Less than car loads to retailers. 
Bright and Annealed 
Nos. 16 17 2 19 20 
Per 100 th., $4.85 $5.00 $5.40 $5.55 $5.70 
Small lots ont of ae 


os. > Py Ff 
Per 100 Ib., $7.45 $7.75 $8.20 $8.70 $9.25 
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Spooled— 

Annealed and Tinned.........,, 

Brass and Copper......... 

Retailers’ Assortments, per box. iin 


WIRE GOODS— 


Steel Wire Goods.ecesece. ++. 85% 
Brass Wire Goods...ee...5.. 75& 104 
Cup and Shoulder Hooks.....,, 1% 
Wire tients Co, : 
Bright Wire Goods....... S0&10% 
Brass Wire Goods....... 7 ke 10% 
Cup and Shoulder Hooks... ., 15% 


WIRE CLOTH AND NET. 
TING— 


Galvanized Poultry Netting: 
Before Weaving .....70é1 1G 2g 
After Weaving ....... 707 5&2 Yt 

Screen Cloth, 12 Mesh, Per 100 §q, 
ft.; Painted Black, $1.9 Gal. 
vanized, $2.50; 14 Mesh, Bronze, 
$1U.00. 

Standard Galv. Hardware Grades; 
100-jt, rolis, 24 to 48 in. wide, 

er 100 sq. ft. 


MO. 2 MOG scscswacacedéecce $4.00 
iste rere $4.20 
i fg eee $4.2 
eM 6 MNS ae hash 62 ox $4.50 
| eg Ree $4.50 


No. 6 mesh.. 
No. 7 mesh.. 
Me Mc dacdesacesesves $5.25 
Gilbert & Bennett Mfg. Co. : 
9 “Pearl,” net, per 100 








8q ohesan 
Ex. Hvy. “Pea . 
GB. Ge. ccccctesscvcescoccccte 
New York Wire Cloth Co.: 
Screen Cloth galv., per 100 aq. ft. 
Opal. Zine Coated, 12 mesh 
2.45; 14 mesh,’ $2.85; 16 
Cr eee eoccvcece cGbe 
Reynolds Wire Co.: 
AluminA Rustproof galy. per 
100 sq. ft. 12 mesh, $2.5: 55; 
14 mesh, ; 16 mesh, $3.4 
Sun-Red Se lvage Black, 12 mesh, 
$1.00; 14 mesh, $2.35; 1 
mesh, $2.75. 








WRENCHES— 
PUNE oc csceccaretiecence de 
Alligator or ‘Crocodile. 
Drop Forged $..ccc0s 
Stillsom pattern ....44.. 





Genuine Stillson ....... 
Athol Machine Co.: 
Rapld Tramslt ..cecccccceses 15% 


Bens & Calis: 

Adjustable 8, 254&10%; Adjust- 
able 8S Pipe, 25% ; Str’t Hd'le 
Auto, 25410%; Briggs Pat- 
tern, B0% ; Combination 
Bright, 40%. 

Steel Handle Nut..........33'4% 

Combination Black ...... 5% 

Merrick Pattern ....... 0 

DE Bbc ipo cceteee e 

Steel Handle Serew..... 1 To 

Wood Handle Screw..... ° 

‘oes’ Genuine Knife Hdl. : ‘o 
Coes’ Genuine Steel Hdl.. ‘0 
Coes’ Genuine Key Model.. o 
P. 8. & W.: 

MO. TBD sccccevccccccccesd 

BO. BBs csave eoscccoce 

Agricultural .. e 

Pexto, Stillson Patn. ...60&10&7 4 To 
Lakeside Forge Co.: 
Drop Forged ...0..eceee00+-45% 








DE? dcssrvovsedes +++-50% 
Frank Mossberg Company: 
FS 2 Fe eee 23¢ 


No. 7 Socket, Set $2.00; No. 
10, $5.34; No. 14, $8.00; 


PU he tse wekasade bese $12.00 
No. 1 General Service, Set, 
GRE ccccccsecnsosesoncecvel 50¢ 
No. 4 Garage’ Bet, Full Finish, 
CR abc aved'énendes veevss 1.37 
No, 380 Socket Wrench, Set, 
Oe ESE: eee 


3 

Niagara Falls Metal Stamping Woras: 
Single and Double End Vestpokit- 
POGUE. vv ctsostrenese 387% % 
Richards-Wileox, Mfg. Co. : 
Shark Adjustable Pipe. 
Wizard Adjustable 
Whitman & Barnes Mfg. 
PUNE, Shh wes cnvesecnes sf 









a 
Alligator Pattern, Bull Dog. ..70% 
Machinist, case lot........ . 40% 
Less than case lots.........33 0 
Railroad Special, case lots .. .40% 
Less than case lots........33'3% 

J. WH. Williams & Co.: 

Agrippa Chain Pipe - 83 14 &10% 
Vulcan Improved Chain Pipe. 
25&10% 
WRINGERS—Mop— 


Eagle Woodenware Mfg. Company: 
Eagle Mop Wringer and Bucket 
Combined: 
Domestic 10 qt. per doz... .$11.25 
Standard 14 qt. per doz.... 12.75 
Janitors 22 qt. per doz..... 15.50 
White Mop Wringer Co. : 
Household per doz. : 
No. 2 Small Size, Wood... .. 
No. 3 Family Size. 
No. 4 Fam. Size, All Iron. 
Janitors, per doz.: 
No, 0 Extra Large........ 26.00 
No. 1 Hotel Size. ee 
No. 8 Hotel, All Iron. 
s 40% 


Les 
Bate. —Slightly higher for extreme 








w 
WROUGHT GOODs— 





Hasps, Staples, &..... 000042. 50 
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PEXTO TRAVEL 


TOLEDO 


of The 
which is f 
» of Pexto 
1 Tools illustrated bek 


Toled« 


Latest Sheet Metal Working Machines 
and Tools on Permanent Display 
What The Bostwick-Braun Co. Thinks of Pexto 


In the display rooms of the largest 
hardware houses throughout the coun- 
try you'll now find permanent exhibits 
of Pexto Sheet Metal Workers’ Ma 
chines and Tools. All practical displays 
of the latest equipment now used by 
the modern shop. 

You'll find the one shown here in 
the establishment of The Bostwick- 
Braun Company, Toledo, Ohio. 

A visit to this display will be well 
worth your while. In case Toledo 
is not a convenient point for you, 


let us direct you to the nearest display, 


possibly in your own city. 

The esteem placed upon Pexto 
Equipment by these largest houses is 
indeed significant. It shows the enor- 
mous asset in the experience back 
of Pexto Sheet Metal Working Ma- 
It indicates, too. 

for machinery 


chines and Tools. 
the large demand 


UY 
SHEET METAL WORKERS MACHINES & TOOLS 


and tools which carry this name 
With all the rapid strides in the 
sheet metal working industry Pexto 
has more than kept pace New 
Machinery and new tools are con 
stantly going into these big displays 
and through them into shops all over 
the country. Improvements are con 
stantly being made and every trip you 
make to one of the displays will 
surely repay you. 
You probably have the 
Manual. If not, 


It is the next best thing 


Vexto 
Pocket send 
for it to-day 
to a visit to the Pexto Display 


The Peck, Stow & Wilcox Co. 


Mfrs Mechanics’ Hand Tools Tir 

smiths’ and Sheet Metal Workers’ Tools 

and Machines, Builders’ and Genera 
Hardware 


Southington, Conn. Cleveland, Ohio 


Address correspondenc: to _ 
210 W. Center Street, Southington, Conn 


lf” fl’ 
[ 


ro 
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As the Crow Flies 


100,000,000 people in the United States are served by less than 
35,000 hardware retailers. Of these, less than 16,000 are rated at 
$5000 and upward. These dealers are supplied with 90 per cent 
of their merchandise by less than 1500 wholesalers. 

Nearly one-half the retailers of the nation, practically all the whole- 
salers and many of their traveling salesmen are subscribers to Hard- 
ware Age. 

No other hardware publication enjoys the paid circulation, patron- 
age and prestige that Hardware Age does, and none serves its con- 
stituency so well in all the merchandising essentials. 

Many wholesalers request manufacturers to conduct an adver- 
tising campaign in Hardware Age as a condition of the handling of a 
new line. Wholesalers know this publication is closely read by the 
traveling and retail salesmen in the hardware trade. 

Of Hardware Age subscribers, 50 per cent are dealers in towns 
under 10,000 population. There are about 7500 separate post office 
addresses represented on the subscription lists. 


1 
‘Ii 
= 

= 

. 





The preeminence of Hardware Age is reflected in its advertising 
pages. This is probably best indicated by the great number of old 
established manufacturers who use it exclusively. For the past six 
months, with one exception, Hardware Age has printed more adver- 
tising than the combined total of several other hardware publications, 
as shown by the following figures: 











Combined total of 
four other hard- 
ware journals Hardware Age 


ee 338 pages 329 pages 9 (less) 
a ma CU 490 “ 218 pages increase 
I, cil a ius late 286 “ 461 “ 1756 “ ” 
eee 260 “ 416 “ 156 “ . 
Se a ee — * 344 “ — * - 
June (5 publications) 265 “ 461 “* 196 “ * 


Of automobile accessory advertising during 1915, Hardware Age printed 
a total of 450 pages, and from January to June, inclusive, 1916, a total of 
442 pages. This is more accessory advertising than has appeared in all the 
other hardware papers combined for the same 18 months. 


HARDWARE AGE 


239 WEST 39th STREET NEW YORK CITY 


Hardware Age is a charter member of the A. B.C. It is the 
only hardware publication belonging to this Association 
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‘THE Thiefoil 
Ignition Lock 
eliminates forever 
the necessity of con- 
stantly carrying a 
Ford Switch Key. 
And to the man who 
has met the annoy- 
ance of a lost key— 
has been forced to 
fumble in his pockets 
with fingers _ stiff 
from cold—this one 
feature makes _in- 
stant appeal. 


Pressing the buttons on 


the top of the lock in the 


right order instantly re- 
leases the switch lever. 


Pressing the middle but- 


ton locks it immovably. 


The Ford protected by th 
Thiefoil Ignition Lock is 
the Ford that’s never stolen 


HARDWARE AGE 


YOUR FINGER’S TIP 
in half the time it takes to insert a key 
and turn it in the ordinary lock will 
press the buttons on theThiefoil Igni- 
tion Lock and release the switch lever. 
Unlike any other combination or key lock on 


the market. The Thiefoilis a combination 


lock without dials and without keys. 





"CASKEY GF 
DUPREE [ " ~ 


“THE NATIONAL GUARDSMAN” 
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THOUSAND 
workable com- 
binations are possible 
with any one lock— 


the owner may 


choose at will the one 
that suits him best. 


A Ford is the easiest car 
in the,world to steal un- 
der ordinary circum- 
stances. Thousands of 
them are identical in size, 
shape and color. A de- 
pendable, efficient lock is 
an absolute necessity, 
and theThiefoil Ignition 
Lock every test 
with flying colors. 


meets 


Thiefoil Ignition Locks are 
sold through all Jobbers. Send 
in a trial order today. Write 
us at once for full details of 
our dealers’ proposition 


The Caskey-Dupree Mfg. Co. 


MARIETTA, OHIO 


NIN te 
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HERE LIES ?- 
ERECTED TO THE MEMORY 
OP THE UNKNOWN DEAD 


THEY BELIEVED ADS WERE 
SELDOM READ, AND THAT EVERY 
BODY KNEW WHERE THEIR 


/| PLACE OF BUSINESS WAS 
| SO THEY PEACEFULLY SLEPT 
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Which Monument Do You Prefer? 


This reprint of “Who’s Who in Hardware” is sent you for a purpose. We want you to 
look it over—carefully. It has an interesting story to tell. 

Once a month, as the Buyer’s Index, it appears as a regular feature in HARDWARE 
AGE. 

More than 16,500 hardware retailers and wholesalers in substantially 7300 towns, cities 
and villages of the United States get this magazine every week because they want it. This 
department is published to help them keep posted from whom they can buy the thousands 
of hardware items. 


The men who read HARDWARE AGE and believe in it are making better hardware 
salesmen of themselves. It reflects the best ideas of them all. Educational to the highest 
degree, it is also a reference book in case of doubt. The reading pages keep them posted on 
the latest ideas in hardware merchandising; the advertising pages afford a fund of infor 
mation on the selling points of the products shown there. 


R. C. Terrell, secretary and sales manager of the Peden Taylor, president of George Worthington Company 
( ed hardware jobbers, in a bulletin - a 
ix ; : on the subject of regularly reading HARDW/ 
in a letter to the department heads and traveling salesmen said, “U Indoubtedly one of the parce why you have not sold 
of his company said, “It is our earnest desire to make it) more —— than you have, is that you do not know the 
possible for you to know more about the goods you are goods as you should - study the advertisements in 
selling and we are convinced that by reading HARDWARE HARDWARE AGE for talking points.” Mr. Taylor also 
AGE, especially the advertisements, you will get information added, “It (HARDW \RE AGE) also tells about the com 
es 7 ak petitors’ line of goods, and if you want to be well posted 
of untold value to you not only for the present time but for you should not only know about your own goods, but as far 
years to come.” (33 subscribers to HARDWARE AGE in as possible those of your competitors.” (52 subscribers to 
this company.) HARDWARE AGE in this organization.) 


Iron & Steel Company, Houston, Texas, hardware jobbers, 


“Who’s Who in the Hardware Field” contains the names of hundreds of firms engaged in the manu 
facture of hardware. Have you something to sell to the wholesalers and retailers distributing kindred products ? 
()f course you have, but do they know it? You are missing something by not having your name listed in the 
Buyer’s Index. 


(Jur representative will be glad to call and give you full information how you can secure a listing of your 


Hardware Age 


239 West 39th Street New York 


Boston, Mass. Philadelphia, Cleveland, Ohio Chicago 
Equitable Bldg., 1129 Real Estate Trust Bhig 1202 New England Bldg 1505 Otis Bldg. 
C. F, English, Manager P. J. Cosgrave. W. J. Feddery. C. J. Knapp. 
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Meets the Hardest 


Haulage Economically 


Hills, ruts, mud, sand, poor pave- 
ment—all are easy for the powerful 


FEDERAL Trucks. They will go 


where other vehicles cannot— 


For, undaunted by any road or load con- 
ditions anywhere, Federal engineers have 
planned and built to meet economically the 
extra strain—the unusual load—the hard 
roads. 


That is why FEDERAL quality has kept 
abreast of the demand for dependable haul- 
age—why 62% of FEDERAL sales are re- 


peat orders. 


That is why you can use the FEDERAL 
for your hardest Jobs—and be certain of the 
right result. 


HARDWARE AGE 








This FEDERAL Carried 
Up-to-the-Limit Loads—and 
Still Showed a Remarkable 


Economy Record 


The Michigan Copper and Brass Co., of 
Detroit, Mich., subjected their 2-ton 
FEDERAL to an unusually severe 
gruelling during October. 


Booming business conditions resulted in 
haulage demands far in excess of 
normal—requiring exceedingly heavy 


loads on their FEDERALS 


At the end of the month they were 
amazed at the low operating cost of 
their FEDERALS—as shown by accu 


rate records kept during the period 


They found, for instance, that one of 
their FEDERALS (they operate two) 
had traveled 1097 miles—had hauled 
over 207 tons of metal—and had aver 


aged 4720 lbs. per trip. 
With all this, the truck had traveled 


7.31 miles per gallon of gasoline—at a 


cost of only 14 cents per ton-mile! 


Write our Trafic Engineering Depart- 
ment, give us the facts of your business 
and let us submit specific proof that a 
Federal can reduce YOUR haulage 


expense. 


Federal Traffic News’’ 


Federal Motor Truck Co. 


40 Leavitt St. Detroit, Mich. 


sent monthly on request 
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Study this Cleaner Point by Point 


You'll find that it has every feature 
that appeals to the housekeeper. It’s 
the kind of cleaner that sells on sight. 
The price is right, too—$22.50. 


The Pittsburgh “FA” 


The 14 inch Nozzle Cleaner 
is the big cleaner value of the day and it’s the 
big seller. It gives satisfaction and brings 
new customers to your store. 





Make it your leader for 
“Wire Your Home Time”’ 
April 1st to May 15th. 
Place your order now. 


Pittsburgh Electric Specialties Co. 


Pittsburgh, Pa. 
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This attractive THREE-COLORED 








(ULE Gean 


Pr The 
Bp Standard 
forall ~ Fo 


“BIKE 
RIDERS” 
want 

Efficiency 
and 
Convenience 


“Chainolene’’ is the Answer 



































DISPLAY BOX and TUBES will speed up yourlubn- ~ 

cant sales. No Bicycle Show Case is up-to-the-minute 
without it. Get yours now. More bike riders this 
year than ever—here is the best service aid for 
“easier-riding’’ ever offered them. It’s a sure 





mand for it, and it’s , 
highly profitable 
to you. (You 

never saw a 


= = | Better Pack- 
— Farm Implements, 
[== Ae or any Machinery Owners 






Trucks, 
Tractors, 













using Chains or Sprockets need 
‘*CHAINOLENE.”’ 


How Much of This Business Can 
You Get in YOUR Territory ? 


Write Your Jobber Today or direct to 


Chainolene Mfg. Co. 


HARDWARE AGE 


Hi CU ee AASV A4UUEARELSUANLU55 480459444 000504 ANERONBENIINGD EA SAUMRS SHAAN ESRB SH 


Big Value for Your Customers 
Quick Sales and Good Profit for You 
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1 
Fourteen - itnoch 
nozzle 


Revolving brush to 
take up ravelings, 
thread, hair, etc 


« 
Four large rubber 
rollers for easy 
movement. 


Case made of alu 
minum, light and 
strong. 


5 
High grade univer 
sal motor, good for 
either alternating 
or direct current 
circuits, 


Large opening to 
receive dirt. 


Large air chamber 


s 
Dust bag has large 
capacity and is 
easy to empty. 



































“ It “ Is 
Holds Never 
the in 
Door the 
Open” Way” 
PATENTED 
GRIFEFIN’S 
Garage Door Holder 
No. 1914 
ABOVE CUT SHOWS HOLDER IN OPERATION 
THE GRIFFIN MAN’FG CO. 
oF Waren Be ERIE, PA. ae 


617-19 Fulton Street, Chicago, Ill. 
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Profit on Tires 


We have a real proposition for hardware 
dealers. 


A sales policy that fits your business and 
assures you of a quick turnover. 


A discount that nets you a liberal profit. 


Exclusive sale in your territory that guar- 
antees you profit from all of the business 
you develop. 


And, most important of all, Dayton Tires are 
quality tires, hand made, guaranteed 5000 to 
7500 miles. 


Write or wire for the details of the best tire 
offer ever made to the Hardware Trade. 


The Dayton Rubber Mfg. Co. 
mii Michigan ave. DAYTON, OHIO “%iciSroadway 








“= Youll Soon 
Have/Our 
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FOR BIGGER PROFITS 


With the next cold snap 
automobile owners im your 
territory will make a grand 
rush for something to pro- 
tect their radiators. In- 
crease your profit by selling 
them 


McKinnon 
Radiator and Hood Covers 


ate prods that you oan offer with confidence 
that at they will give perfect satisfaction. We supply 
them for all cars, carrying @ stock of the best sellers 
fer immediate delivery 


McKinnon Dash Company 
Buffalo, N. Y. 
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The Road to Ruin 
is Paved With Bad 
Substitutions 


CO \sani 
FIRST | 


SOUND | 


SPARTON, 












SPARTON Horn ™ sete 


Dispels all dangers lurking on curves and hills of 
earthly highways. Their use ensures practical 
preparedness for all road emergencies calling for 
warning. 

Regular equipment for 42 High-Class Cars. Quality 
the Reason. 


Price: THE SPARKS-WITHINGTON 00. 
$3.00 to $15.00 Jackson, Mich. 





KING 
“HANDY-CAP” 


FOR 


FORD RADIATORS 


ELIMINATES ALL 
CAP TROUBLES 
SLIGHT PRESSURE AT BOTTOM OF CATCH 
RELEASES CAP. 
NO BURNT FINGERS—NEVER LOST. 


INTERESTING PROPOSITION TO 
DEALERS. SAMPLES POSTPAID $1.25 








PALMYRA MANUFACTURING CO., INC. 





Adams Auto Top Holder 


“‘Stops the rattle—saves 
your top”’ 


Neatest — Quickest — Strongest 


Dealers everywhere will find a ready 
sale for this best of all Top Holders. 
An ornament to any car. No un- 
sightly projecting arms, nor dangling 
straps. Can be installed in two 
minutes, and operates quicker than any 
other. 


Two sizes—% in. holes for small cars, 
M% in. for large ones. 


Price, $2.00 per pair 


Write for discounts to dealers 





























PALMYRA PENNSYLVANIA ROCK ISLAND MFG. CO., Dept. B, Rock Island, Ill. 
mR 
2 O Be ready for the next prospect—quote him : 
= BELLS on the spot from an adjacent Hardware Age | = 
zZ SLE 2.0 Retal! Cost | List | = 
i. | Brass Bound | 
z 4 Z 
i and “close the sale.” 2 
a . An indestructible commodity in 9 sizes, made | 2 
= No. 103 in use a = 
3 of tough, heavy cardboard, linen paper fac- | = 
=| ing on both sides, and an unobtrusive brass edging that does the trick. = 
: 10 per cent. discount on orders for 2 dozen cards—circular and sample on request. S 
2 239 West Thirty-ninth Street | = 
_| Hardware Age Book Dept. New York City | = 
Tm TT Ln 
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A Summer Nicety A Winter Necessity 


“lll 


Z 


Pr ce 


: Type B. $2.50 each * $7 50. 
Tyre = 


 Sianiad Safely <= lep lale 


For Automobile Running Boards 


thea 
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More individuals own motor-cars than homes 
The majority require safety and interior cleanliness 


hdddddddddddllLtiz, 


Licedéééea 





Ask your JOBBER to show you the 


Stanwood Safety Step Plates Folders explaining construction in detail upon 


request. Made in three types. Volume of possi- 
ble sales, large. The accelerator Heel Plate pro- 
vides a stable position for the heel when operating 
embossed anti-rust metal plate, enameled (baked on). the pedal. List 80c each. 


The device consists of a series of high-grade semi- 


pliable replaceable rubber segments inserted into an 


Zz 


Vdddddddddddddédssbd 


ACCELERATOR HEEL PLATE 
awe EQUIPMENT 307 Plymonth Court 


MPANY foe ne a CHICAGO 


NOOO 
e a Ml WW hl 


Ylldddddddddddiédldlls 











The Cups 


EMPRESS roise eet 


sent only a 
Rae Sonng tom Part of our 
Plain No. 290 Leatiicr Packed Short Pat. Marine line. 
BOWEN MFG. CO. ¥ 
| AUBURN, N. Y. Write for full 
ATALOGUE ON APPLICATION 
information. 





Ask for 
Catalogue L. 
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Stock L-A Spark Plugs ~ 
And Sell Every Possible Prospect at a Profit 


y pfully 
le Spark Plug with a compartment containing a care 
eo pA. Re a say, selected stock of ip — = } 
ies it,”” and cket the styles and sizes. ou are urg 
ae a tne you carry ge in touch hag Fy —_ ee ae 
‘ auto supply jobber or s 

wa a... pele g Free. mediately as we have —. — =_ 
mts Counter Case comes geectetely pF Counter Cases 

dealers ordering an initial ship- . 
oan we 100 assorted plugs. It is finished LOCKWOOD - ASH COMPANY 
in full mahogany and the finely litho- 1453 Horton Ave., Ja n, Mich. 
graphed display board sets off the 8 best ckso ; 
sellers to added advantage. - 
This Counter Cabinet is also provided 
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Order Now-—Be Prepared 
Either pair a safe Choice 


Each of the three, LIGHTNING, GEM or BLIZZARD, 
has served the housewives of America for thirty years, 
and like the cream they create, are in demand in all 
seasons. 





They are built of the best material and workmanship 
possible—their ingenious construction makes them easy 
to operate, quick freezing and economical to both dealer 
and user. They sell themselves and stay sold! 

This means easy net profits for you. 


Any jobber can supply you. 


NORTH BROS. MFG. CO. Philadelphia, Pa. 




































Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you’ give 
more and get more when 
you sell 


Getting an Early Swing 
on the Hammock Business 


with 


““ARAWANA” HAMMOCKS 


Means a tremen- 





dous advantage in 
your selling cam- 
paign, because we 
manufacture the 
Paramount line of 
hammocks, ham- 
mock supports, 
awnings, mosquito 
bars, anti-friction 
hitch-hooks, ropes, 
couch hammocks, 
etc 





Send for our 





catalog, get our Made a little different— 
prices, sad tes a little better than others, 
you will want to e 

realize the profits cost no more, sell easier and 
which are surely in oftener. Our catalog shows 
the business for e 

you. a long line of profit makers 


—pumps of special design 
construction and _  adapta- 


THE I. E. PALMER COMPANY bility. 


ARAWANA MILLS 
Middletown, Conn., U.S. A. HAYES PUMP & PLANTER CoO. 


GALVA , ILL. 





























WE MAKE THEM ALL 


ALL STEEL HAME CHAINS PATENTED  f0UR stvtes To cuoose rrom 


ONLY ONE QUALITY—THE BEST 
MOST POPULAR, HANDSOMEST, MOST CONVENIENT AND BEST SELLING HAME CHAINS ON THE MARKET 


















ZENITH 









PREMAX DODSON 





aap Work Easil Can be hitched Stronger areauireeen 
Practical “am a. d unhitched i and in every Simple and rapid in 
ever Yield, end Gnnicned way supe- operation, the sim- 
Durable Slip or Break. much less time rior to any plest and most con- 
Always Reli- than a leather leather venient lever hame 
able. hame strap. hame strap. fastener made. 


8-129 


NIAGARA FALLS METAL STAMPING WORKS twen,'ssturers, ot NIAGARA FALLS, N.Y., U.S.A. 
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Chains—All Kinds 


STEEL, BRASS, COPPER 





Our Chains are made from HIGH GRADE 
material by AUTOMATIC MACHINERY, 
rivet heads SPUN, making a very SMOOTH 
finish, which will prevent chains interfering 
when hung side by side. Capacity of chain 
plant, 30 MILES PER DAY. We carry a 
large stock and can make PROMPT ship- 
ments. Send for Catalogue. 


THE SMITH & EGGE MFG. CO. 


. CABLE CHAINS BRIDGEPORT, CONN., U. S. A. 











| a ees ee 
| Feature this Trade-Clincher 
In Your Spring Display 


[f you want to create a real sensation among the 
farmers and mechanics of your neighborhood, let 
your spring window display include a 


ther “Best Maide” 

utner es aide | 
Tool and Sickle Grinder | The 

With Extra Sickie and Disc Sharpening Attachments | Latch 

Defines a new standard of efficiency in hand-power | 

tool grinders. Sells big all year round. One person That 

can use it with perfect ease. Attaches to any mower | - 

wheel or bench. Sickle holder adjustable to any make Holds 

of bar. Has famous Dimo-Grit Wheels and enclosed, | 

dust-proof bearings and gears. 


Write For Latest Luther Catalog-Showing Famous New OORS equipped with the Mc- 
Luther Improvements in Tool Grinder Construction Kinney door latch—No. 1920— 


can’t rebound open no matter how 


Luther Grinder ManufacturingCo. | hard they may be slammed because 


of the peculiar shape of one of the 
984 Point St., Milwaukee, Wis. | keepers. The latch always holds. All 
screws are completely concealed when 
ao doors are closed. When equipped 
with padlock keeps thieves out. 
Dealers everywhere are enthusias- 
tic over the salability of this new 
wrought steel door latch. Better 
order your stock now. 

















McKinney Manufacturing Co. 
PITTSBURGH 











SAND PAPER eh i EMERY CLOTH 


IN REAMS AND ROLLS GARNET PAPER AND EMERY PAPER 


take eign Fe 
Gou mein 2 
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They 
hold the 
trade you 
now have— 
and help you 
get more besides. 


PARKER EXPANSION BOLTS 


** Can’t Turn in the Hole”’ 







If we can prove that statement, you’re 
interested, aren’t you? 

Well, just write that you’re interested, 
and we will prove it—to your satisfac- 
tion. 


Parker Supply Company 
Makers of PARKER PRODUCTS 


NEW YORK CHICAGO 
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Increased Profits 


on Sash Cords 














Our “ALBA” and “STAR” Brand Sash 
Cords make quick sales, satisfied cus- 
tomers and MONEY FOR YOU—and 
they will back up your statements every 
time. 


Stand more strain than heavier cords 
and work freely. 


The quality is there—the prices are low 
because these cords are made for wear 
and have no spots or fancy frills that 
increase manufacturing cost and add 
nothing to their strength. 


We will be glad to send you prices and 
samples—write now 








“ALBA” “STAR” 





=i a LL 





ESTES MILLS 
FALL RIVER, MASS. 


CLOTHES LINES SASH CORDS 
MOPS 


WICKING MACHINERY WASTE 











PAPER SHORTAGE 


‘*‘Unheard-of” prices are being paid for 


Baled Waste Paper 


and you can get a share of these big prices 
if you will save your Waste Paper, and 


BALE IT WITH 


The Handy Press 


All Steel, $27.50 and up 
Wood, $17.50 and up 


WRITE TODAY FOR CIRCULAR 





THE HANDY PRESS 
Manufactured by 


GRAND RAPIDS SALVAGE CO. 


(Incorporated) 
Grand Rapids, Mich. 














“Katz” Floor Hinges 


are slow acting, with a positive holdback 
feature when opened to ninety degrees; will 


Insure Against Accident- 


—al closing of doors. 


“KATZ” HINGES represent Quality, 
Durability and Design. 


A BETTER HINGE with A BETTER PROFIT 
Our Catalogue No. 19 tells the rest—write for it. 


Lawson Mfg. Company 


qPAlE MARK 


Main Office and Branch Office: 
Factory: 
CHIGAGO eam) NEW YORK 
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ROTHWEILER 
PUMP 


Price (‘WN BARREL 


$6.50 
Delivery || 2 
Charges {ff 
Paid | 


L/THiR WAY 








Patent Pending 
The above method is the easiest, quickest, clean 
est and cheapest way of getting all the oil, gaso 
lene, turpentine, light paint, etc., out of a wooden 
barrel or iron drum. 


ROTHWEILER & CO. 
SEATTLE, WN. 


\MHHHEHEEEEEEE@@@@E@@E@EEE@@@@q@EC@qqqwlla 
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American Brand 
QUALITY SERVICE 


Screen Wire Cloth 


Lasts Longer — Looks Better 
also 
American Bronze, 
Galvanoid Enameled, Painted, 
Bright Galvanized 
All Meshes and Widths 


American Wire Fabrics Co. 
Chicago, Ill. 


FACTORIES : 


Mt. Wolf, Pa. Niles, Mich. 


Clinton, lowa 











Adds to the Beauty 
of the Entrance 


Screen Doors hung with McKinney Hard- 
ware swing easily and smoothly and add to 
the beauty of the entrance. The hinges are 
attached to the surface of the door and 
jamb. To remove doors in Fall it is only 
necéssary to lift the pins out of the hinges. 

McKinney Screen Door Hardware is 
packed in handy sets with screws—Nos. 
1749 and 1751. Better order now and be 
sure of your stock. 


McKinney Mfg. Co. 
Pittsburgh, Penna. 














New York Wire Cloth Co. 
233 Broadway, New York. Works: York, Pa. 


Successor to 


YORK WIRE CLOTH CO., York, Pa. 
THE WIRE FABRIC CO., Homer, N. Y. 
J. H. DeWITT’S SONS, Brooklyn, N. Y. 
HAMILTON WIRE CLOTH CO., Hamilton, N. Y. 


Manufacturers of 


Wire ScreenCloth 


Opal 
Heavy Zinc Coated 
White Satin Finish. 
Golden Bronze 


Pure Bronze Metal 
Bright (Golden) Finish. 


Egyptian Bronze 
Pure Bronze Metal 
Dark (Antique) Finish. 


Black Painted 
Genuine York Brand 
Black Enamel Finish. 








Look for OUR NAME on the 
hollow bungs within each roll 


it Guarantees 
Best Quality Wire Cloth 
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QUALITY 





® 
HARGRAVE 


THE CINCINNATI TOOL CO. 


1951 Waverly Avenue 


COLD CHISELS made from Chrome Nickel Steel 
CARPENTER BARS properly tempered HARG RAV 


AR eas 





CINCINNATI, OHIO 


SERVICE 


THE QUICK CLAMP is instantly adjusted 
Tke Spoon Claw gets nail without ruining the board 






Ask for 
Complete 
Catalog 





2G) os 
, HARGRAVE 

















of Butterfields 


We have gained at least two things from 
our long experience in manufacturing taps. 
One is the ability to make keen cutting, accu- 
rate taps that retain their qualities thru long 
service. The other is a knowledge of the needs 
of the trade. 


Stock Butterfield’s and you will be equipped 
to meet the needs of the most exacting cus- 
tomer, in taps, dies, reamers, screw plates and 
allied tools. 


Get our catalog today. 


Butterfield & Co., Inc. 


Derby Line Vv 


Branch Stores: 
62 Reade St., New York City. 
56 Cadillac S8t., Detroit, Mich. 
11 So. Olinton St., Chicago, Il. 











Two of 
Hammer’s 
Best Sellers 





Hammer patented malleable iron hand 
lamps represent the best value on the mar- 
ket. They will prove a profitable item in 
your store. 

The Clamp is strong — built like an I- 
beam. Quick-action screw, universal- 
jointed face plate. Great seller. 

Hammer goods include many Specialties 
of Malleable Iron, including: Adjustable 
Clamps, Hand Lamps, Hanging Lamps, 
Engine Torches, Oilers, etc 


Write. 


Hammer & Co., Branford, Conn. 




















Don’t Overlook No. 161 


This ADJUSTABLE GRINDSTONE TRUER is not a big 
‘seller but a dependable one, and at a mighty good margin of profit. 





At practically no trouble or expense, it keeps grindstones in 
the best condition with the absolutely true, even and gritty surface 
so essential for speedy, effective work. 





Prices and full particulars will be found in Catalog No. 31. 





ATHOL MACHINE CoO., Athol, Mass. 
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Who sells your customers 
their ROSE Wide Heels? 


The handy Rose Wide Heel is 


superseding narrower brick trowels. 


As never before, advantage lies 


<== 2g 
ROSE WIDE HEEL No. 221 with the superior make because 
WRITE FOR CATALOGUE Bf greater width makes any forging but 
cial the most accurate feel awkward to 


WM. ROSE & BROS. or Sharon Hill, Pa. a skilled man. For this reason the 


WIEBUSCH & HILGER, Ltd. 110 Lafayette Street store of the hour is the store with a 
Selling Agents ; New York City ROSE. 








WHITAKER -GLESSNER 
COMPANY 


Manufacturers 
BILLETS, SLABS, 
SHEET BARS, 
BLUE ANNEALED 


; ied SHEETS, BLACK 
Nationalizing the and GALVANIZED 


Sandpaper Demand SHEETS AND 
It wasn't an easy task. FORMED ROO F. 


We had to teach people to consider sandpap INGS. 
in a class with any trade marked, widely-adver- 
tised commodity. And this educational work 
has cost us lots of time and money. 





Sandpaper always used to be a buy-as-you- 
need-it-never-mind-what-kind sort of proposi- 
tion. 

But not now. Today every consistent user 
of sandpaper knows that he can get the same 
standard sandpaper quality whenever and 
wherever he buys it. 


He asks for U. S. SANDPAPER. 


United States Sandpaper Co. gga noe 


Williamsport, Pa. 


@)iizediretcnieres Co) 
BOLTS, NUTS, RIVETS, WASHERS @ 


| PICKS, MATTOCKS & GRUB HOES, CROWBARS, WEDGES, FORGINGS 
‘Wagon Hardware, Telephone and Telegraph Pole Line Hardware. Established 1863 


Pittsburgh, Pa.,US.A.!| 
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PANAMA PACIFIC 


Award for Files aot re INTERNATIONAL 
“ EXPOSITION 
and Rasps , 


GOLD MEDAL OF if mi SAN FRANCISCO 
is CALIFORNIA 








GEPURCATED RIVETS eae ~~~ re ee TUBULAR RIVETS 
Established = t EP Eighteen Eighty-four 
Main Office and Factory 
JUDSON L. THOMSON MFG. CO. f 
Waltham, Massachusetts 


Gifureated and Tubular Rivets, Metal Specialties and Rivet Setting Machines. 
Write for Catalog and Prices . OUTSIDE PRONG RIVETS 











SCREW AND DROP FORGED WRENCHES 


ALL KINDS—PROMPT DELIVERIES 


Y 





THE WHITMAN & BARNES MANUFACTURING CO, 
ESTABLISHED 62 YEARS 
General Offices: AKRON, OHIO New York Store: 64 Reade Street 
Factories: Akron, O., Chicago, Ill., St. Catharines, Ont. 








LOOK FOR THE LABEL nee 


INSIST and DEMAND— 
Get Strips “ALLEN” Tanned 


IT GUARANTEES THE QUALITY 





HARDWARE AGE 
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“ 


Order STANLEY No. 3000 
“*Twinrold”’ Self-Tightening 


Nails on 
RIB CENTER 
Can’t Slip 


Pat. Sept. 26, 1911; Nov. 6, 1¥12 


Kivi aaa SWAO)iae 


Tw BPITAIN ONN. tI S.A 


NEW YORK CHICAGO 
See page 93 








2) 


LAA 


Every Dealer should stock 


LIBERTY ELASTIC ROOF AND 
METAL PAINT 


For all prepared roofing and metal surfaces. 


LIBERTY ASBESTOS-CEMENT 
COATING 


For resurfacing old worn-out roofs. 


LIBERTY ELASTIC-CEMENT 
For all patch work. 


LIBERTY RED-KOTE PAINT 


For all wood and metal surfaces. 


Ready Sellers. Good Profit. Ask Your 
Jobber. 


Manufactured by 
Carter Paint Co. 


NLA 


= 


Liberty, Indiana 











oe! 


TAIRA TTT 
4 ee e * & B 


Coiled Double Box Strapping 


M/s1t | 20 


“ your Country Frie,, 


Electricity 


There is an immense demand in the rural districts for electricity. 


2 
1 


Ht 


Natlia driven 
obliquely on 
RIB CENTER 
Tighten Strap 


Your Trade 


will value the features of 
Simplified- Reading and 
Top Graduations which 
are embodied into 


DIETZGEN 


Measuring Tapes 


These practical and advanta- 

geous features will bring “re- 

peat orders” on a profitable line. 
Send for Tape Catalog ‘‘H’’ 


Eugene Dietzgen Co. 

Manufacturers 
New York SanFrancisco New Orleans 
Philadelphia 


Chicago 
Pittsburgh 


soll 


ds 


The Uni-Lectric is the 


ONE outfit at a salable price that has sufficient capacity to fully meet this demand for 


both LIGHT and POWER. 


No Belts—No Batteries. 


The Uni-Lectric uses standard lamps and fixtures the same as us¢ 
modern high speed generator direct connected to a high 
NITY FOR HARDWARE DEALERS. Our exclusive dealer's 


are looking for an outfit that will put them in the lead—build business 
If interested, get in touch with us today; territory isbeing closed up rapidly 
and territory, address 


investment. 
For complete details, price 


aU ieee tata) | phe Waterman 
GASOLINE-ELECTRIC UNIT ‘s 


LIGHTING SYSTEM 


And the ENTIRE OUTPUT is fully guaranteed for 5 


110 Volt Direct Current 


~d with city current. One 
eve valve motor 


speed, rotary sle 
proposition will interest hardware dealers who 


years 


compact unit with a 
BIG OPPORTU- 


and return a good profit on the 


Motor Co. 


124 Mt. Elliott Ave., Detroit, Mich. 


I 


ie 


IAAT 
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Our Counter- 
Sunk Caster 


The hollow’ steel ball—of 
chrome alloy steel—moves ailent- 
ly in any direction without tear- 
ing the rug or carpet or marking 
the floor. 


“Acme” Ball Bearing Casters 
cannot rust or bind and they ab- 
sorb all-of the strain involved 
in the moving of furniture. 





A BALL— 
NOT A 

Write at once for prices an 
WHEEL. particulars concerning our com- 
plete caster line, 


THE SCHATZ MFG. CO., Poughkeepsie, N/Y. 


Agente: J. C. MeCarty & Co., 29 Murray St., New York City 











Keystone Boiler Handles 





Ne. 40 = ee Boiler Handle 
The clips of these handles are made from heavy sh 
brightly tinned, best quality and finest finish. Pour diferes 
styles for boilers and four osorent styles for covers, 
rite for prices and samples. 
Made by 


Berger Bros. Co., 229-231 Arch St., Philadelphia 








The “Air Distributing” Funnel 


Does not bubble or slobber the 
liquid like the old style funnel be- 
cause it has an alr releasing collar 
and spout to conduct the air from 
the container. 


Practically Constructed 
— Strong and Durable 


Heavy Galvanised Funnels. 
Made in all sizes. 


12 tmeh diameter, % inch straight top 
10 imeh diameter, 2 inch straight top 
8 iach diameter, 1 = straight top 

6% inch diam., without straight = 4 
We also make ote measuring cans and carry- 
img backets for oil wagon use. Write for prices. 


THE WM. H. SIGLEY MFG. WORKS _ Sylvan Grove, Kansas 




















Double Dasher Beaters. 


Dover Egg Beaters. 


The latest and ue im- 
roved types 
ters. A full ae. rel 
styles, sizes and prices, 
meet every =a” 


THE TAPLIN MFG. CO. 
New Britain, Conn. 
New York Office: 
143 Chambers Street 











PREPAREDNESS Ate yes, reecd te 


_HORSE SHOE BRAND 





THE AMERICAN WRINGER CO. wee Yoru “ney 





MILBRADT 
LADDERS 


will pay for them- 
selves in a short time 
by enabling you - 
wait on more 

gave the wear and 
tear on your fixtures 
an 


te. 
Write for catalogue 
ors a ilarge 

ber of styles 
suitable for all kinds 
of shelving. 


Milbradt Mfg. Co. 
2410 N. 10th St. 
St. Louis, Mo. 





- Protect Your Own Reputation 


fe & 4 


Galvanized Poultry Netting 


always gives satisfaction, which is a guar 
antee to the dealer that he will have no 
“come backs” if he handles wire nettings 
el ameltiamesrleltietaatice 


The Gilbert & Bennett Manufacturing Co. 











BICYCLE 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 


shelving. 








Send for catalog giving 
full description and prices. 


THE BICYCLE STEP 


LADDER COMPANY 
62/W. Randolph St., Chicago, Ill. 
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The Worcester Lawn Mower Co. 


Worcester, Mass. 
Have their NEW CATALOG 
in COLORS ready for mailing. 
Ask for it. 





SELLING AGENTS: 


A Profitable 
Hose Mender 


Of which patents belong to us ex- 
clusively 





You can see from its construction that this hose 
mender makes a permanent union quickly. The 
kind of goods that makes customers and holds them. 
Made in all diameters. 

Get our catalogs on Hose Couplers and Lawn 
Sprinklers. There's profit in it. 


STUBER & KUCK CO., Peoria, Ill. 


New York Office: 154 Chambers St. J. M. Sherwood, Mar. 
Sen Francisco Office: Riaite Bidg.. Wm. FP. Horn, Mgr. 











Made by THE UNION HORSE NAIL CO. 
1906-1522 W. 22d St., CHICAGO, MLL. 


DID YOU EVER SEE 


Wagner's KANT-SUK Calf 
and Cow Weaner? 


IT’S A WONDER 


A perfect humane and effec- 
tive device that sells the whole 
year round. 


The hinge construction of this 
oy allows the calf and cow 
in the same pasture, 
yet ortect ectually prevents sucking. 
is easily applied. Once used 
always T-8UK Wean- 
ers have no equal. 
We make a complete line of 
Saddlery Hardware, also Hard- 
ware Specialties. 





MANUFACTURED BY 
Imperial Bit & Snap Company, Racine, Wis. 
All the leading jobbers carry them in stock 








Perfect Clinching Hose Mender 





THE POPULAR 10c. SELLER 
SMOOTH, STRONG, TIGHT, EASY TO APPLY, 
AND PROFITABLE 


Furnished with brass or steel one-piece tubes. 


Special clamp construction prevents cutting 
of the hose. 


Send for Catalogue of Hose Accessories. 


L. R. Nelson i Peoria, Ill. 


Exclusive Licensee Under Patents. 











‘There Is Always Time | 


To sell Delphos Cora Pop 


and the cover-sliding device 
are so attractive that these 
poppers are an all-year sales 
proposition 








Besides 


ties, our ¢ n fp 
| that wn ch is common to all 
| Delphe goods—good n 
| struction 


| DELPHOS MANUFACTURING CO. 
DELPHOS, OHIO 


pers. The Keep-cc ol handle | 











Edward Darby & Sons Company 


INCORPORATED 

MANUFACTURERS 
Brass, Copper, Steel, Iron and Galva- 
nized Wire Cloth. 4 Bronze, Galvanized 
and Painted Window Screen Wire 
Cloth. @ Galvanized Farm Fencing and 
Gates and Poultry Netting. @ Wire 
Work, Iron Railing and Window Guards 


@ Wire and Iron Goods of every description 
Send for Catalogues. 
Store and Office : 233-35 ARCH STREET 
Factory 412-420 N. 18th St., PHILADELPHIA 








Fresh Air and Protection! 


The [ves Window 
Ventilating Lock 


A Safeguard for Ventilating 
Rooms, allowing windows te be 
left open at the top, the bottom, 
or both top and bottom, with e- 
tire security against intrusion. 
Descriptive circular mailed 
on application. 


THE H. B. IVES CO. 


Sole Manufacturers NEW HAVEN, CONN. 
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Henry M K h Line 
Established 1860 still on the job 


Ask Your Jobber || ZW see 


For Harness Snaps, Rope f, 
Snaps, Breast Chains, | i A) 
Horse and Cattle Ties, | i 

Halters, Wagon Jacks, ly) 
Gate Hooks, ete. Ai sine 6,8 


ize of %, 11/16, 
L} , 
MADE BY . 1% and 1% in. 


Covert’s Saddlery Works | | s:vsvikistsinitet if ie) co 
ey Rings, Furniture Trimmings, Glass —_— 


INTERLAKEN, N. Y., U. S. A. nee 
J. B. M. ADAMS, importer and Jobber, Baltimore, Md. 











i Townsend Gave to the World 
Quick-Set Steel The Ball-Bearing Lawn Mower 





Drive Posts 


These are some of the 
reasons why the demand 
for these posts is grow 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows 
set them, adapted to any 
kind of wire fencing, 
wire strung easily and 
quickly. 

It will pay you Trimmers 
handle these posts. They 
appeal to farmers and all 
euaparte owners. Send for All other manufacturers now make Ball-Bear- 
our catalog. It is free ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish 


Buffalo Steel Co., Tonawanda, N. S. P. TOWNSEND & CO. Orange, N. J. 








DUO NOZZLE 


COMBINED HOSE NOZZLE 
AND LAWN SPRINKLER 


~ ATLOWEST PRICE 
EVER ASKED FOR 
EITHER ONE 


Saves labor. Delivers more . 
water. Cannot leak. Saves F 
hose from bursting. Wider — 
spray. Longer Stream. Sam- [ie @& Genuine NEY Haying Tools 
ple sent postpaid for 15 cents, ‘ STANDARD FOR FORTY YEARS 


H. B. SHERMAN MFG. CO., Battle Creek, Mich. aaa i mae 


COLDROLLED STEEL 
BOX STRAPPING 


300 feet to a coil. 20 coils in a 
case. Great Tensile Strength. 
No Sharp Edges or Rivets. 


Write for Catalog. 
Manufacturers of 
Flexible Steel Door Mats, 
Corrugated Fasteners 
ACME STEEL GOODS 
COMPANY 

Acme “Dot Embossed” 2840 Archer Avenue, CHICAGO 
Atlanta, Ga. NewYork City SanFrancisco Montreal, Quebec 


SAAN . 
SSNS ae 














PEE YAGME STEEL GOODS COTCHICAGO "ay 
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The Robertson 


‘*Horse Shoe Magnet’”’ Hammers 






Silver Medal Panama-Pacific Exposition 








THE HAMMER 
HOLDS 
THE TACK 











The Best Magnet Hammers on the Market 


——-Strong, Permanent Magnets—— 


Arthur R. Robertson, Sole Mfr., Boston, Mass. 


Owner of the “Horseshoe Magnet” Trade Marks 








Now is the 
Time 


You should be well supplied with 
Red-Hot Torches and Fire Pots 
and be in a position to execute 
any “hurry up” repair jobs at 
once and in the shortest time 

esible, for there are many odd 
jobs at this season of the year 
that must be given immediate at- 
tention. 

If you have on hand a good 
stock of Red-Hot Tools you need 
have no fear from your competi- 
tors. All leading jobbers will 
oupply at factory prices. 

end for free catalog. 


Ashton Mfg. Co. 
Newark, N. J., U. S. A. 


No. 114 Red-Hot Torch 











MARK 


The Standard “S” Wrench 
This is the Bemis & Call Improved Adjustable S Wrench. Grace 
ful in design, an all-around wrench, but specially useful in corners 
and confined places where the ordinary wrench is useless. Easily 


adjusted by thumb of hand holding it, as nut is of sufficient 
diameter. Carefully hardened and tempered 
Guaranteed B. & C. Quality sells it 


Write for prices. 


Bemis & Call Hardware & Tool Co. 
Springfield, Mass., U.S. A. 


















“The Williams’ Policy” 


Give the dealer a full line and his prospect a full page 
that will get them together. 

Did we reverse the formula we would have ample 
space to offer you unsolicited suggestions for conduct- 
ing your business, but you would have to create the 
demand and corral the customers. We might sell you 
more wrenches at the start, but you would sell less at 
the finish. Think this over 

We advertise extensively in many journals that are 
read almost exclusively by tool users and but little in 
those they never see. 


J.H.WILLIAMS & CO, 
59 ARDS STREET BROOKLYN, N.Y. CITY 
THE WRENCH PEOPLE 














How’s your file stock? If low, sort up 
on a few REX Files. 

You'll find REX Files mighty fast sellers, 
simply because they are mighty fast cutters. 
Good profit. Send for details. 


The Rex File & Saw Co. Newcomerstown, Ohie 

















Look for the full name 


Russell Jennings 


stamped on the round of our 


Auger Bits 


The onginal double twist auger bit, patented 
Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 
Chester, ‘ 


SATISFY 


your customers 
DIXON’S SOLID BELT DRESSING 


sells itself after the first trial. It 
has to be good to come up to the 
Dixon standard of quality. Repeat 
orders follow naturally 


How is your stock? 


Made in Jersey City, N. J., by the 
JOSEPH DIXON CRUCIBLE COMPANY 


DOF ESTABLISHED 1827 rP¥ 


Ow 











C. E. Jennings’ Arrow Head 
Tool Chests, Tool Cases, Tool Kits 








Tool Case No. 75 Tool Case No. 35 


Write for our new catalog of Tool Chests, Tool 
Cases, Tool Cabinets, Boys’ Tool Chests for Holiday 
Trade. Write for our new booklet of Machinists’ 
Tool Cases. 


C. E. Jennings & Co,, 71-73 Murray St., New York 


















eee PENS 
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National Fence 
U. S. Fence 


American Fence 

Ellwood Fence 

zee) Royal Fence Union Lock Fence 
Anthony Fence Banner Fence 


For Farm and every other form of en- 
closure. These fences are well and favorably 
known all over the world and are the most 
effective, substantial and enduring fences 
made. For sale by dealers everywhere. 

Also, American Steel Gates in all stand- 
ard widths and varieties. 


— al ve 
American Steel & Wire Company 
Chicago New York Cleveland Pittsburgh Worcester Denver 
Export Representative: U. 8. Steel Products Co., New York 
Pacific Coast Representative: U, 8S. Steel Products Co. 
San Francisco Los Angeles Portland Seattle 


AWARDED 








LEBANON 








Lebanon Machine 


Company 
LEBANON, N.H. 


Send for Catalog 


AUGER BITS 








ARMSTRONG TOOLS 


Tools bearing the name of the Armstrong Mfg. 
Co. are superior made tools. Perfect in construc- 
tion, accurate and dependable. 

The name of Armstrong has ever stood for the 
best in service, quality and workmanship. 


Tools With an Enviable Guarantee 


Send for our catalog of Genuine Armstrong 
Stocks and Dies, Water, Gas and Steam Fitters’ 
Tools and Pipe Threading Machines. 


THE ARMSTRONG MFG, CO. 


290 Knowlton Street 








Prompt Shipment on Receipt of 
Your Order 


Ferrules, Copper; Bars, Copper; Bottoms, Copper; Burns, Cop 
r; Conducto ine Copper ; Crimped Sheet, Copper; Eaves 
tibows, C opper ; Gaskets, Corrugated Copper; 
res, Copper; Nails, Copper; Rivets, Cop- 
( opper ; Sheets, Copper; 
ra, Copper 

If your selling needs are ited above, write us at onc 

Pittsburgh Copper and Brass Rolling Milis 


lh G, HUSSEY COo., Pitteburs® Pa. 


Soldering, 











“STAR EXPANSION BOLTS” 


A PLEASURE TO SELL 
STANDARD THE WORLD OVER 


Lilie 


Machine 

Bo 
STAR EXPANSION BOLT COMPANY 

20 W. Lake Street, CHICAGO 147-149 Cedar St., NEW YORK 


— Woo eee i we 











its DROP FORGED 
WRENCHES you're 
after, remember 
that P-S Quality 
is Guaran- 

teed. 


Ask for 
Booklet A 


Page-Storms Drop Forge Co. 








CHICOPEE, MASS. 











G-W ICE TOOLS 


use by the Wholes 
y= ym boats or cars 
For use by the Retailer on wagons. 
For use by the Housewife at the Ice chest 
Write for Catalog and Window Display Cards 
Let us quote Jobbers’ prices 
GIFFORD-WOOD CO. 
Works New York Rochester, N. Y. 
Hudson, N.Y. Boston Scranton, Pa 
Chicago Philadelphia 


aler for unloading Ic 











Send for new catalogue No. 10 


OMMERS za Fanaa FAUCETS) 


BEST BLOCK TIN K happened 
MAPLE wooD BooY t HIGHLY POLISHED 


OnLY THE GENUINE ARE STAMPEO Ih TRE WeOs with 
TRADE MARK MALTESE CROSS vee cur) 


BEWARE OF IMMITATIONS 


“* SUCH AS FAUCETS SIMMAR IN SMAPE WITH KEY 
WADE OF LEAD IROW,OROTHER INFERIOR METALS, TINNED OR WICKELED. 


j 
GH SOMMER FAUCET CO. 555 Cenreat 











WILMINGTON, OHIO 


**VICTOR’’ BOLT CLIPPER 


Send for Catalog 


ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 
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SAMSON CORDAGE WORKS 


MANUFACTURERS OF SASH CORD. CLOTHES 

BRAIDED CORDAGE LINES, SMALL LINES 

AND COTTON TWINES ETC. 507 -0R LAVALOG 
BOSTON MASS. 











Parker Wire Goods Company 


Manufacturers of 

General and Special Wire Hardware, 
Wire Goods and Stampings 

WORCESTER MASSACHUSETTS 





“ANSONIA” NAIL CLIP—10c. 


Made by the makers of the “Gem” nail clipper. Twelve 
in a box or 12 on a display card. Fast ten-cent sales. 


Big Profit. 
Write 


H. C. COOK CO. 
Ansonia, Conn. 











THE PEERLESS HANDCUFF 


positively cannot become 
locked in the pocket yet is 
self locking on the cuiprit’s 
cline wrists. 


PEERLESS HANDCUFF CO., Springfield, Maes. 


STEVENS LINE LEVEL 


for mechanics, farm- 
ers, masons, ete. 
Made of aluminum, 
weighs % oz., accur- 
ate and reliable. 
Write for further de- 
alls. 


talls 
Newton Falls, Ohio 


















BROOKS 


WIRE GOODS 


Bright Iron and Brass, Special 
Wire Goods Made to Order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 
















=a! = hl —_5 8} 


THE CHAPIW-STEPHENS C0. 


UNION FACTORY 




















COTTAGE CURBS 


Self dumping and plain, closed or open top. 








Each complete in itself, no bother or fuss in 
setting up, simply set curb over well. They are 
made to give service, and they last for years. 
Especially suited to the suburban trade. 





We can make shipments at once. Try us. 
We also manufacture heavy gauge coal chutes and 
screens and special chutes to order for any purpose. 
HOYT PUMP CO. 
(Est. 1875) 
Stamford, Conn. 





Selleck St. 














cHeaPer 1 AN PLATINUM 


NEW ERA Indestructible SPARKING POINTS 


For All Coils, Magnetos and Vibrators 
Price only $1.00 & 75c (according to size) and Guaranteed for life 


We guarantee to replace without charge or question any New Era 
Sparking Point no matter where purchased or what abuse same 
bas been given. Twice the regular discount to dealers. 


NEW ERA SPRING & SPECIALTY CO. 
856 Woodward Avenue Detroit, Michigan 








PORTER’S ‘“‘NEW EASY” BOLT CLIPPERS 


All siees. All parts interchangeable. Jaws Special S%cel. 
Big Sellers. Good profit. Write for prices. 


HB. K. PORTER EBverett, Mass. 





PINE MEADOW, CONKM., U. & A. 





WAGNER Dour flange 


please your customers and pay you 

the right profit Acknowledged the 
best from every standpoint—conveni- 
ence, durability, ease of adjustment 
Self-cleaning, bird-proof. trouble-proof 
Write for 96 page catalog showing full 
line of Wagner Door Hangers, Coaster 












Wagons, Sleds and Hardware Specialties. 


WAGNER MFG. CO. 
Dept. D Cedar Falls, Iowa 


















TACKS “ex: NAILS so BOLTS 


Cebblers’ Nails, Bed Screws, Glasier Point 
Gomd (or sow (dustratad catewgue moet companions amd 
es 


SHELTON CO., (Estab. 1836) 


SHELTON, CONN. New York, 06 Warrea 8. 








140 Years’ Continuous Business 


LARGEST ASSORTED STOCK IN THE WORLD 
Highest Grade Only 


JOB T. PUGH :: :: Phila., U. S. A. 








High Grade Hand Made 
STEEL 
ALPHABETS 
AND FIGURES 


THE SCHWERDTLE STAMP CO., Bridgeport, Cona. 











ROPE 
MANILA and SISAL 


LATHYARN, HAY and HIDB 
ROPE, and SPECIALTIES 


Manufactured by 


E, T. RUGG & CO, 








NEWARK, OHIO 














eee germs 







_— 
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lack and Galvanized Sheets|¢ 





APOLLO-KEYSTONE Copper Steel Galvanized Sheets 
Demand this material exc lecively FOR CULVERTS, FLUMES, TANKS, ROOFING, SIDING, and all forms of ex sheet metal 
ity and rust-resistance, We also manufacture APOLLO Corrugated and Formed 
escription, Electrical Sheets, Special Sheets, Bright Tin Pilates, ee teh than Steel Hootie Tin, Etc. 
—_———————————— General 


work—highest in quality, durabi 
Black Sheets of every a 
AMERICAN SHEET AND TIN PLATE COMPANY, 


ng Products, 





rick Building, Pittsburgh, Pa. 


=e 


sero 








MEASURING TAPES 


OF A/N- 


nated ‘by us. 
Send for Catalogue. 


me furan pute CO. 


Have Gnslailanecuw Readings 


SAGINAW, MICH. New York 








PLIERS 
NIPPERS | 


AND 


PUNCHES 


Send for Catalog 


ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C. S. Osborne & Co. 
Newark, N. J. 








THE NEY MFG. CO., Canton, Ohio 


AMERICAN 


Sickle Edge Hay Knife. 

The original sectional edge 
hay knife. Write for 
prices. They are in- 
teresting. 








J. S. DEUSE 


Manufacturer of 


Auger, Gimlet, Countersink, Screw Driver Bits, 
Gimlets, Countersinks, Reamers, Nail Sets, 
Punches, Ice Picks and Chisels, 


Write for Catalogue 


CHESTER, CONNECTICUT 


ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware 
Trade. Can be placed in_ position 
by any carpenter. 
Send for Catalog No. 24 
ENERGY ELEVATOR CO 
214-216-218 New St. Philadelphia, Pa 











GRAY IRON CASTINGS 


LIGHT AND MEDIUM WEIGHT 


Three Complete Foundries Merit Your 
Consideration 
Which We are Bound You Will Receive 


S. CHENEY & SON, MANLIUS, N. Y. 











4 JOHN HASSALL.we. 
0 RIveTs. 
2 ESCUTCHEON PINS 
ry SPEGIAL WirRE NAILS 
mareee Ganuaem Grncere 
le ae ss 9 =) 


Mere 



































OPPORTUNITY 





Opportunity is waiting for someone in every adver- 
tisement in the “OPPORTUNITY EXCHANGE.” 
Better turn back and read these columns. It might 
be waiting for you. 


== 





MORRILL a 


The apex of A wy 4 resting upon sound _ aS eat- 
isfactory service, good construction and meri 


CHAS. MORRILL 


102 LAFAYETTE ST. NEW YORE 














This mark is destined to become 
one of the most far-reaching 
factors in the automobile field. 
The comprehensive sales and 
advertising campaign which is 
now under way to assist dealers 


M S ‘alti is one of the most unusual that 
otor ciaities bas ever come to your atten- 
pe tion. We invite well equipped, 
progressive hardware dealers to 

communicate with us promptly. 


Crew Levick Company, 2227-51 Land Title Building, Philadelphia 








W-X Shock Absorbers 


For Ford Cars, Four Cush- 
ions of Comfort for each cor- 
ner. Easy to Attach. Fast 
Sellers. Money Makers. 


Per set 


Star Specialty Mfg. Company 
227-233 W. Erie St., Chicago 
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The Employer who feels the need 
of “‘new blood” in his organization 
can reach the most desirable class 
of employees through our Want 
Pages. 


The Employee seeking a new field for 
his ability and enthusiasm can get in 
touch with healthy growing concerns 
through the Want Pages of Hardware 
Age at small cost. 





“WALL } OILERS” 


of Brazed Steel 
Construction 


Write us before 


placing your 


Guaranteed orders. One 
for order means 
5 years another 





P. WALL MFG. SUPPLY CO. 


PITTSBURGH 

















No Contagion 


high grade merchandise. 


fail to “catch” it. 
business for you. 


is more sure than your own 
belief that you can turn out 
Put that belief into your ad- 
vertisement in Hardware Age, and our readers will not 


Right there is the beginning of 








HARDWARE AGE 
239 West 39th St., New York City 
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24%” in diameter of thread. All 
| varieties of ends make them suitable 
| for any class of work. 


Our line contains over 1500 
articles— marine and galvanized 
hardware. Send for the catalog. 


Thos, Laughlin Co. 


Portland Maine 








Contractors’ 


| Big sellers. These Contractors’ @ 
| Turnbuckles range in size from 2” | 
| to 72” take-up and from 3/16” to Turnbuckles 
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may be listed in one 
ads on this page 


know your want. 





A Good Position for You 


Better read 
them all over and find it. 
not—an ad will let the others 


minimum rate. 


of the 


If Displa 


Help Wanted and 
Business Opportunity 


Advertisements 2c. per word—$1.00 


Situations Wanted 


2c. per word—50c. minimum. 
rates on request. 
These Advertisements are Payable 
in Advance. 
These advertisements go to press 
every Wednesday at noon. 
Allow seven words for keyed address. 





AKE IT A POINT 
every week 


read these pages. 


are paying for. 


to 
It is 
a part of the service you 








Help Wanted 


Original letters of reference should 
not be inclosed utth replies to ad 
vertiseme.its appearing in these col 
umns, as they are frequently mislatd 
and lost. A copy of the reference 
will serve the purpose 


IF YOU ARE DESIROUS of in 
creasing your earnings, write tor 
terms on Sollers Self-Calculating 
Scales, something that every carpen 
ter and stair-builder will be glad to 
get and use. Write early and secure 
exclusive right to territory that you 
will be able to handle. Address R 
C. Smyers, Mt. Union, Pa 


WANTED—Salesmen to 
commission the best and cheapest 
Waste Paper Baler made. Every 
merchant needs one. Commission 
ar Address Hercules Baler Co., 
Mili. Pa. 


sell on 


HERE |S bay: PLACE E _FOR 


BY EXECUTIVES—THE MEN 
TO WHOM YOU MUST SELL 
YOUR SERVICES. 


MANUFACTURER of full line 
household specialties wants local rep 
resentatives in all important cities to 
handle line on commission. Depart 
ment stores, hardware dealers, in 
stalment houses, premium concerns 
are all big users. State experience, 
lines handled and territory covered. 
Ne want none but those who can 

“make good.” For such our propo- 
sition is an excellent one. Address 

“S. H.,”" care Harpware Acre, New 


’ 


York. 


WANTED—An experienced clerk 
in a retail hardware store on Long 
Island, 20 miles from New York 
City. Fine chance for advancement 
to right man. Address ‘‘T. a 
care HARDWARE Acs, New York. 


A PERMANENT POSITION 
with good prospects is awaiting a 
young married man with two or 
three years’ experience in hardware, 
farming implements and house fur- 
nishing goods. Address with copies 
of references, “T. X.,’’ care Harp- 
ware Ace, New York 


SALESMAN wanted with experi 
ence in Mill Supply or Hardware 
line, to sell factory supplies and 
tools. Address The M. D. Larkin 
Supey Company, Dayton, O 


WANTED — Commission sales- 
men all or part time. Prefer man- 
ufacturers’. agents who are at pres- 
ent permanently established and 
selling other mnon-competing lines 
successfully We have two good 
lines and a very attractive propo- 
sition on both of them. Following 
territories open: Northern Illinois, 
Northern Indiana, Ohio, part of 
Minnesota, part of Iowa, all of Mis- 
souri, all of Colorado, part of 
Pennsylvania, part of New York, all 
of New England. Write for cata- 
logue and proposition. Give full 
yarticulars about yourself in first 
Geter Swedish Separator Company, 
515 South Fifth Avenue, Chicago, 
Illinois. 





WANTED—An experienced man 
to do plumbing, heating and sheet 
metal work. Steady employment for 
the right man. Married man pre- 
ferred. Address Box “A8,” care 
Harpware Ace, New York. 








Situations Wanted 


Situations Wanted 


Business Opportunities 





SALESMAN OF EXPERIENCE 
ind ability wants position with man 
ufacturer. Eleven years’ experience 
in the Middle and Southwest calling 
on wholesale and retail trade. Best 
of references; age 38, and well ac 
quainted. Address “B. R.,” care 
Harpware Ace, New York. 


ATTENTION TO RETAILERS 


A hustler and wide awake hard 
ware man, age 27, acquainted with 
all sides of the hardware field, 
wants position as manager, with a 
retail hardware merchant. Am a 
shrewd buyer, a capable executive, 
an organizer and a producer. Will 
only consider an association that 
offers a career as well as a fair com 
pensation. Ad iress “P. A.,” care 
Harpware Acer, New York 


IF YOU WANT A _ POSITION 
WHY DON’T YOU SAY SO TO 
THE THOUSANDS OF EXEC- 
UTIVES THROUGHOUT THE 
HARDWARE TRADE WHO 
READ THIS PAGE. 


A YOUNG MAN OF WIDE EX 
PERIENCE wants position as office 
or sales manager have not only 
had several years in actual selling 
experience and office management, 
but have also been in business for 
myself and am therefore in a po 
sition to serve the best interests of 
any one seeking a man for either of 
the two positions — Am 
not particular as to locality, but am 
looking for an opportunity of the 
right sort. Full particulars upon 
request Address “‘T. I.,” care 
Harpware Ace, New York 
AND SUCCESSFUL 
executive. Services 

Long experience in 
manufacturing, jobbing and_ retail 
ing of hardware. Address “T. F.,” 
care Harpware Ace, New York 


CAPABLE 
salesman and 
now available. 


SPEC IALIST IN SELLING 
ALUMINUM WARE wants posi 
tion with reliable house manufac 
turing high grade aluminum prod- 
ucts. have had 15 years’ experi- 
ence in selling of aluminum ware 
of all kinds and devoted a great deal 
of time to study specializing on this 
one product. Not particular as to 
locality or field of operation. Will 
gladly give full details as to salary 
and other particulars upon request 
Address “‘T. J.,” care Harpwarer 


Ace, New York. 





PURCHASING AGENT or assist- 


ant, experienced in metals, hardware, 


mill supplies. This young man, who 
is aggressive, diligent, economical, 
active and energetic, possesses ex 
ceptional ability and is experienced 
in every branch of work in purchas 
ing department; excellent credentials 
assured. Will locate anywhere. Ad 
dress “T. Y.,”" care Harpware Ace 
New York 


THERE SEEMS TO BE AN 
UNUSUAL DEMAND FOR 
HIGH GRADE MEN RIGHT 
NOW—WHAT KIND OF AN 





PERFORMANCES.” 


SALESM: AN with 15 years’ inside 
and 7 years’ road experience would 
like to engage with some good manu- 
facturing concern; am now em- 
ployed but for good reasons would 
consider a change. Michigan or sur 
rounding territory preferred. Good 
habits, middle age. Address “W. 
F.,” care Harpware Ace, New York 








POSITION AS SALES MAN 
AGER with wholesale or retail or 
manufacturer; 7 years’ experience 
with large builders’ hardware manu 
facturer. At present employed as 
price assistant to sales manager. 
\merican, 25 years old. Address 
Box “AS,” care Harpware Acer, 
New York. 


bookkeeper, now employed, fa 
miliar with hardware business, de 
sires change. Store or factory, city 
or country; middle age; reliable; 
best references. Address Box “A4,” 
care Harpware Ace, New York. 


ARDWARE MAN with 20 
experience in general har: 
as buyer and manager in re 
and wholesale. Address Lox 
care Harpware Ace, New 


H 
years’ 
ware 
tail 
A-l, 
York. 


Retail or wholesale hardware 
dealers—Can you make an oe 
for a hardware man with the tollow 
ing recommendation? “I have been 
associated with the bearer, Mr. ——, 
in the hardware business for past 
three years, he being manager of 
our store and a stockholder of the 
same. Having sold his interest, he 
is leaving of his own accord. He 
is well informed and an _ efficient 
hardware man. Active and on the 
job. Therefore it is a pleasure to 
recommend him for any — in 
the — are business. ery truly 
yours, neem, Stockholder.” 

Address Box “A-2,” care Harp- 
ware Ace, New York 


Young man with 5 years’ experi- 
ence in retail and wholesale hard- 
ware desires a position. Twenty 
years of age; single; can give best 
of references. Address Box “A-3 
care Harpware Ace, New York. 





WANTED—A position in a hard- 
ware store in the Northwest. Am 
married and 39 years of age. After 
learning the business will either 
invest or accept permanent position. 
Best of references. Address O. S. 
Ervin, Hartford City, Ind. 





POSITION IN SOUTHERN 
NEW ENGLAND as manager or 
salesman, outside preferred, by man 
with twenty years’ experience as 
manager, buyer and salesman in 
hardware and paint business, both 
wholesale and retail. Age 42. Mar- 
ried. No bad habits. Reason for 
changing, salary. Address Box 
“A6,” care Harpware Ace, New 
York City. 





SALESMAN — TWENTY-FIVE 
years’ experience handling several 
lines to jobbing hardware and kin- 
dred trade in territory from Buffalo 
and Pittsburgh to Omaha and Kan- 
sas City, and from Duluth to Louis- 
ville and St. Louis, wishes to secure 
additional line. Address Box *A7,” 
care HARDWARE Ace, New York. 


CAPABLE AND XPERI- 
ENCED young hardware oy age 
34, German descent, strictly sober 
and trustworthy, wants permanent 
position with reliable, progressive 
hardware firm; brought up in gen- 
eral retail hardware and implement 
business. Four years’ wholesale ex- 
perience; also good knowledge of 
yuilders’ hardware. Am _ employed, 
but good reason for making change. 
Have pleasing personality and am 
a wide-awake hustler; salesman of 
ability; good window trimmer and 
xperienced in store management. 
Address Box “A9,” care Harp- 
ware Ace, New York. 





—$—$— 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United 
States. Address “‘R. W. S.,” care 
Ilanpware Ace, New York 





FOR SALE — Long established 
hardware business, located in the 
heart of the corn belt in Illinois, 
Stock and fixtures will invoice about 
$13, 000; $25,000 yearly business. 
Good clean stock. Will give 10 per 
cent discount to cash buyer. This 
is a real bargain and will not be on 
the market long. Reason for sell- 
ing, failing health. Address “E. D.,” 
care Harpware Ace, New York. 





PROSPEROUS STORE in up-to- 
date Midde West town of 1000, in 
heart of fine farming district; paved 
streets, electric lights, good schools, 
etc.; $10,000 stock of hardware, 
paint, stoves, furniture. Undertak- 
ing business combined. Did $35,000 
business last year. Must be cash 
deal. Address “B. F.,” care Harp- 
ware Ace, New York. 





“WE GOT THE MAN WE 
WANTED.” IT’S THE SAME 
OL NEVERTHELESS 
GRATIFYING STORY THAT IS 
TOLD TO US WEEK IN AND 
WEEK OUT. YOU’LL FIND 
THAT AN AD IN THIS SEC. 
TION IS THE EASIEST AND 
CHEAPEST METHOD TO GET 
COMPETENT MEN. 





FOR SALE—Stock of hardware 
and plumbing materials; located in 
Eastern New York; will sell or rent 
the building with dwelling. Only 
hardware store in town located in a 
large dairy section, nearest business 
of the kind is ten miles. Have been 
here fifteen years; poor health rea- 
son for change. An excellent o 
portunity to take up a well estab- 
lished business. Wit inventory 
$5,000. Address “C. L.,’’ care Harp- 
ware Ace, New York. 





PARTNERSHIP WANTED — I 
am a young man, 37 years of age, 
full of ambition and looking for an 
opportunity to invest money in a 
well established hardware store. Not 
particular as to locality, but am most 
anxious to obtain an opportunity to 
develop a business. Address “T 
G.,” care Harpware Ace, New York. 





ENERGETIC YOUNG MAN 
wants to purchase partnership. 1 
am a young man full of pep and 
have accumulated enough money to 
buy a partnership in a hardware 
store. say hardware store be 
cause all my_ experience has been in 
that line. Have already been in 
business but am looking for a bigger 
opportunity. Locality is not T 
portant. I would like to tie up wit! 
some other young men who believe 
they have an opportunity and are 
ambitious to develop a_ business 
Full particulars furnished upon re 
quest. Address “T. H.,” care Harp 
ware Ace, New York. 





For Sale or Trade 


Best paying hardware store in W« 
ern Indiana. Invoice about $7, 
or $8,000. Implements, harness 
reneral hardware. All the lead 
ines, as it is the only store. T 

of 500. Good school, churches 
roads. Did $36,000 cash busir 
1916. If you want good bus 
write. Address “R. I.,” care Haxp- 





ware Acer, New York. 
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Business Opportunities | 





1 PER CENT PROFIT to deal-| 
ers selling “Perfection Steam Vul-| 
¢ ers,” which are the best ma-| 
c} in the world for all kinds of | 
re work on tires and tubes. | 
P , $18 dozen. Five dozen, $75, | 
an’ sample machine sent for $2. | 
Sterling Specialt % | Co., 119) 
Verplank St., Buffalo, N. Y. } 


‘R SALE—In village, in farm- 
strict of New York, long estab- 
lished hardware business. Nearest 
riware store eight miles away; 
§ yearly, could easily be 
doubled, or more, if desired to rush. 


wana 


t, in same building; also pleasant 


fine garden and chicken-raising. 
Desire to retire. Cash, no exchange. 
“Ww. C.," care Harpware Ace, New 


FOR SALE—$9,000 stock of Gen- 
eral Hardware, Stoves and Farm 
Implements. The stock is abso- 
lutely “clean” and in a good grow- | 
ing town of 1400 population. Good | 
opportunity for the right man. Have | 
to sell on account of health. Ad- | 
dress Square Deal Hardware Co., | 
Williamstown, Wood Co., W a. | 





| 
WANTED — Inventors of small, | 
new household or other articles to | 
communicate with us. We_ will | 
manufacture your product and can 
also assist you in putting it on the 
market. Show us what you have 
and we will advise the cost to_manu- 
facture in large quantities. If pos- 
sible come and see us. Phelps 
Manufacturing Company, 265 East 
Jefferson Ave., Detroit, Mich. 





WANTED TO BUY—Set of tin- 
ner’s tools for small town shop, 
mainly roofing, spouting, stove pipe, 
etc. Address “W. I.,” care Harp- 
ware Ace, New York. 








FOR SALE OR RENT. 

Manufacturing plant at Keese- | 
ville, N. Y., operated by water 
power. Buildings are equipped with 
main line shafting, and ready for 
installing any special machinery. 
Machine shop and foundry in con- 
nection. For description, price, etc., 
address owner, G. N. ingsland, 
Keesville, N. Y. 








WANTED TO BUY a quantity | 
of seconds or equivalent, 10 in. and | 
12 in. mill bastard files. Quote | 
Box 209, Springfield, Illinois. 





WANTED—T. A. B. universal 
hardware catalogs. If you have one 
write us condition and price. Ad- 
dress “A10,” care Harpware AGgz, 
New York. 





When You | 
Need Men 


consult the Opportunity Ex- 
change of the Hardware Age— 
men—the right kind—are al-| 
ways open for opportunities to 
advance themselves. Do yow | 
want the ambitious kind—the | 
kind that can do things? 


go words at one dollar per in- | 
| 





sertion will put you im touch 
with such men. 


Opportunity | 
Exchange Dept. | 





THE HARDWARE AGE 
200 W. 39th St., New York 





nvenient living rooms, bath, steam | 


ls, garage, barns, and double lot | 


HARDWARE AGE 
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SLOYD 


HANGER®Y 











ROBERT MURPHY’S SONS CO. 
Ayer, Mass. 








| 


Aim High 


The fellow who aims the high- 
est hits the highest, if his gun is 
strong enough. He certainly won't 
hit any higher than he aims. 


It’s just about the same in hard- 
ware, if you aim for a big position, 
you will get one; if not, there’s no 
use in praying that a big position 
will grow small enough for you. 


But let's take your individual case. 
Isn't it about like this? You're plugging 
away with all your energy, trying to ad- 
vance yourself in the estimation of the 
boss. He appreciates your work and 
ambition, and now and then he shows it, 
but a bigger position doesn’t seem to be 
even in the distance. It is simply because 
all the big positions in your firm are 
already filled by capable men. 


Get after a real job. What if it is away 
from home? Show your mettle by mak- 
ing good in a new community. Now 
listen! Here's the tip. The Opportunity 
Exchange of HARDWARE AGE is the 
great market place for hardware men. 
Read it and you may find just the posi- 
tion you want. If not, an ad. of your own 
costs only fifty cents, with two more for 
each word over twenty-five. Don’t be 
afraid to aim high,—to “Hitch your wagon 
to a star."" You'll find the Opportunity 
Exchange makes mighty good harness. 











Digging Out 







Selling files 
isn't so prosaic 
and commonplace 
as it seems to 
be. There are so 
many interesting 
uses for files in 
the various 
trades—so many 
little kinks and 
trade terms to be 
learned and so 
many angles to 
develop that by 
the time a sales- 
man has learned 
them he is capa- 
ble of selling 
about three times 
as many files as 
an ordinary 
salesman. 















So it pays to 
let one man 
really learn the 
file business — 
learn the talking 
points of Delta 
files—the reasons 
for their abso- 
lute superiority 
—and then let 
him dig up trade 
by reason of his 
intimacy with the 
whole use of 
files. 













Try out this 
plan and see if 
it doesn’t make 
money for your 
store 


















THE 
DELTA 
FILE WORKS 


Philadelphia 
U.S. A. 
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The Classified Directory appears in the first issue of each month 
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Atom, 3. i. ne * teiiteabie Mfg. Co 15 139 
Alaska Freezer Co 27| Energy Elevator Co a leieittiaaes mad ee 
Allen, S. L., Co 30) oe ee . ie (McQuay Reoiie Mite. ie we 
Allen's, N. R., Sons Co ped vinrude g 0 5 Pe RT ee 
_— vue og : ae Milbrandt Mfg. Co 144 
a <i ek ‘ite : at F Milwaukee Corrugating Co. 36 
American onea a 0 ra in 
American Sheet & Tin Plate Co.150|"actory Sales Co , 42 ma ot Naciage’ Be. 
American Steel & Wire Co.....148| Federal Motor Truck Co. 131 aoa ge ea a 
ee ae ee ee ee ~ cheater Varnish Co - 
even ns Myers, F. E., & Bro 33 
Armstrong Mfg. Co .148 G 
Ashton Mfg. Co. 147 
Athol Mch. Co 140] General Tire & Rubber Co 123 
Atlas Mfg. Co 43| Gifford-Wood Co 148 . 
Gilbert & Bennett Mfg. Co.. .144 
Goodell-Pratt Co. ...... 9|National Cash Register Co 18 
B Goodrich, B. F., Co........0¢- 113|National Mfg. Co...... 52 
Gould’s Mfg. Co eal nslnanls ia 19|National Sweeper Co .143 
Geoder, Adamesn & Co -sl0” | crend Reghde Méwe. Co rr i oe eee 145 
Bernckt, G. & H., Co.....-.+... sen Grand Rapids Salvage Co .138 |New Era Spring & Specialty Co.149 
Beacon Elec. Co...........- - © Greenfield Tap & Die Corp 11|New Jersey Wire Cloth Co.....146 
jemis & Call Hdwe. & Tool Co.147 Griffin Mfg. Co .132|New York Wire Cloth Co......139 
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Bicycle Step Ladder Co... _ Niagara Falls Metal Stpg. Wks. .136 
Billings-Chapin Co. ........... 31 H nS eee” 
Bishop, Geo. H., & Co... sad Hall, Frank B........ 149| Norcross, C. S........ apnacsseee 
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Bowen Mfg. Co 135 Hammer & Co. 140|North Wayne Tool Co 14 
poet, 16, By G Same. 4? | Waney, J. H., & Co 28 
Brown & Sharpe Mfg. Co <z Hartford, Ed. V., Inc.......... 103 
Buffalo Steel Co. eee Hassall, John, Inc. . .150 0 
Butterfield & Co., Inc. on Hayes Pump & Planter Co.. 136 
Helles W. C., & Co - 40/Oliver Iron & Steel Co.. 141 
Hercules Powder Co..... - 21/Oneida Community, Ltd...... 16 
Hoyt Pump Co -149/Osborne, C. S., & Co 150 
Carter Paint Co ee eee ee 156 
Cary Mfg. Co.. ~ 44| Hussey, C. G., & Co 148 
Casement Hdwe. Co 32} Ilyfield Mfg. Co 44 P 
Caskey Dupree Co... 129 
Chainolene Mfg. Co... 132 I Page-Storms Drop Forge Co 148 
ep cateaespnylines _ Palmer, I. E., Co....... 136 
Cheney, S., & Sons 150} Imperial Bit & Snap Co 145 eiiian BR ies, hi 
Chicago Flexible Shaft Co . Crteiand Bead! Co. ....kcis.ese. 3 Te De 8g 
Cincinnati Tool Co .....-140| International Silver Co 2 Parker Supply Co 138 
Clark, George P., Co.... .- 40/Irving-Pitt Mfg. Co. 45 Parker Wire Goods Co 149 
Cleveland Stone Co........ 37 | Irwin Auger Bit Co. .148 Peck, Stow & Wilcox Co 127 
Coes Wrench Co........000: Si lves, H. B., Co 145 SE BA 149 
Cometh SSE: SANG Se. - Pennsylvania Lawn Mower Wks. 17 
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ON NIM, one nosey et 2 rere 149 
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Dayton Rubber Mfg. Co........ 133 si 110, 111 
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Dietzgen, Eugene, Co.......... 143 | Lockwood-Ash Co. ............. 135} Rock Island Mfg. Co. 134 
Dixon, Joseph, Crucible Co.....147| Ludlow Saylor Wire Co......31, 44]Rose, Wm., & Bro 14] 
Drake, A. W., Mfg. Co........ 42| Lufkin Rule Co........... 150]}Rothweiler Co. 139 
Duluth Show Case Co.......... 39| Luther Grinder Mfg. Co . 137) Rugg, E. T., & Co.. . 149 
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Samson Cordage Works 149 
Schatz Mig. Co....... 144 
Schenck, M. B., Co 43 
Schwerdtle Stamp Co 149 
Sharpless Separator . 48 
Shelton Co. ewe 149 
Sherman, H. B., Mfg. Co.. 146 
Sigley, Wm. H., Mfg. Works. .144 
Se Gok io Ss sore .125 
Simonds Mfg. Co....... 39 
Smith & Egge Mfg. Co... 137 
Sommer, John, Faucet Co. 148 
Sparks-Withington Co. 134 
Stanley Rule & Level Co. 46 
Stanley Works .......... .93, 143 
Stanwood Equipment Co.... 135 
Star Expansion & Bolt Co......148 
Siasrvett, 1: G., Os cccccs 50 
Star Specialty Mfg. Co....... 150 
Stewart Iron Works Co.... 149 
Stimpson, Edwin B., Co........ 41 
Stover Mfg. & Engine Co... 43 
gs eee 145 
Sturges & Burn Mfg. Co.... 33 
= 
Taplin Mfg. Co.......... 144 
Thermoid Rubber Co......... 3 
Thompson, Judson L., Mfg. Co.142 
Townsend, S. P., Co...... 146 
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Union Hardware Co......... 22 
Union Horse Nail Co.......... 145 
Sem BONE Gas ks 0s ewieee 4) 
United States Sandpaper Co....14! 
Vv 
Ween” GA. «sscnckicsavers we 
Voss Bros. Mfg. Co.......... 27 
Ww 
Wagner Mfg. Co............. 149 
Wall, P., Mfg. Supply Co......151 
Walworth Mfg. Co........... 4 
Warner Lenz Co.... 115 
Warren, J. D., Mfg. Co 40 
Warren Stamping Co... 107 
Waterman Motor Co.......... 143 
Wells, F. E., Sons Co.......... 4) 
Wheeling Corrugating Co....... 34 
Whitaker-Glessner Co. ......... 141 
White Mountain Freezer Co.... 29 
Whitman & Barnes Mfg. Co... .142 
Wickwire Bros., Inc........... 12 
Se Nd Rs Pax cwakendens 49 
Williams, J. H., & Co..........347 
Wie Gaede Co. oc ickceccss 44 
Worcester Lawn Mower Co. 145 
NOE oes kaa Seis 13 
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March 8, 1917 
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Big Profits with Minimum Sales Expense 


send customers to your store asking for the Boss 
Door Oven. Our powerful publicity campaigns 
started hundreds of thousands of women think 
They knozw that the Boss Glass Door (ven ts 
most conventent and etherent type of oven. ‘| hey 
re anxious to try one hey write to us and we refet 
them to vou 

ale : I m ti rising side 154 co-operating 
they wil imply soar Write us about our special 

j rw j 


iler hel ind generous terms 


THE HUENEFELD CO., Cincinnati, Ohio 


BOSS OILAIR STOVE 


Boss Oil-Air Stoves are the same big profitable sellers. Everybody who 
tries one wants one. They're the most economical, convenient and 
efficient stoves in the country, and jt doesn’t take you but a few 
minutes to prove it to a woman, either. Just call her attention to 
that Oil-Air Burner and talk it she'll buy 
Made in 2, 3, 4 or 5 burner 
sizes, with or without high 
shelf, reservoir or hot water 
heater 


Feature this burner 
marked “‘Oil-Air’’ on top. 


March 


Ss 


1917 














